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NADA Defended 

Against Romney's 
Jnionism Charge 
Chaffin, Ex-Presidents 


Rally to Support of 
Association’s Actions 


WASHINGTON.—In reply to 
criticism of George Romney, 
can Motors president, Dean 
ffin, president of NADA, de- 
d Thursday there was no com- 
on between the dealer group 
the UAW. 
Romney charged in a North 
Carolina dealer convention address 
that NADA was trying to become 
a “dealer union” and was a “cat’s- 
paw” for dealers who were afraid 
to be associated publicly with 
NADA proposals. 

Chaffin, who addressed the 
North Carolinians just before 
Remney did, said one of the 
@iferences between NADA and 
the UAW “overlooked” by Rom- 
ney was the difference between 
“eompulsion and voluntarism.? 


Romney, said Chaffin, “is ton- 









> 





He cited as an example the Cc 
president's recommendation that 
fattory-dealer relations be taken 
out of the congressional arena d 
be left to factory-dealer pol ay 
“If memory serves me correctly,” 
said Chaffin, “Mr. Romney’s own 


company was the last to creat@ an | 
; 


elected dealer council.” 


peerriIn said that elected coun- 
cils were the result of work by 
NADA and that Romney's advo¢acy 
of stronger councils “made an) ex- 
cellent case for a strong NADA.” 

The NADA chief said the Sen- 
ate hearings of 1955 and 1956, 
culminating in passage of 
good-faith bill, showed why - 
ems were afraid to appeal to 
their factories for relief from 
coercive practices. 

Text of Chaffin’s reply and state- 
ments by two former NADA pres- 
idents, Frederick M. Sutter and 
Charles C. Freed, follow: 


Chaffin 


N OPPORTUNITY to réfute 
Mr. Romney's charges jthat 
NADA “is unwittingly trying to 
e a dealer union” did not 

t itself at the recent North 

lina Automobile Dealers Assn. 


(Continued on Page 70, Col. 1) 




















Top Cars 


New-car registrations for three 
months, plus two states for April: 






















1957 
ze Make = 
~1—305,990 Chevrolet 334,554— 2 
2—238,506 Ford 358,815— 1 
3— 93,873 Plymouth 144,980— 3 
4— 83,144 Olds. 101,711— § 
5— 73,315 Buick 111,872— 4 
6— 61,719 Pontiac 82,346— § 
7— 33,350 Mercury 67,758— 
33,152 Dodge 62,506— 
32,650 Cadillac 36,693— 9 
10— 30,059 Rambler 22,830—12 
Hi— 16,577 Chrysler 28,504—10 
12— 13,617 DeSoto 28,458—11 
13— 11,935 Edsel 
14— 9,773 Studebaker 15,068—13 
15— 8549 Lincoln 10,478—14 
16— 4,620 Imperial 8,417—15 
Ni— 2,249 Met. 2,172—16 
18— $830 Packard 1,677—17 
64,251 Misc. 32,873 
Total All Makes 
1,118,159 1,451,712 
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aistently inconsistent” in his views. | 
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Ohio Dealers Honored— 


Merit citation of the U. S. Chamber 
of Commerce is presented by its presi- 
dent, Philip M. Talbott, right, to Richard 
H. Zimmerman, executive secretary, Ohio 
Automobile Dealers Assn., in Columbus 
for the association's ‘outstanding achieve- 
ment in the public interest" in connection 
with its sponsorship of an automobile re- 
pair and maintenance course at Ohio's 
Prison Farm. The association 
underwrote the course, and with the help 
of severol monvufacturers, ovifitted a 
classroom and shop at the prison farm. 


By William Uliman 
Washington Bureau Chief 
ASHINGTON.—NADA's dealer 
backed legislative program 
moved ahead last week with the 
introduction in Congress of its 
“area of sales and service respon- 
sibility” bill. 

Meantime, the Senate passed 
by a unanimous voice véte the 
Monroney price-tag billy It now 
goes to the House. c 
Hearings on the 
bill, which was int 
James C. Wright j 
crat, are expecte 
a month or six Aveeks. It was re- 
ferred to the use Interstate and 


Foreign Compferce Committee. 
* = 











' Texas Demo- 
to be held in 


Price-Tag Bill 
Senate; Area 
Measure Is 


| 





EXT ofAhe Wright legislation: | 


“Be it gnacted by the Senate and 





U. C. Stocks Hit ’58 Low 
In Selling Upsurge 


with a 41.3-day supply a month | 


| 





By Robert M. Lienert 


Associate Editor ’ 
RESURGING used-car mafket 
whittled inventories the 

year’s lowest level as of. Play a 
according to AUTOMOTIVE s' es- 
mates. 


Stocks of unsold held 


by franchised dealers ppresented | 


only 364 days of seMing as the 
month opened. Th#s compared 


Car Outp tt Tops 
st Time 


te March 


rtin L. Whitmyer 
Staff Writer 


to normal 









production 


merican Motors, General Mo- 
and Ford, helped push U. S&S. 
r assemblies to a six-week high 
of an estimated 86,626 units last 
week. 

The total was 31.9 percent below 
the week ended May 18 a year 
ago, when the makers turned out 
127,390 cars. However, last week 
marked the first five-day period 
since the week ended March 29 
this year that U. S. car assem- 
blies were above the 85,000 level. 
During the week ended March 
29, the manufacturers rolled 
93,844 cars from the lines. 

Last week’s 86,626 car assemblies 
represented 68 percent of AuvurTo- 
MoTivE News’ three-year index, as 
compared with the 61.7 percent 
compiled on the previous week’s 
78,506 units. 

x + * 
CarreareutaG most heavily to 
the 10.3 percent increase over 
the previous week’s operations were 
sizable output gains at DeSoto, 
Dodge, Plymouth and Ford divi- 
sions. 

On a corporate basis, Chrysler 
Corp. was up from 10,003 assem- 
blies a week earlier to an esti- 
mated 14,250 last week; Ford 
Motor climbed from 17,426 to 
21,853 units; GM was up from 
(Continued on Page 69, Col. 1) 


earlier and 38.5 days a year ago. 
| Used-car inventories were far 
|more streamlined than new-car 
| stocks, which represented a 59-day 
| supply on the same date. 
= > > 
ETAILERS across the nation 
reported to AvutTomoTive News 
| that used-car sales have been “fair” 
to “very good,” with prices holding 
| firm, but profits thin. 

Some dealers said that profits are 
|holding closer to year-ago levels 
| than are sales. 

A Chicago dealer, who said that 
volume is “all right,” noted that 
| higher costs per sale have re- 
| sulted in smaller gross per car 
sold. 
| A dealer in the Northern Rockies 
said his business had been “very 
good” and that he had accomplished 
a “nice reduction” in the amount 
of money tied up in used-car inven- 
tory. Used-car grosses, he said, have 
been better than new-car grosses. 
Another dealer in the West said 
(Continued on Page 4, Col. 1) 





International Conference— 











Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


House of Representatives of the 
United“States of America in Con- 
greg@ assembled, That no provision | 
of law shall render unlawful (a) | 
any provision of any contract or| 
agreement between any manufac- 
turer or distributor of automobiles | 
and any franchised retail dealer in | 
automobiles produced by such 
manufacturer or distributed by 
such distributor under which such 
manufacturer or distributor (1) 
establishes any system of incen- 


dealer for the making of sales of | 


Inside 


Auto News 


Safety-C heck an all-year 
service boon, Page 29. 
Cole and Wright lash auto 
critics, Page 2. 

Dealer conventions: Iowa 
and Pennsylvania, Page 3; 
Idaho, Massachusetts and }| 
Washington, Page 6. 


First-quarter car registrations, Page 24. 
Detroit auction, Page 6. 
% Editorial, Page 10. | 


* 


This issue includes the monthly 


SERVICE SECTION 


$8 Per Year, 25c Per Copy 


such automobiles at retail within 
a specified geographical area des- 
ignated as the area of sales and 
service responsibility of such dealer 
with respect to such automobiles, 
(2) requires such dealer to render 
with respect to such automobiles 
specified services and for that pur- 
pose to maintain specified facilities, 
or (3) makes provision for the 
compensation of such dealers for 
the rendition of such services or 
the maintenance of such facilities; 
or (b) any act taken to carry into 


_| tive payments to compensate such | effect any such provision.” 


* * > 


re passage of the Monroney 
bill followed unanimous ap- 
proval of the bill by the Interstate 
and Foreign Commerce Committee. 
(Contiaees om Page 66, Col, 3) 


Most Dealers Welcome 
Price-Disclosure Idea 


EARLY unanimous sentiment 

for price stickers on new cars 
was revealed last week in an AuTo- 
motive News spot-check of fran- 
chised dealers. 

Dealers commented that the 
stickers, proposed by U. S. Senator 
Mike Monroney, would help “re- 
store consumer confidence” and 


|“police factory boys.” 


However, a vigorous denuncia- 
tion of the sticker plan was 
(Continued on Page 4, Col, 3) 





Big 3 Prods on Excise Cut; 
Decision Due by June 30 


EEKING to dispel the tax-cut| 

fog which hangs over new-car 
sales, Big Three presidents prodded 
Congress for less talk and more 
action last week. 

Prospects remained dim, how- 
ever, for an excise-tax decision be- 
fore the last days of June. The 
passenger-car excise automatically 
will drop from 10 to 7 percent at 
midnight June 30, unless Congress 
either takes action for a deeper 





Newly elected presidents of the Washington State Auto Dealers Assn. and the 
Motor Dealers Assn. of British Columbia conferred at their joint convention with 
Dean Chaffin, center, NADA president, At left is George Black, Vancouver, head of 
the B. C. group, and at right is Robert B. Dunn, Seattle, WSADA chief. 





cutback or votes a simple exten- 
sion of the 10 percent levy. 


Latest sponsor of an auto 
excise reduction bill is Senator 
Estes Kefauver, Tennessee Dem- 
ocrat, who recently concluded 
hearings on auto marketing 
troubles. 


Kefauver and five Senate co- 
sponsors introduced a bill slashing 
the car excise to 5 percent only if 
the factories agree to rebate pur- 
chasers for the reduction amounts. 
The bill would be retroactive to 
May 1. 

* * . 

Teas rebate procedure proposed 

by Kefauver was sharply chal- 
lenged by Big Three executives. 
Their letters to the Tennesseean 
took the position that dealers were 
the proper parties to handle re- 
bates to car buyers. 


Under the present excise-tax law, 
refunds for floor stocks will be 
paid to dealers as of midnight June 
30 if the 7 percent rate is allowed 
to take effect. 


An Internal Revenue Service 
excise official said that dealers 
would be required to obtain fac- 
tory proof of 10-percent rate pay- 
ments, but that this should pre- 
sent no problem on passenger 
cars because of serial-number 
checkouts on factory invoices. 
The Kefauver plan to bypass the 
dealers on excise rebates, declared 
Chrysler President L. L. Colbert, 
“would unnecessarily compound the 
discriminatory nature of the tax 
by requiring a permanent rebate 
(Continued on Page 68, Col. 4) 
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AUTOMOTIVE NEWS, MAY 19, 1958 


Cole, Wright Lash Auto Critics 


DETROIT. — The general man- 
agers of the automotive divisions 
that build and sell some 50 percent 
of U.S. cars came out swinging 
last week. 

But this time, Chevrolet’s Ed- 
ward N. Cole and Ford division’s 
James O. Wright weren’t swing- 
ing at each other. 


Their targets were the critics, the 
second-guessers and so-called 
experts who have blamed the auto 
industry for everything from caus- 
ing the recession to losing sight 
completely of what Americans want 
in their automobiles, 





"J 


Edward N. Cole James 0. Wright 


Cole addressed a Buffalo Cham- 
ber of Commerce luncheon honor- 
ing General Motors’ 50th anniver- 
gary. Wright spoke to the Chamber 
of Commerce in Lorain, O., where 
Ford is completing a 1.75-million- 
square-foot assembly plant. 


Lashing out at the seers who 
blame the industry for the reces- 
sion, Cole and Wright said their 
field of endeavor has been a victim, 
rather than a cause, of the down- 
turn. 


Wright noted that this is a 
common occurrence. In 1938, he 
said, income fell 10 percent and 
auto sales plummeted 50 percent. 
Today, income is off between 3 
and 4 percent and sales have 
dipped 30 percent, he said. 

The auto sales slump, he added, 


Obituaries... 


did not begin until the current 
recession was well under way. 


Cole contended that auto sales 
are off mainly because cars are 
durable goods, the purchase of 
which can be deferred during peri- 
ods of economic uncertainty. 


Wright and Cole really warmed 
to their subject as they answered 
the critics of U.S. car styling and 
the charges that the industry is 
trying to “force-feed” its custom- 
ers. Their remarks included some 
barbed references to small cars. 


Wright threw several rocks at 
the small-car craze despite the fact 
that his company’s English visitor 
is in third place in the imported- 
car standings. 

He said the main reason for 
the “theory that sales are off 
because most or all Americans 
really want a puddle-jumper car” 
lies in the expanded promotion of 
small cars that has taken place 
in recent years. 

“The trouble is,” he declared, 
“that some people are seeing an 
avalanche in what is really a 
rather respectable trickle.” 

Asserting that the small-car 
spree reflects both economy and 
novelty buying, Wright said that if 
all considerations other than oper- 
ating economy were eliminated, “it 
would not make sense to buy a 
small car.” 


He said a “good used American 
car” is cheaper, and “you could 





Lyman Slack Buys 
Oldsmobile Deal 


PORTLAND, Ore.—Lyman Slack 
Motors (Chevrolet) has purchased 
Earl Morley Oldsmobile, Hillsboro, 
Ore. 

Slack formerly was sales man- 
ager for Packard. Earl Morley had 
operated the Hillsboro deal for 
almost 21 years. 


H. C. Doss Dies 


DETROIT.—H. C. (Clay) Doss, 
former sales vice-president of 
American Motors and former gen- 
eral sales manager of Ford Motor 
Co., died May 10 in Memphis, Tenn., 
at the age of 72. Funeral services 
were held here Tuesday, with 
burial at White Chapel Memorial 
Cemetery. 


Mr. Doss had retired from AMC 
in mid-1955, later joining Outdoor 


as vice-president 
and director of 
industry relations. 
After suffering a 
heart attack in 
1956, he retired 
from GOI, and he 
and his wife 
moved to Mem- 
phis last January. 

Mr. Doss had 
been an outstand- 
ing sales figure in 


H. ©. Doss 
the automotive field for nearly 40 
years. He began his career with 
Ford Motor in 1916, successively 
managing Ford sales and assembly 
plant operations in Oklahoma City, 


Kansas City, 
Chicago. 

He was manager in Kansas 
City during the sitdown strikes of 


2 Chrysler Deals 
Realign Makes 


YAKIMA, Wash. —. Chrysler 
Corp. has realigned the sales re- 
sponsibilities of Bell-Wyman Co. 
and Hahn Motor Co. 

Bell-Wyman, formerly a Dodge- 
Plymouth deal, now is a DeSoto- 
Plymouth outlet. It also will handle 
Dodge trucks. 

Hahn, formerly a Chrysler- 
Imperial-Plymouth dealership, now 
handles Chrysler-Imperial and 
Dodge. Hahn also has an Interna- 
tional Harvester truck franchise. 


Edgewater and 


Advertising, Inc.,| 








1937, and held out against the 
union until the factory was closed 
by the dispute. 

In 1938 he was named general 
manager of the Chicago plant and 
became general sales manager of 
Ford in 1939. In 1944, he was ap- 
pointed sales vice-president of 
Nash-Kelvinator Corp. He stayed 
on there beyond the usual retire- 
ment age at the urging of the late 
George Mason, finally retiring Nov. 
1, 1954. He continued as a con- 
sultant for another eight months. 


A native of Moulton, Ala, Mr. 
Doss grew up in Oklahoma, where 
he acquired an interest in horses 
that he retained throughout his 
life. As a youth, he was torn be- 
tween the Methodist ministry, law 
and education. He ultimately chose 
law and was graduated from Duke 
University. At the time of his 
death he was a Duke trustee. He 
also had been a director of Cran- 
brook School for Boys, Bloomfield 
Hills, Mich. 


Mr. Doss once explained that he 
never practiced law “because young 
lawyers have to eat.” However, his 
interest in the ministry manifested 
itself throughout his sales career. 


Most of his talks to dealers and 
other groups contained refer- 
ences to the Bible. He had a keen 
awareness of human frailties and 
foibles and was adept at working 
his observations on human nature 
into particular applications to 
whatever group he happened to 
be addressing. 

“Maybe I do sound like a 
preacher,” Mr. Doss once said, “but 
I feel that laymen don’t preach 
enough sermons.” 

Mr. Doss regularly went on hunt- 
ing and fishing trips with business 
associates, but never fired a gun or 
wet a fly. On most of those trips, 
he spent his time riding. 

Mr. Doss always proudly listed 
his hobby as “young persons.” 

(Continued on Page 69, Col. 4) 


drive the small car until it falls 
apart and be hard put to make up 
the difference in operating econ- 
omy.” 

With a bow toward Kenosha, 
Wis., Wright continued: “We do 
not, incidentally, classify the 
Rambler as a small car. 


“It is substantially bigger than, 
for example, the Volkswagen, and 
competes in general operating 
economy with such cars as the 
Ford Custom 300 Six. In fact, most 
Ramblers sell for more than the 
lowest-priced Ford.” 


Wright next mentioned “a 
tendency among substantial pub- 
lic officials, and other gentlemen 
whose positions regrettably re- 
quire them to ride in large, black 
limousines, to extol the virtues of 
the small car—for others, that is.” 


This was construed as a lightly| Sales Stimulators in Philadelphia— 


This bevy of pretty models paraded through Philadelphia with hats keyed to the 
theme—"You Auto Buy Now.” The stunt was arranged as part of Philadelphic 
Automobile Trade Assn.'s participation in the city's prosperity campaign. 


veiled slap at Mayor Robert F. 
Wagner, of New York, who last 
January urged the auto makers to 
build smaller cars. Wagner was 
conveniently called out of town 
when American Motors offered to 
make three Ramblers available for 
him to test. 


Commenting that “it sometimes 
appears that there are more (auto) 
experts outside the automotive in- 
dustry than in it,’ Cole answered 
those who complain that U.S. cars 
are “too long, too wide, too stylish, 
too powerful and too comfortable.” 

He declared that studies show 
that most buyers of low-priced cars 
do not purchase the most inexpen- 
sive models, nor do they buy cars 
without V-8 engines, automatic 
transmissions, power steering and 
other convenience features. 


“What people say they want to 
buy and what they actually buy, 
we have found, are sometimes 
two entirely different things,” 
Cole said. 

“We produce our cars for the 
rule, not for the exception, I am 
convinced that today’s American 
cars are what the overwhelming 
majority of the people want, and 
that their sales will rise as soon 
as public confidence in the economy 
is restored.” 

Cole admitted that “our cars cost 
more than we would like them 
to,” but he blamed this on higher 
taxes, rising payrolls and materials 
costs. These increases have out- 
stripped the price boosts of the last 
decade, he asserted. 

“Our back-seat critics tell us, 
Cole added, “that our car prices 
could be substantially reduced if 
we eliminated the annual change- 
overs in our industry. If this is 
true, one must seriously wonder 
why some foreign makes — with 

(Continued on Page 69, Col. 3) 
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Stocks May 14 May7 1958 Range 
AMC....... 12% 12% 14%- 8 
Chrysler... 45% 46% 57%-44 
Ford....... 38% 40% 41%-37% 
Gee cccctcs 374%, 38% 394%,-33% 


Business Barometer 


Automotive News Economic Index — 


100.3 Percent of Last Week 
86.4 Percent of Like Week Last Year 


Aste Preduction ............... 78 506 100.1 62.3 
ND ns cncccbeddee 17,342 97.9 75.0 
Auto Registrations— Year to date. 1,118,159 77.0 
Truck Registrations—yYear to date. 161,233 er 81.0 
Steel Production—tTons ......... 1,334,000 103.5 61.9 
Lumber Production—Board feet. ... 230,257 000 101.7 89.7 
Paperboard Production—tTons ... 264,699 107.4 90.9 
Soft Coal Output—tons ........ 6,360,000 93.4 66.9 
Oil Refinery Output—Borrels .... 43,925,000 100.2 90.6 
Electric Output—Kilowatt hours .. 11,315,000,000 100.6 100.0 
Barometer Freight Car Loadings "337,305 101.3 83.0 
Department Store Sales index .. 132 97.1 92.3 
Stock Market Price index ........ 324.1 100.7 92.7 
U.S. Government Spending 

—fiscal year to date ........... $70,775,553,000 wien 104.3 
Commercial and Industrial Loans $29,659,000,000 99.8 95.9 
Savings Deposits .............. $27 444,000,000 100.5 118.2 
Used-Car Prices—Average........ $969 101.5 106.5 


* Kaiser Industries, parent firm of Willys Motors. 
(May 19, 1958) 





By John K. Teahen Jr. 
Staff Writer 


se auto industry received an- 
other shipment of free advice 
from Washington last week, in- 
cluding a proposal that the industry 
| scrap its 1959 designs and pass the 
savings along to the customers. 


This proposal came from Sen- 
ator Arthur V. Watkins, Utah 
Republican, and was seconded by 
Senator Joseph P. O'Mahoney, 
Wyoming Democrat. 

O'Mahoney said the plan would 
permit substantial price reductions 
and would help the industry move 
its 777,000 unsold 1958 models. 

Apparently both senators over- 

looked the fact that the industry 
already has tooled up for 1959 and 
that work is well along on the 
1960 models. 





« . > 


‘WatKINs contended that sales 
would be stimulated greatly by 
an announcement that the ‘58s 
would be continued another year. 
It also would eliminate the in- 
creased unemployment that is cus- 
tomary during the changeover 
period, he said. 

“There’s a question in my mind 
| that the industry really improves 
its cars much just by changing 
models,” he said. “According to 
the advertisements, the 58 cars 





Percent of 
Percent of Like Week 
Last Week Last Year 


83.0 104.5 





Com 

Stocks May 14 May7 1958 Range 
Se 33% 32%, 33%-27 
Kaiser* go 9% 10%- 7% 
Mack....... 24Yg 25Yg 26%-21% 
ies scanen 6% 4%, 6%4- 2% 
White...... 45%, 46 46% -40, 




















What’s Wrongers Come Up 
With New One: Drop ’59s 


already are perfect and there 
doesn’t seem much room for 
improvement.” 

In Detroit, observers called 
Watkins’ suggestion “little short of 
ridiculous.” An auto company 
spokesman remarked, “We're get- 
ting an awful lot of free advice 
from Washington—and like most 
free advice, it’s no good.” 

* > > 


Ais on Capitol Hill, Senator 
Paul Douglas, Illinois Demo 
crat, called on the manufacturers 
to accept his proposal that Con- 
gress cut the automotive excise tax 
from 10 to 2% percent on the con- 
dition that the makers reduce their 
prices 6 percent. 


Douglas earlier told the Senate 
Antitrust and Monopoly sub- 
committee that his proposal could 
boost car sales 20 percent. Auto 
men doubt that the increase 
would be any more than half 
that amount. 

In New London, Conn., Chester 
Bowles got into the act with «4 
proposal that manufacturers cut 
their wholesale prices $200 to $250 
per car to pave the way for a giant 
“clearance sale.” Bowles headed 
the Office of Price Administration 
during World War II. 

The Big Three presidents weren't 
buying the Douglas plan. Harlow 
H. Curtice, of GM, commented that 
“for practical purposes, there is no 
difference between Senator Doug- 
las’ proposal and Government reg- 
ulation of automobile prices.” 

> > > 

(aasnane proposed tax legis- 

lation with an industrywide 
agreement to which the U. S. Gov- 
ernment or anyone else is a party 
for the purpose of reducing prices 
by a fixed amount would create 4 
situation which is neither econom- 
ically sound nor practicable, Curtice 


said. 


He contended that the auto 
sales decline has been due largely 
to consumers’ lack of confidence 
in the economic outlook, and not 
to the industry’s prices or prod- 
ucts. He said those products are 
no less acceptable today than in 
the fourth quarter of 1957 when 
sales of 58 models were substan- 
tially higher. 

Henry Ford II observed that 
“most of the automobile companies 
are today operating at a loss” and 
that second-quarter losses will be 
greater than those of the first 
quarter. 

“Senator Douglas’ proposal,” he 
said, “would increase these losses 
in recession, retard the recovery 
in earnings and impair profits in 
good times.” 

= t > 

Fore continued: “The biggest job 

facing the auto industry right 
now is not how we can reduce 
prices, but how we can keep from 
increasing prices in the very neat 
future.” He mentioned the threat 
of higher labor costs and steel 
price boosts. 

Chrysler Corp.’s L. L. Colbert 

(Continued on Page 68, Col. 5) 
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boy-in-the-barn inventor| 
may have been superseded for | 
the most part by the multimillion- 
dollar research centers, but nothing | 
has taken the place of the amateur | 
experts who arise with advice | 
whenever the auto industry gets) 
into trouble. 

Not only do they know what 
caused the trouble, but how to fix) 
it, Some of their solutions sound) 
like they'd like to blow up the) 
puilding to scare out the mice. 

Of course, whenever a giant gets 
into trouble, there are always those 
who will be elated. 

Informed auto folks have a job | 
on their hands just to keep even 
with an aggressively poor press. 
Mixed in with the nonsense, how- 
ever, is a grain of truth here and 
there. 

While the auto men may well say 
that they are building what the 
public wants, as expressed through 
their purchases, it is obvious that 
expression by purchases is limited 
to merchandise on the shelves. 

One difficulty is that most of the 
makers—and there are too few 
left—seem to have similar ideas 
as to what the public wants. The 
result is that the offerings to the 
public are extremely limited. 

> > ° 


Defense of Salesmen 
N THE sales side, dealers are 
protesting some of the ideas 
expressed. 

Dave Castles, veteran Buick 
dealer in St. Louis, writes: 

“I am getting well fed up with 
statements and articles maligning 
and abusing automobile sales peo- 
ple and blaming them for the 
sluggishness that exists in our 
business during this period of slow 
activity. 

“Practically all business is feel- 
ing the effects of this recession, 
and it is my conviction that the 
automobile salesman is making) 
more of an effort to do something | 
about it than is the case in ae 
other lines. 

“Within a week a widely read 
Washington letter quotes com- 
plaints by people who say that! 
they have not been solicited by 
automobile salesmen, and recently 


Al Klug Estate 
Put at $214,429 


MILWAUKEE.—Alfred Klug, 
auto dealer who died a year ago, 
left an estate of $214,429, according 
to an inventory filed in Milwaukee 
County Court. 

The estate included $119,200 in 
stock in his dealership, Al Klug, 
Inc, and life insurance amounting | 
to $66,915. It was left to his wife, | 
Jean H. Klug. 

Klug, who was 36, died of a skull 
fracture. 


| 


| 


| 
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advertising, 
call deceptive, is simply competi- 
tion which the dealers would rather 
not have. 


Dealer Forum 


by Robert M. Finlay 





a business “journal” devoted col- 
umns to this subject. 


“Sure, there is a laxity on the 
part of salesmen, some more than 
others, and the automobile sales- 
man is no exception; but I 
haven’t been solicited in years 
to buy a house, a race horse, a 
boat, a suit of clothes, or any 
one of a thousand and one other 
things that might, or might not, 
be useful to me. I am still not 
suffering for things that I need 
for a comfortable existence, be- 
cause when I feel the need, I 
go out and buy if I have the 
money. 

“There is only one other line that 
I can think of, and that is life in- 
surance, where there is a more 
consistent followup, or search for 
customers. Automobile dealers buy 
registration lists, sometimes buy 
lists of neighborhoods, or lists by 
makes and year models, for the 
purpose of sifting out possible 
buyers. 

“The mails in any city are 
burdened with tons of literature, 


and the telephone wires are hot | 


with calls from automobile sales- 
men seeking people who might 
be sufficiently interested in pur- 
chasing a car to permit a sales- 
man to call. 


“The automobile is a high-priced, 
highly specialized item, and a very 
important purchase to most people. 
It cannot be hawked from door to 
door like shoestrings or water- 
melons. Granting that there are ex- 
ceptions enough to make criticism 
warranted, such criticism is not 
proper when applied to the entire 
industry or all of the salesmen 
in it. It ig my belief that automo- 
bile salesmen, as a class, are in- 
telligent and courteous, and for 
the most part doing a good selling 
job in the toughest market the 
industry has ever experienced.” 

> . > 
Disbelievers 
E JOHN LEHMAN, manager of 

* the Akron Automobile Dealers 
Assn., asserts that “this is a re- 
cession of lack of confidence on the 
part of the consumer.” 

“Our illness,” he says, “is one of 
disbelieving and lack of faith. To 
further diagnose our illness, we 
find one of the major causes is 
advertising; bad advertising.” 

Lehman says that in the past 
several years too much of all ad- 
vertising has been deceitful and 
untrue. In his view, advertising 
media should shoulder part of the 
blame. 

“I will not deny,” he said, “that 
advertising media may wish to 
be truthful. I only know they 
have not done anything about it 
as a practical matter and we 
have a recession of lack of con- 
fidence to prove it.” 

Lehman suggests that newspaper 


editors and television and radio 


people must join in a crusade for 
truth in their media before it is 


too late. 


Lehman says that advertising 
copy that creates dissension among 
competitors is a commercial asset 
to the medium since, when a com- 
petitor has lied in his copy, the 
other competitors must use the 


|same medium to answer or refute 
these claims. 


o * . 


Outside View 
ast may be how it looks from 


the outside, but I think it is a 


far different story from the inside. 


Publications and other media 


take more seriously than most the 
need to guard freedom of indivi- 
dual thought and expression. 


It is true that we must guard 

t deceptive advertising, 

yet it is also true that we must 

guard against a group’s desire to 
enforce conformity. 

Publications too often find that 

which some dealers 
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At Iowa Convention ... 


NADA Notice Urges 


Check on Truth in Ads 


WASHINGTON. — NADA is 
mailing to its members and state 
association managers a reminder 
i, its campaign against false and 
misleading advertising. 

The notice says: “Check your 
advertising copy. Is it the truth? 
Is it misleading? Will it build 
good will?” The reminder was 
the idea of the NADA advertis- 
ing ethics committee, headed by 
Walter B. Cooper. 





By Fred Lazell 

Staff Correspondent 
DES MOINES.—Elson G. Sims, 
Vincennes (Ind). Ford dealer who 
has been dubbed the “apostle of 
profit,” delivered a blistering attack 











| Pennsylvania's Executive Board— 


Members of the Pennsylvania Automotive Assn.'s executive board, elected at the 
group's 38th annual meeting, are, seated, from left, B. Wayne Beglin, Rochester 
(Pa.), vice-president; Robert N. Romesburg, Uniontown, retiring president; Dave G. 
| Reese, Drexel Hill, president, and Claude S. Klugh, Harrisburg, general manager. 
Standing: W. J. Daub, Easton, vice-president; Forest E. Bowles, York, secretary; J. A. 
| Moore, Scranton, and John B. White, Philadelphia, vice-presidents, and A. W. Golden, 
Reading, treasurer. c A. Dailey, Erie, another vice-president, js not pictured. 


Prepare for Better Days, 
Pa. Convention Advised 


ATLANTIC CITY.—Despite the 
business slump, a bright outlook) 
for the future of the automotive 
| industry was taken by speakers and 
dealers attending last week’s 38th 
annual convention of the Pennsyl- 
|vania Automotive Assn. here. 


Top industry officials appear- 
ing on the program at a “Factory 
Day” session expressed optimism 
on the industry’s economic future 
and welfare. 

Each of the officials agreed that, 
while “present conditions in the 
automobile market are something 
less than satisfactory,” there will 
soon be a change for the better 
and urged dealers to be prepared 
to meet the needs of the future. 

Representing manufacturers 
were: 

Patrick J. Crowley, director of 
dealer relations, General Motors 
Corp.; C. L. Jacobson, vice- 
president, Chrysler Motors Corp.; 
Roy Abernethy, vice-president, 
American Motors Corp.; Duane D. 
Freese, director of the dealer 
policy board, Ford Motor Co., and 
S. A. Skillman, vice-president, 
Studebaker-Packard Corp. 

The convention itself was con- 
sidered an outstanding success by 
Claude S. Klugh, general man- 
ager, and E. W. Parkinson, as- 
sistant manager of PAA, in view 
of attendance and interest shown 
in the business sessions. 

Attendance exceeded expecta- 
tions, reaching a total registration 
of 763 dealers, their wives and 
guests. 

Dave G. Reese, Drexel Hill, op- 
erator of Dave Reese, Inc, (Olds- 
mobile), was unanimously elected 
president of PAA for the coming 
year, succeeding Robert N. Romes- 
burg, Uniontown, Romesburg 
Motors (Dodge). 

Elected as vice-presidents were: 

B. Wayne Beglin, Rochester, 
Beglin Motor Sales, Inc. (Ford); 
John B. White, Philadelphia, John 
B. White, Inc. (Ford); C. A. Dailey, 
Erie, Dailey’s Chevrolet, Inc.; J. A. 
Moore, Scranton, Moore Ford Co., 


Daub, Inc. (Chrysler). 

Forest E. Bowles, York, Forest 
Buick Co., was elected secretary 
and A. W. Golden, Reading, A. W. 
Golden, Inc. (Pontiac-Cadillac), 
was reelected as treasurer. 


|}also elected to serve three-year 
terms on the board. 

Others elected as directors for 
three years included: 

E. P. Blough, Johnstown, Cam- 
bria Motors, Inc. (Buick); R. W. 
Marburger, Norristown, Myers Mo- 
tor Co. (Dodge); John P. Mooney, 
McKeesport, J. P. Mooney Co. 
(Edsel); Paul Ruch, Clearfield, 
City Auto Sales (Dodge); Raymond 
Sheeler, Downington, Ray G. 
Sheeler Co. (Chevrolet), and Earl 
Stoyer, Schuylkill Haven, Earl 
Stoyer Co. (Cadillac-Oldsmobile). 

Aldo Franconi, Kingstown, Fran- 
coni Auto Parts; J. Fred Bauman, 
Wilkinsburg, Bauman Pontiac, and 
William A. Winterhalter, Wilkins- 
burg Ford dealer, were elected 





(Continued on Page 8, Col. 1) 















































(Dodge)... 


Buffalo Dealers to Dine 


BUFFALO. — The Buffalo Auto- 
mobile Dealers Assn. will hold its 
annual banquet in Hotel Statler 
Hilton May 22. The committee is 
headed by Ed Tunmore, past pres- 
ident of the association. 


and W. J. Daub, Easton, Brown- | 


Beglin, White and Daub were) 





On the House... 


Since the auto industry thrives on optimism, here 
are some recent plus items in the nation’s econ- 
omy: New and used-car sales continue to show 
improvement; the national income was up in April 
for the first time since last August; new home 
starts are rising rapidly; farm equipment sales are 
showing gains for the first time in several years; 
new-model cleanup is heading toward an orderly 
solution and 1959 cars will be introduced the 
earliest in years, which should mean a good fourth 
quarter this year. . 
in the auto business, and it looks like the latest 
famine is about over... 


Minnesota is checking for dealer violations of state’s finance law, 
under which holders of registered auto contracts must be licensed 
. . . Gervis 8. Brady is the new executive manager of the Stark 

‘ounty dealers association in Canton, O. . . . Northern California 
association has named the following directors to fill vacancies: 
George Gilbert (Olds), Herman Theroff (Pontiac), and John Drew 


Society Note: Milton W. Feld, Chevrolet dealer in Kansas City, last 
week married Mrs. Selma Green, widow of Howard J. Green who 
owned the Union Chevrolet Co., now operated by a son, Jerry ... 
Dealers are being urged by NADA to ask their congressmen and sen- 
ators to eliminate auto excise tax .. . Don’t be surprised if a new 
Pontiac paces this year’s: 500-Mile Race at Indianapolis. 










Price-Disclosure Bill 
Is Attacked by Sims 


on the Monroney-Thurmond price- 
disclosure bill at last week’s con- 
vention of the Iowa Automobile 
Dealers Assn. 

His views differed violently with 
those of NADA President Dean 
Chaffin, who also addressed the 
convention. 

Chaffin said NADA is supporting 
the bill because the association be- 
lieves it “is in the public interest, 
will take a lot of the confusion out 
of the selling of automobiles and 
will help to retard bootlegging.” 

He admitted that “perhaps some 
dealers will not like every feature 
of the bill, particularly the pro- 
vision for carrying the manufac- 
turer’s suggested retail price on 
the windshield of a new car, but 
the measure is being amended in 
some particulars and is, I believe, 
generally satisfactory.” 

Sims wasn’t having any. He said 
he was in sympathy “with what I 
think is the real intent of this 
bill,” but he contended that the 
prescribed cure would kill the 
patient. 

“I believe,” he said, “that 30 to 
40 percent of the dealers would 
fail the first year of operation 
under this bill, and we are already 
losing dealers by the hundreds 
without Government aid.” 

Charging that the bill would put 
the dealer at the mercy of the 
manufacturer as to gross profit, 
Sims offered these specific objec- 
tions to the measure: 

1. “It would immediately cut our 
gross profit from 25 percent to 18 
or 19 percent if we used our present 
costs and recommended manufac- 
turers’ prices.” (He did not elab- 
orate on this point.) 

2. “It would put price control on 
the dealer and not on the manu- 
facturer.” 

3. “It would leave the manufac- 
turer free to cut the dealer margin 
anytime he saw fit” by hiking the 
wholesale price but not the retail 
figure. 

4. “It would set a maximum gross 
profit margin for dealers which 
would be controlled by the manu- 
facturer and enforced by Federal 
law.” 

Sims told the convention: “You 
can’t sell automobiles for 18 to 
19 percent gross profit unless you 
eliminate overallowances and 

(Continued on Page 65, Col. 2) 


Greenwald Heads 


Akron Association 


AKRON.—Burton Greenwald, of 
Greenwald Plymouth, has been 
named president of the Akron 
Automobile Dealers Assn. He form- 
erly was vice-president of the 
association. 

Greenwald is filling the unexpired 
term of Paul Martin, formerly of 
City Chevrolet, Inc., who resigned 
when he took over a Chevrolet 
dealership in Warren, O. 














. It’s either feast or famine 


—Perre Wemuorr, Editor, 
Automotive News 
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Hit Low for Year... 





U.C. Stocks Depleted 
By Sales Upsurge 


(Continued from Page 1) 


his used-cars are selling well and 
that profits are “good” on units 
purchased at current prices. 

+ * + 

OWBVER, he added, many 

dealers in his area have large 
inventories of used cars purchased 
last fall in the 1957-model cleanup. 
For that matter, he said, some 
dealers still have new ’57 units in 
stock. 

A California dealer said his 
used-car sales have jumped 40 
percent over recent months. 

A Corn Belt operator said his 
used cars were “selling very good” 
with “some profit.” By way of ex- 
planation, he noted that he was 


operating in the red on new cars. 
* > * 


HE wholesale used-car market 

has also continued at a vigorous 
level, with average prices only $24 
less than they averaged in Febru- 
ary. 

One of the East’s largest whole- 
salers said last week, “The up- 
ward surge of the used-car 
market points to retailers’ reports 
of the car-buying public getting 
a hold of a little more spending 
money—thus, increasing sales.” 

Other auction operators said that 
despite rainy weather, the whole- 
sale market held strong. One auction 
set an alltime sales record during 
an allday downpour. 


All auctions reported high de- 


Du Pont Proposes 
To Give Up Right 
To Vote GM Stock 


CHICAGO.—E. I. du Pont de 
Nemours & Co. last week filed in 
Federal Court a plan which would 
vest the voting power of its General 
Motors stock with the 185,000 du 
Pont shareholders on a pro-rata 
basis. 


Du Pont would retain ownership 
of the stock and the right to re- 
ceive dividends. The dividends 
would be passed on to du Pont 
shareholders, as is the case now, 
in the form of dividend declara- 
tions by du Pont. 


Du Pont owns 63 million shares 
(about 23 percent) of GM common. 
The U. S. Supreme Court ruled last 
June that this holding is in viola- 
tion of the antitrust laws. 

Last October, the Government | 
submitted a divestiture plan, and) 
du Pont was permitted to delay its 
answer until the Internal Revenue 
Service ruled on its tax aspects. 
Earlier this month, IRS decided 
that each share distributed by du 
Pont under the Government plan 
would be taxed as ordinary income, 
with rates ranging from 20 to 91 
percent. 

Du Pont feels this would lead to 
forced selling of GM shares and 
“disastrous economic consequences.” 

A second part of the du Pont 
plan would bar the company from 
acquiring any additional GM shares 
and would prohibit the companies 
from having common officers, di- 
rectors or employes without court 
approval. What would remain in 
du Pont, the company said, is “an 
investment, pure and simple.” 


First Auto Show 
Held in Lakeland 


LAKELAND, Fla—More than 
15,000 attended the first annual 
auto show staged Apr. 25-27 by the 
Lakeland Automobile Dealers Assn., 
according to George J. Husek, 
secretary-treasurer. 

More than 30 makes of foreign 
and domestic cars were displayed 
at the Southgate Shopping Center 
in South Lakeland. 

Hausek said members of the as- 
sociation paid their employes in 
silver dollars during the week to 
stress the importance of the auto 
industry in Lakeland. 


mand, even for units less than top- 


grade. 
= * > 


i. stocks, by diving to 
the 36.4-day level as this month 
opened, were 11.9 percent below the 
month-earlier count. The Apr. 1 
supply, in turn, was reported down 
16.4 percent from the previous 
month, when used-car stocks had 
stood at a four-year high. 

Although the May 1 count rep- 
resents the lowpoint for 1958, 
stocks are still above levels re- 
ported last fall, 

Dealers’ current reports on stocks 
ranged from 12 to 90 days’ supply. 
A month earlier, the range was five 
to 90 days. 

However. dealers reporting stocks 
good for 15 days or less of selling 
represented 21.4 percent of all deal- 
ers reporting. A month ago, only 
16.7 percent of reporting dealers 
were in this category. 

A total of 35.7 percent said stocks 
ranged from 16 to 30 days, whereas 
a month ago, 41.7 percent were in 
this range. 


> . > 
ESPITE the reduction in aver- 
age stocks during the month, 
there were more dealers (42.9 per- 
cent) this month with inventories 
over the theoretical 30-day limit 
than there were in the preceding 

month (41.6 percent). 
The overall average was down, 
despite this, because there were 
fewer dealers on May 1 with ex- 
traordinarily large inventories — 
that is, in the 60-to-90-day range. 
A year ago, only 15.8 percent had 
stocks good for 15 days or less of 
selling; 21.1 percent had inventories 
ranging from 16 to 30 days, and 
63.1 percent were over the 30-day 

level. 





Hoak Posts Prices— 


Hoak Oldsmobile Co., Sioux City, Ic., 
didn't wait for Congress to act on the 
price-disclosure bill. The company has 
placed in its main display window a 
chart which lists new-cor and equipment 
prices. All figures include Federal tax, 
freight and dealer handling charges. 


Banks Note Drop 
In Delinquencies 


On Auto Loans 


NEW YORK.—Delinquencies on 
indirect auto loans, those obtained 
through dealers, declined at the 
nation’s banks during March, ac- 
cording to the American Bankers 
Assn. 

The delinquency rate on auto 
loans obtained directly from banks 
and on all other major types of 
bank loans to consumers increased 
during the month. 

Of all indirect loans, 1.455 per- 
cent were delinquent on March 31, 
down from the 1.543 percent on 
Feb. 28 but above the 1.208 percent 
on March 31, 1957. 

The delinquency figure for direct 
loans on March 31 was .753 per- 
cent, above the .733 percent a 
month earlier and the .607 percent 
a year earlier. 

The delinquency rate on personal, 
home appliances, FHA Title I and 
home improvement loans from 
banks increased during March. All 
were higher than either of the auto 
loan figures with the exceptiaon of 
the personal loan rate. 
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First Taunus Cars Arrive in New York— 


This German-made Taunus 17-M sedan, port of the first shipment to reach the 
United States, is unloaded in New York from the Swedish motorship Fioria. Two 
workmen guide the car as Howard O. Lund, left, imported-car sales manager for 
M-E-L division, and Victor von Hoerschelmann, economic adviser to the German 
consulate in New York, watch the unloading. Fifty cars made up the first shipment. 
They are destined for dealerships to be opened in metropolitan New York later 


this month. 


Most Dealers Welcome 
Price-Sticker Idea 


(Continued from Page 1) 


given the Iowa dealer conven- | 


tion last week by Elson G. Sims, 
Ford dealer in Vincennes, Ind. 

Declaring that the bill would 
freeze dealer gross profits at 18 
or 19 percent if present costs and 
suggested prices were used, Sims 
said this would leave factories 
free to cut dealer margins anytime 
they wished. 

o > 


- 

EALERS can’t sell automo- 
biles for 18 or 19 percent gross 
profit unless you eliminate over- 
allowances and discounts entirely,” 
Sims asserted, “and I don’t think 
you will be able to do that over- 
night, because for over a quarter 
of a century it has been a trade 

practice in the business.” 
He forecast that the effects of 
the bill on prices and dealer profits 
would bankrupt 30 to 40 percent 


of new-car dealers the first year of | 


operation. 


The price-sticker bill, co- 
sponsored by Senator J. Storm 
Thurmond, has been approved by 
the Senate Interstate and For- 
eign Commerce Committee. 

A Ford dealer in Ohio approved 
the idea of stickers “now” but said 
they “probably would hurt in a 
normal market.” 

An Illinois Chevrolet dealer said 


the price tags would have no effect | 


on his business. He opposed a now- 
deleted provision requiring the date 
of manufacture to be shown on the 
stickers. 


SOMEWHAT 


surprisingly, most 


restrictions on dealer indepen- 
dence is what the car market 

needs is open to question,” the 
News continued. 


“What the market doesn’t need 
beyond any question is gratuitious 
government regulation.” 


The Pittsburgh Sun-Telegraph 
said the proposal for stickers was 
designed to prevent confusion and 
misunderstanding in auto advertis- 
ing. It added that the Better Busi- 
ness Bureau had praised Pitts- 
burgh as a fair dealing twon. 


N 850-WORD editorial in the 

Wall Street Journal denounced 
the sticker bill as “intervention 
that could lead to price-fixing.” 

“If the dealers tried to stick to 
the list price, refusing to undercut 
it, a new element of rigidity would 
be introduced. To the extent that 
price competition would be im- 
paired, the consumer would be 
hurt,” the Journal declared. 

“And trying to enforce this 
sort of thing—making sure the 
list prices were correctly posted, 
ferreting out evaders and trying 
them and throwing them in the 
clink—would take a good deal of 
| policing and red tape. 

“That would mean both a new 
Federal intrusion into private mat- 
ters and added costs to support 
|the added Federal and corporate 
| bureaucracy; the customer would 


a, 


Sales Climbing, 


Factories Report 


S-P Notes 26% Rise 
In Last Third of April 


DETROIT.—Auto manufacturey 
last week reported continued sale 
improvement throughout the coup. 
try. Their reports follow: 


Studebaker-Packard 


Sydney A. Skillman, general sale 
manager, said Studebaker-Packar 
sales in the third 10-day period ¢ 
April increased 26 percent over th: 
preceding 10-day period. Truck 
sales were up 22 percent, he added 

Skillman said sales of Mercedes. 
Benz. cars in April continued the 
“steady rise they have been achiey. 
ing since last September.” 


Chevrolet 


Chevrolet’s Impala hardtop and 
convertible accounted for 16 per 
cent of the division’s passenger-car 
sales in the first quarter of 195% 
according to Edward N. Cole, gen- 
eral manager. 

Cole added that convertibles (4.2) 
percent), Corvettes and four-door 
station wagons totalled more than 
18 percent of sales volume during 
the quarter, compared with 15 per- 
cent last year. 

When the Impala hardtop is 
added, the luxury lines made » 
nearly one-third of Chevrolet's 
business, Cole said. He said Cor 
vette sales are up 40 percent and 
are running at the rate of 10,00 
a@ year. 

Cole noted that the lowest-priced 
Delray series accounted for 12 per- 
cent of Chevrolet sales. The Bis 
cayne and the “lower end” of the 
Bel Air series divided the largest 
share of the division’s volume. 


Snap-On Tools 
Accused by FTC 


WASHINGTON.—The Federal! 
Trade Commission has accused 
Snap-On Tools Corp. Kenosha 
Wis., of illegally restraining trade 
and depriving the public of the 
advantages of price competition. 

The company was charged with 
entering into and enforcing unlaw- 
ful agreements with 800 independ- 
ent dealers who resell the products 
to auto mechanics and other users. 

The FTC said each dealer must 
agree to sell only within his allot- 
ted territory and at the retail price 
set by Snap-On. The agreement 
may be terminated by the company 
at any time, the FTC added, and 
the dealer is forbidden to engage 
in similar business within the same 
state for a year after the termina- 
tion. 

The complaint also alleges that 
Snap-On sells directly to some cus 
tomers forbidden to the dealers, 
despite the fact that they are users 
and not resellers. The company 


be lucky if he did not find himself| agrees with each dealer not to sell 


of the dealers polled offered no| paying these costs in higher taxes|to any other dealer in his allotted 


objection to itemization of excise 
tax amounts on the stickers. The 
bill approved for a Senate floor 
vote requires no excise-tax listing. 

Chrysler Corp. witnesses before 
the Monroney subcommittee which 
drafted the measure voiced fear 
that itemizing the excise tax would 
reveal the amount of dealer mark- 
ups and interfere with bargaining 
on new cars. 

A Montana Dodge dealer who 
agreed with this thinking de- 
clared that an excise-tax itemiz- 
ation would make dealing worse 
because it would give prospects a 
formula for finding out cost. 

An eastern Oldsmobile dealer 
favored disclosure of the excise 
tax, saying this might intensify 
pressure to reduce or eliminate 

the levy. 

* = > 
ADvOCATES of price stickers 
called the idea a “good deal,” 
“desirable” and “necessary regard- 
less of the hardship on the dealers.” 

Dealer reaction to the Monroney 
bill was shared by few newspapers 
which editorially took a position 
on the measure. Most press op- 
ponents criticized the idea of a 
new regulation by the Federal gov- 
ernment. 

The bill, said the Detroit News, 
is “as superfluous as it is offensive 
to the principles of economic free- 
dom.” 

“Whether further rigidity in 
automobile prices and further 


|or higher prices or both.” 





Simeons to Handle Imports— 


territory, FTC said. 


The Simeons, father-son dealer team in Columbus, O., have given up their Edsel 
franchise, Simeon Edsel Co., in favor of the Ohio distributorship for the German- 
made Goliath. After signing an agreement with Goliath Imports U. S. A., above, 
George D. Simeon, seated, president, Columbus Buick Co., said his firm will acd the 
Goliath to the Buick and Opel line it now handles. The Simeons are now in the pro 
cess of recruiting dealers throughout the state. From left are George R. Simeom 
Martin J. Costello, Goliath Imports district manager; Gail R. Peterson, eastern sales 
representative; Robert H. Peterson, Goliath Imports president, and K. F. Koenig. 











you don't have 


to explain Associates financing 


The Associates Pleasant Purchase Program is designed to help you sell more cars through 
automobile financing—in the simplest, most direct way possible. A financing plan is 
of little use to you if it’s not easily saleable . . . if it confuses instead of convinces. 
Associates Pleasant Purchase Program provides you with a complete financing and 
insurance plan ... one that is easy to explain ...can be handled entirely in your own place 
of business yet is flexible enough to fit each car buyer’s requirements. Find out how 
you can close more deals through the Associates Pleasant Purchase Program 


by reviewing this most complete service with your local Associates representative. 


SOUTH BEND, INDIANA 


ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 








6 
Indust 








Leaders Offer Solutions .. . 





AUTOMOTIVE NEWS, MAY 19, 1958 


Joint Parley Sifts Dealer Problems 


By Martin Trepp 
Staff Correspondent 

VICTORIA, B. C.—United States 
and Canadian automobile dealers, 
joined together here for their first 
international convention, commis- 
erated with one another over cur- 
rent industry woes and listened 
attentively to suggestions for 
weathering the present economic 
storm. 

The occasion was a joint con- 
vention of the Washington State 
Auto Dealers Assn. and the Mo- 
tor Dealers Assn. of British 
Columbia, with a registration of 
nearly 500 persons. 

On the speakers’ panel were the 
presidents of both the U. S. and 
Canadian new-car dealer associa- 
tions—Dean Chaffin of NADA and 
Clarke Simpkins of the Federation 
of Automobile Dealers Assns. of 

Canada. Benson Ford, dealer policy 
chairman of Ford Motor Co., also 
spoke. 

Both associations elected new 
officers. Robert Dunn, Pontiac 
dealer of Seattle, was elected 
WSADA president, succeeding Rex 
Garrison (Buick), Vancouver, 
Wash. Other WSADA officers 
named were: Don Miller (Chevro- 
let), Wenatchee, first vice-president; 
Jalmer Halls (Ford), Kirkland, sec- 
ond vice-president; James Elam 
(Ford), Yakima, third vice-presi- 
dent; Warren Simmons (Chevro- 
let), Olympia, secretary-treasurer, 
and Clayton Kauffman (Buick), 
Spokane, executive committee 
member. 

British Columbia dealers elected 
George Black, Mercury-Lincoln- 
Meteor dealer, Vancouver, B. C., 
as president. He succeeds H. W. 
Gladwell, Victoria. Other officers 
named were: Harry Harrison, Nel- 
son, first vice-president; and Stew- 
art Wilson, Kamloops, second vice- 
president. Directors chosen were: 









Tom Branson, Chilliwack; Gordon 
Smith, Kamloops; Ron Prosser 
Kelowna; Fred Kay, Penticton; 
Joe Watkin, Vernon; Jack Mar- 
shall, New Westminster, and Evan 
Wolf, Vancouver. 

Seven members of the Alberta 
Automobile Dealers Assn. attended 
the Victoria convention, headed by 
their president, Fred T. King, 
Lethbridge. 

The convention audience gave 


Dealer Tieins 
Due in Feature 


On New England 


BOSTON.—New England auto 
dealer groups are planning tieins 
with the first of Life magazine’s 
series of U. S. tours, which start in 
the May 26 issue. 

“A Tour of New England—What 
to See Where” consists of 18 pages 
in color, plus a map outlining a 
2,400-mile circular tour of the six 
states. Historic spots, restaurants 
and summer activities are listed, 
along with cost breakdowns for the 
suggested 12-day auto trip. 

Auto-Buy weeks will be staged 
in three New England states im- 
mediately following the Life arti- 
cle, while dealers in all the states 
plan to feature “It’s Fun to Own 
and Drive and New Car” cam- 
paigns. 

Life Photographer Dmitri Kessel 
took 5,000 color negatives of New 
England scenes, which were re- 
duced to 2,500 before submission 
to Life editors. The editors weeded 
the number down to 100 pictures, 
from whence only 17 were chosen 
for the final story. 

Similar articles on other areas 
of the U. S. will appear in the next 
nine months, Life announced. 








Crowley Praises Dealers 
For Drive to Win Good Will 


BOSTON:—The director of the 
General Motors Dealer Relations 
Section praised the nation’s auto- 





dealers; in the unending effort to 
raise the standards of existing 
| dealers, in the market reappraisal 


mobile dealers last week for their | | program emphasing the quality 


“determined and concerted” effort | 
to further strengthen their reputa- 
tion with the public. 

The importance of a good repu- 
tation was em by Pat- 
rick J. Crowley in a talk before 
the Massachusetts State Auto- 
mobile Dealers Assn. 

“Reputation is a bit like insur- 
ance,” he said. “It costs something 


to acquire. But it gives you peace| 


of mind when things are going well 
and pays off in a big way when 


the hazards of the competitive) 


struggle make the going tough.” 
Crowley said that “trick and 
gimmick advertising and sales pro- 
motional methods not only have 
failed in their effectiveness with 
the public, as 


practitioners of such methods are 
falling by the wayside. 

“Not in the past four years has 
there been in evidence such a 
determined and concerted dealer 
effort to take the confusion out of 
pricing and sales promotion, such 
an effort to build up dealer reputa- 
tion.” 


communities.” Publicity about the 
“few unethical dealers” tends to 
give dealers generally a bad 
name, he said. 

Crowley recalled that in an- 
nouncing new GM selling agree- 
ments and dealer relations policies 
on March 2, 1956, GM President 
Harlow H. Curtice said: 

“I would like to say, with all the 
emphasis I can muster, that I am 
dedicated to elevating the retail 
business to the high level of respect- 
ability which it can and should 
enjoy. This is just as much an ob- 
jective with me as making certain 
that you have the finest products to 
sell.” 

“This pledge is being kept,” 
Crowley said, “It is being kept in 
GM’s quality dealer program for 
dealers; in the appointment of new 


time has demon-| 
strated, but, equally important, the) 











rather than the number of dealers.” 

He also stressed the importance 
of careful planning, creative sell- 
ing, and enthusiasm in today’s 
automobile market. 






particular attention to a panel ses- 
sion titled “Business Management 
and Profit.” Delmo L. Johnson, 
Dallas Chevrolet dealer and past 
president of the Texas Auto Dealer 
Assn., was moderator. Panel mem- 
bers were: Gene Fiedler, Chevro- 
let dealer of Seattle; W. Harold 
McCollum, Ford dealer of Dish- 
man, Wash.; William Anderson, 
chartered accountant of Vancouver, 
B. C., and Howard B. Moore, ex- 
cutive vice-president of the 
FADAC. 

Johnson led off with a denun- 
ciation of “old-fogey dealers” 
who he described as having sur- 
rounded themselves with “gin- 
gerbread” in the form of unnec- 
essary personnel and frills in 
operating methods and facilities. 
These things, he declared, are 
sapping dealership profits. To 
stay alive in today’s declining 
market, he said, dealers must 
“adjust their gross habits to their 
net profits.” 

Johnson said: “Profits come from 
wise management of money, men 


and sales.” This, he continued, re-| 


quires continuous analysis of the 
entire dealership operation. 

He stated that a dealership is 
comprised of five separate “stores” 
—new-car sales, used-car sales, 
service, parts, and bank or finance 
—and that each should be worked 
separately. He cautioned: “Don’t 
dissipate the profits of one store 
to cover up the losses of others.” 

On the subject of employe com- 
pensation, Johnson advocated that 
remuneration to management and 
selling employes be based on prof- 
its—a percentage of the gross 
profit to car salesmen on each deal, 
and a cut in the net profits to de- 
partment heads. In the case of the 
latter, he said, they'll be more 
anxious to eliminate unnecessary 
expenses and less likely to grant 
unwarranted discounts. 

Johnson discussed the advisabil- 
ity of knowing the “ultimate cost 
price” of each car sold and of add- 
ing that “ultimate cost price” (as 
derived from financial statements) 
to the factory invoice cost of each 
car. 

Johnson emphasized: “When- 
ever we dealers make deals in- 
discriminately without knowing 
that each deal will support itself 
as a profitable deal, we are 
falsely assuming that a deal with 
a little gross is better than none 
. « « Nothing could be further 
from the truth!” 

He attacked the “theory of aver- 

(Continued on Page 65, Col. 1) 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 


1958, by Automotive News) 


Aptco Auto Auction. Sale every Wednesday. 


May 14 
Aptco Auto Auction. Sale every Wed- 
nesday. 

BUICK—'57 Special 2-dr. Hardtop, $1,- 
815°, $1,700. 

"56 Century club coupe, 

Special 4-dr.. $1,180*, 

$585 ; 


$1,280°; 
$1,155°. 
club coupe, 


"54 Special 2-dr., 
$535. 


CHEVROLET—'58 Bel-Air (8) sport 
coupe, $2,350°; 4-dr.. $§2,100*; 
Biscayne 2-dr., $1,820°*. 

"57 Bel-Air station wagon, $1,850°*; 
conv., $1,790*; club coupe, $1,690*, 
$1,585; 4-dr., $1,720° (ps); 4-dr., 
Hardtop, $1,700*; Two-ten station 
wagon, $1,785° (ps), $1,605°; 4- 
dr., $1,315°; 2-dr., $1,235. 

"56 Bel-Air 4-dr., $1,265°; 4-dr. 
Hardtop, $1,250°, $1,230°; club 
coupe, $1,215; sport coupe, $1,100; 
2-dr., $1,050. 

"55 Bel-Air 2-dr., $1,000*; club coupe, 
$1,000° ; Two-ten 2-dr., $690. 

54 Two-ten 4-dr., $675°; 2-dr., $565. 

"53 Bel-Air club coupe, $500; Deluxe 
4-dr., $450°. 

CHRYSLER—’55 NY Deluxe club 
coupe, $1,025* (ps); Windsor de- 
luxe 2-dr., $1,000* (ps). 


‘56 Firedome 4-dr. sedan, 
$1,170°. 
DODGE—'57 Royal 4-dr. 

900°; Coronet 4-dr., 
$1,590°; 
$2,000°. 

"54 Coronet station wagon, 
Royal (8) club coupe, $460*. 

"53 Coronet club coupe, $320*; 
$285°. 

FORD—’'58 Fairlane 500 2-dr., 
4-dr., $2,220* (ps); 
$1,675. 

*S7 Fairlane 500 conv., $1,790*; 
conv. coupe, $1,815* (ps); 2-dr., 
$1,780* (ps), $1,680°, $1,550°; 2-dr. 
Hardtop, $1,660°; 2-dr. Victoria, 
$1,775*; Custom (300) 4-dr., $1,- 


Hardtop, $1,- 
$1,750* (ps), 
$1,395; 4-dr. Sierra, 
$570; 
2-dr., 


$2,260° ; 
Custom 2-dr., 


2-dr., 


*Indicates automatic transmission or overdrive and (ps), 


450°, $1,400°; 
$1,540". 
‘56 Fairlane 2-dr., 


2-dr. Ranch Wagon, 


$1,160°, $1,100°; 
conv., $1,085*; Country Station 
Wagon, $1,145°; Custom 4-dr., 
$880°; Main (8) 2-dr., $755, $745. 

"55 $1, ‘050°; ' 2-dr., 
$980°, $905, 


toria, 

Country Station 

Custom 2-dr., $795; 4-dr. 
‘54 Country Station Wagon, 
Main 4-dr., $145. 

"53 Main 2-dr., $300. 

"52 Custom 4-dr., $270. 
HUDSON—'54 Super Wasp 4-dr., $315. 
MERCURY—'57 Monterey coupe, $1,- 

845°. 

’56 Monterey Phaeton, $1,275*. 

’55 Monterey station wagon, $1,120*. 

(98) club coupe, 


"56 (88) 2-dr. Hardtop, $1,600° (ps); 
2-dr., $1,240°; (98) 4-dr., $1,600° 
(ps). 

"53 (88) 4-dr.. $435°. 

PLYMOUTH—’'57 Fury, $1,875*; Belve- 
dere 4-dr., $1,715*° (ps); Savoy (6) 
4-dr., $1,285*, $1,210; Plaza 4-dr., 


club sedan, $660°; 2-dr., 


"55 Belvedere conv., $1,005*; 2-dr. 
Hardtop, $800*; Savoy 4-dr., $715°*. 
"54 Belvedere club coupe, $400°, 

"53 Cranbrook 4-dr., $235, 

PONTIAC—'57 Chieftain 2-dr Hard- 
top, $1,715°. 

‘55 Star Chief 4-dr., $800*; 
tain 4-dr., $705*. 

‘54 Star Chief conv., $675* (ps); 
4-dr., $400° (ps); 2-dr., $320*; 
Chieftain 2-dr. $360°, 

53. Chieftain club coupe, '$355°; 
Chieftain 2-dr., $215. 

’52 club coupe, $210°. 
RAMBLER—'56 4-dr., $1,050. 
MISCELLANEOUS — '58 Volkswagen 
‘55 Ford F-100 stake, $690. 


bus, $2,010. 
power steering. 


$930": ; 
$725°. 
$680; 


Chief- 


Other Auctions Are on Pages 48, 50, 51, 52, 60, 61. 



























































operations; Roy D. Chapin jr., 


meyer, Indianapolis, reelected board chairman. 
the lower left corner, are, C. R. Walker, Los Angeles; C. D. Shepard, Oklahoma Cj 
Flint, vice-chairman; Harry Williams, Denver; 


L. P. Marshall, 


Tex.; A. W. Schwoerer, Zanesville, O.; W. A. Stutzel, 
Rochester, N. Y.; H. A. Dumais, Woonsocket, R 
Carl DiSalvo, Maplewood, Mo.; Gil Ashcom, Berkeley, 
Portland, Ore.; D. Ll. Mierley, Altoona, Pa.; 
Bernard Palley, Ozone Park, N. Y.; 
L. P. Hartung, Milwaukee, recording secretary, and J. H. King, Nashville, Teall 


Eyles, Arlington, 
Cc. W. Wentworth 
Oaklyn, N. J.; 
Minn.; 


Idaho Dealers U. rged: 


Va.; 
sT., 


‘Cut Costs, Sell Harder’ 


LEWISTON, Id—Cost cutting | dealers who do credit to the prod 


and better salesmanship were ad- 


vocated by industry spokesmen at | 
the annual convention of the Idaho | 


Automobile Dealers Assn. here May 
11-13. 

To weather the recession and 
put profit back into auto sales, 
the 200 delegates and factory 
representatives were told that 
deadwood and nonessential ex- 
penses must be eliminated. 
Codes of ethics in advertising and 

business operations are needed to 
regain the respect and trust en- 
joyed before the era of “cannibal- 
ism within the industry,” said one 
of two Walter Coopers who spoke 
during the three-day meeting. 

“If manufacturers would freeze 

the changing models, it would 
mean a reduction in cost of up to 
$200 a unit,” said Walter B. 


Cooper, Fort Collins, Colo., former | 


NADA secretary and now a direc- 
tor. 


Cooper called on dealers to stop 
shaving profit margins and to 
help end the “unethical, mislead- 
ing or occasionally dishonest ad- 
vertising that we see sponsored 
by a minority of dealers.” 


He placed some of the blame on 
“our factories’ laxity in their selec- 
tion of dealers.” 


As a result, Cooper declared, “too 
many irresponsible individuals have 
received franchises in the mad rush 
for volume.” 

He and Byron J. Nichols, of De- 
troit, automotive sales. group vice- 
president for Chrysler Corp., said 
a Senate bill to require price tags 
on vehicles is desirable. 

But they disagreed on the future 
of the small car. Cooper feels it 
is a passing fancy. Nichols feels 
it will endure. 


The slump in auto sales 

“leveled out” in March, Nichols 

said, and an upturn is expected 
in the fall. The industry is watch- 

ing the small-car situation 
closely, he continued, because “we 
can think of things that have 
happened to those who have gone 
into small cars in the past.” He 
cited the Henry J as an example. 

The present small-car sales level 
of some 300,000 a year is not 
enough to justify a changeover by 
American manufacturers, Nichols 
said. 

Excessive overhead can make the 
difference between profit and loss 
so the dealer must control costs, 
Nichols stated. 

“The dealer who best weathers 
the recession, the ups and downs, 
is the one who has the most per- 
sistent sales line, who seems to be 
selling his own organization—the 


AMC Dealer Board Meets in Detroit— 


The dealer-elected American Motors Corp. Dealer Advisory Board held its 
annual meeting and election of officers in Detroit. 
are, C. M. Tillinghast, AMC general parts and service manager; E, W. Bernitt, ¢ 
motive operations vice-president; R. H. Isbrandt, engineering director; Roy Aber 
distribution and marketing vice-president; John W. Raisbeck, vice-president of 
automotive executive vice-president, and W. A. 


| 


‘Houston Dealers 


|year’s volume at 4% million new 


| rolet Co., Kellogg, was elected vice- 











At the head table, from 


Clockwise around the table, 
P. K. Williams, Ausi 
Rockford, lll.; W. G. H 
1.; Don Schulstad, Tampa, Fia.; We 


DeMotte 


Francis Peterson, Detroit 


ucts they are handling,” he said 


The other Walter J. Cooper, 
general sales manager of the 
Ford division, said auto designs 
“for the Big Three have been 
locked up for the next two years,” 
but indicated that in 1960 there 
will be opportunity to consider 
small-car production and evidence 
on which to base a decision. 


Cooper also forecast an upturn 
in sales in the fall, estimating the 
















cars and 750,000 trucks. 


Cooper blamed the sales down- 
turn on the 36-month auto-payment 
plan, which he said does not give 
the buyer an equity in a vehicle 
until two years after purchase, and 
on failure of dealers to “change 
their sales and management habits” 
to meet new conditions. 

The dealers elected Kenneth 
Curtis, Curtis Chevrolet Co., Buhl, 
president to succeed W. Fisher 
Ellsworth, Ellsworth Motors, Idaho 
Falls. Clare Walker, Walker Chev- 


































president and Leon Weeks, Boise, 
was retained as secretary. 










Elect Officers 
And Directors 


HOUSTON.—Griff D. Vance st. 
(Rambler), has been elected pres- 
ident of the Houston Automobile 
Dealers Assn., succeeding Al Parker 
(Buick). 

Other officers are Albert 
Berry Trea vice 
president, and 
Sam Montgomery 
(Oldsmobile), 
secretary - trea* 
urer. Ralph & 
Fowler was 
elected to his 21st 
term as associa- 
tion general coun- 























besides the new 
officers and 
Parker are A. D. 






G. D. Vance 
Schleeter jr. (Studebaker-Packard), 








Frank Gillman (Pontiac), R. M. 
Pearson (Ford), Robert Sorenson 
(Lincoln-Mercury), Paul Prince 
(Buick), Baytown, and Roy Wright 
(Chevrolet), West Columbia. 










Fire at Spencer Pontiac 
RICHWOOD, W. Va. — Fire 
gutted Spencer Pontiac Garage and 
destroyed five automobiles, one 4 
new model. 
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Americas TOP car salesmen 
SELL THIS WAY: 


THEY SAY: 


Ad 


MAL.on SuBUR 


Tel ESecx $0000 


0s SPRINGFIELD AVENUE 


Dear Carl, 


has proven ¥ 


Owner Contac 

1 e lone 
oo of the public 
or customer reaction to this 
enthusiasm on the 


Your 
it will to the level 


program 
We feel that —, 
reflect increased sale 


We carefull 
effectiveness. 


part of salesmen paried 


se of this proere= will 
in all departments 


felt need by elevat 


‘Never forget a customer—he may forget you!” 


BAN MoTors 


IRVINGTON 11, NJ 


is very &® 


loying it. 


y sdminister and supervise this 


directly 


plan for maximum 


Sincerely yours, 
MALLON SUBURBAR MOTORS, THE. 


fe 


PRESIDENT 


JUST A FEW OF 1200 DEALERS USING THIS PLAN: 


Hackett Motor Company, Tuscon, Arizona 
Burlingame Motor Company, Burlingame, California 
Redford Motors Corp. El Monte, California 

A. E. England Pontiac, inc., Hollywood, California 
Leppere Pontiac, inc., Orlando, Florida 
Boomershine Motors, Atlanta, Georgia 

Epstein Motors, Inc., Skokie, lilinois 


EACH DEALER KIT CONTAINS: 

1 dealer and employee Good 
Relations Pledge to customers 
—for framing. 
4 sets of four-color posters (a 
total of 16 for sequence post- 
ing), which dramatically por- 
tray to customers your appre- 
ciation of their patronage. 


) 


A DEALER PLAN AND SALES MEETING GUIDE BOOK 


Davis Auto Company, Fort Wayne, Indiana 

Hedges Pontiac, Inc., Indianapolis, Indiana 
Woodfin-Smith Pontiac Co., Baton Rouge, Louisiane 
Hosmer Motor Sales, Inc., Medford, Massachusetts 
Higgins Pontiac Co., Ferndale, Michigan 

Radtke Pontiac Company, Grand Rapids, Michigan 
Baxley Motor Company, Alamogordo, New Mexico 


EACH SALESMAN'S KIT CONTAINS: 


TI durable Ring 
Binder with A to Z 
indexes and 300 
visible car owner 
Follow-up Recording 
Forms. 


materials and 
and 
and 
and 
and 
and 
and 
and 


Dealership 
Deolership 
Dealership 
Dealership 
Dealership 
Dealership 
Dealership 
Dealership 


materials 
materials 
materials 
materials 
materials 
materials 
materials 


PRICES 


1000 four-color Mailing 
Cards covering 9 differ- 
ent subjects — developed 
to build a friendly rela- 
tionship between your 
customers, you and your 
sclesmen. 


IS FURNISHED WITH COMPLETE OPERATIONAL 


eno UWA WhH = 


Joseph H. Gray, Inc., Freeport, New York 

Hare Pontiac, Inc., Jackson Heights, New York 
A. W. Golden Inc., Reading, Pennsylvania 

Mid City Motors, Beaumont, Texas 

Frank Gillman Pontiac Company, Houston, Texas 
Utter Motor Company, Spokane, Washington 
Waters Motor Company, Madison, Wisconsin 


1 salesmen's Indexed 
Mailing Card File with a 
1-31 day Tickler. 


200 salesmen’s Owner 
Contact Reports (padded) 


INSTRUCTIONS. 


salesman's 
salesmen's 
salesmen's 
salesmen's 


ALL 
Ewes ie 
SHIPPED COMPLETE 
—MAILING CARDS 
IMPRINTED 


kits 
kits 
kits 
salesmen's kits 
salesmen's 

kits 
kits 


salesmen's 
salesmen's 


°° 


kits 
kits 


Dealership materials and salesmen's 
Dealership materials and 10 salesmen's 
Each additional salesman's kit 


a 


29230 GRAND RIVER AVENUE 


THOMAS W. MOSS & ASSOCIATES, INC. 
29230 Grand River Ave., Farmington, Michigan 


DEALER NAME 
ADDRESS 


CITY STATE 
PLEASE PRINT 

Ship us one Dealer Kit plus ( ) Salesman Kits. 

Our check is enclosed for total sum of $___ 7 


a 
FARMINGTON, MICHIGAN (*add state sales tax if required) 


) ; my, . : 
Telephone: GReenleaf 44-8940 Title and Signature 


NOTE: To assure correct imprint enclose your letter head. 
All orders shipped via Express. Imprinted orders not returnable. 


“THE MOST IMPORTANT MAN TO YOU IS A SATISFIED CUSTOMER" 
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At Pennsylvania Convention .. . 





Bright Outlook Dominates Talks 


(Continued from Page 3) 
directors-at-large for one-year 
terms. 


Crowley told delegates that 
some 16 million potential auto- 
mobile customers await aggres- 
sive dealers who are willing to 
practice “creative selling” this 
year. 

Jacobson told the group that 
“because our industry is of such 
central importance to the nation’s 
economy, it’s perhaps understand- 
able why we should be made the 
fall guy,” but added that while 
“we're flattered that people recog- 
nize our importance ... we're a 
victim of the recession, not the 
cause of it.” 


Criticism that today’s automobile 
prices are out of line and that the 
industry is putting its products out 
of reach of the average buyer 
were answered by Jacobson with 
the following comment: 

“While the price of Plymouth 
has increased 59 percent since 
1948, the cost of metalworking ma- 





chinery used by automobile manu- 
facturers has gone up 74 percent. 
The prices of steel products used 
by the industry have increased by 
percentages ranging from 67 to 
nearly 90 percent. Labor rates in 
the industry have gone up nearly 
68 percent.” 

Commenting on the Monroney 
labeling bill, Jacobson said that | 
since it’s the dealer who would 
have to operate his business under 
this legislation, “we believe that 
the principal support for—or 
opposition to—the bill should 





Tumminelli Is Tops 


ROCHESTER, N. Y. — Joseph 
Tumminelli, Piehler Pontiac Corp. 
here, was installed as president of 
the Pontiac Master Salesmen’s 
Guild at a banquet in his honor in| 
Buffalo. The honor is given each) 
year for the leading salesman in| 
the zone. 





come from the dealers them- 
selves.” 


He added that “so far, there has 
apparently been no widespread op- 
position to the bill from franchised 
dealers,” and said speculation has 
it that the bill will become law 
in this session of Congress. 


Abernethy predicted that “we are 
now at the beginning of a revolu- 
tionary change in the automotive 
industry,” and suggested that the 
small-car business, now getting 8 
percent of the volume, might cap- 
ture 50 percent within the next 10 
years. 

He based his claims on economy 
of operation of the smaller cars, 
traffic congestion and problems in 
parking and garaging longer cars, 
pointing out that cars have grown 
nearly five feet in the last 31 years. 
This, he added, poses the question 
of whether the industry is giving 
the public what it wants. 

“If American industry does not 
satisfy the needs of the people,” 


it helps keep owners 


ANCHORED TO YOU 





Abernethy warned, “then world 
industry will.” 

Freese felt the Monroney bill 
would help eliminate the confusion 
in the public mind on price, one 
of the problems now confronting 
the industry. 


“One of the major problems our 
industry faces right now is the 
excise-tax situation,” Freese stated. 
“People are waiting to see if it 
will be removed. Failure to act can 
continue to hurt us ail. 


Skillman said that, to meet the 
economic challenge of the times, 
dealers must reexamine all phases 
of their operations. 

“The industry today has fine 
cars; we've got to do a better 
selling job,” he said. “Let’s forget 
about the business outlook and 
be on the lookout for business.” 


Departing from the usual type of 
annual report, at the opening ses- 
sion President Romesburg discussed 
problems facing the industry, call- 
ing for both dealer and factory 
to make changes in thinking and 
attitude in an effort to “close 
ranks” and reach solutions to 
overcome present problems and 
work “out our own salvation.” 

Declaring that “the public, some 


‘politicians and many so-called 





Less Owner Drift when you feature Quality 


KENDALL SuperS MOTOR OIL 
Blended especially for modern high compression 
engines. Prevents combustion chamber deposit 
“ping” and detonation. Eliminates hydraulic 
valve lifter failure. Minimizes valve train and 
camshaft wear. Owners get extended “‘new car” 
performance with SAE 10W-30 Kendall SuperB. 


KEMLUGE B-S2i 
MULTI-PURPOSE GREASE 
Proven exceptionally effective in silencing ball 
joint squeaks and squawks. Recommended for 
chassis fittings as well as wheel bearings, universal 
joints, etc. Features unique resistance to shock, 
heat, water corrosion and oxidation. 


KENDALL REFINING COMPANY, BRADFORD, PENNA. 
Lubrication Specialists since 1881 





for all their needs. 


Look to your Kendall 
Distributor for new 
lubricant requirements 
and service traffic 
stimulators. 


Service and Kendall 


Lubricants 


Such typical Kendall quality lubricants as Kendall SuperB 
Motor Oil and Kenlube B-521 Multi-Purpose Grease keep 
pace with new model requirements . . . keep cars operat- 
ing at their best . . . keep customers coming back to you 
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a 
economists have certain); helpeq 
talk us into a serious si‘uation» 
Romesburg said “the big >roblem 
confronténg our industry i- to dig. 
pel the fear that exists aod pro. 
mote sales by such progrums as 
‘You Auto Buy Week.’ 

“We are faced today with th. 
need for rejuvenating a leclineg 
market and are dealing with 4 
price-conscious buying public, deaj. 
ing also with a confused public 
confused by some of our acivertig. 


ing, and in this the factories ar. 
not blameless.” 

Romesburg claimed the indus. 
try is suffering more than other 
lines, adding: “Generally speak. 
ing, banks all over the country 
indicate savings are mounting 
and there is no lack of money, 
yet fear permeates the minds of 
many of our best potential cus. 
tomers. 

“There is also too much looge 
talk on excise-tax reductions which, 
to say the least, is hurting our 
business. Had this war-time tax 
been removed years ago ... many 
thousands of furloughed auto plant 
workers would now be working in- 
stead of drawing unemployment 
compensation. 

“You can’t blame the public for 
delaying the purchase of new cars 
and trucks when several hundreds 
of dollars in excise taxes might be 
involved,” he declared, urging 
prompt agreement in Washington 
on what is to be done on the tax 

Referring to labor as another 
problem to be solved, Romesburg 
said “we cannot just continue every 
year granting labor its excessive 
demands or the product we sell will 
be priced out of the reach of the 
average buyer’s pocketbook.” 

Price confusion was seen as 
another problem by Romesburg. 
He also hit factory bidding on 
state and federal vehicle pur- 
chases as an evil “that has grown 
to be a monster, affecting the 
factory, the dealer and the public. 


“The general public,” he claimed, 
“must be asked to pay a higher 
price for a new car to aid the 
factory in off-setting losses on bid 
selling. Dealers suffer in lost 
revenue and are injured by hav- 
ing the state and Federal Govern- 
ment in direct competition for 
their used-car buyers.” 

U. S. Senator Joseph C. O’Ma- 
honey, Wyoming Democrat, told 
delegates: 


“The automobile dealer in a very 
real sense is typical of small busi- 
ness; it would not be too much to 
say that the retail automobile busi- 
ness is the heart and soul of little 
business in America. 


“If they continue to fail, the 
recession from which the nation 
has been suffering will not drift 
into an upturn—as some of our 
leaders have been predicting—but 
the result is much more likely to 
be a continued, if not accelerated, 
downturn.” 


O'Mahoney said Americans want 
a free industrial system, a free 
economy and equality of oppor- 
tunity, but warned: 

“Yet the corporate merger move- 
ment... is steadily concentrating 
the control over the entire economy, 
not in the hands of the Govern- 
ment, but in the hands of private 
managers, industrial and financial.” 


$6 Million Loss 
Listed by S-P as 


Sales Decline 


SOUTH BEND. Studebaker- 
Packard reported that its net loss 
in the first quarter of 1958 was $6, 
294,480, compared with the $2,498,- 
356 loss for the like period of 1957. 

The company said that its work- 
ing capital declined from $52,236,- 
426 at the beginning of the quarter 
to $47,756,326 on March 31. 

The company’s dollar sales for 
the first quarter were $35,792,564, 
down from the $57,800,000 in the 
comparable period of last year. 

S-P was the last of the five auto- 
making companies to report on the 
first quarter. Chrysler Corp. was 
the only other producer to show 
a loss. Chrysler dropped $15,100,000 
in the three months. 

General Motors made $184,601,266 
in the quarter; Ford, $22,700,000, 
and American Motors, $2,380,895. 
All of the profit figures are after- 
tax totals. 


ce 





There's nothing so powertul as an idea | 


- 


Once upon a time a lot was to build a house on. And people did most of their living 
inside of the house. But look what an idea can do! 


Better Homes & Gardens started showing people how to get more out of living by 
living more out-of-doors. They’ve kept featuring articles about outdoor living — 
how to plan for more play space on a narrow lot, how to have a second 
“dining room” in the back yard, even how to shop for a swimming pool. 


And because BH&G’s editors have such a happy faculty for making 
reality more fascinating than anything else in the world, the men 
and women who read Better Homes & Gardens are living “all 

over the lot” these days—outdoors as well as indoors. 


For advertisers, every new idea BH&G gets behind means 
new sales opportunities. Outdoor living means building 
materials, patio furniture and garden tools. And barbecue 

equipment and suntan oil and maybe even swim suits, 
too! The sales climate that Better Homes & Gardens 
creates is truly unique among the major media. Meredith 
of Des Moines . . . America’s biggest publisher of ideas 
for today’s living and tomorrow’s plans 


/ ot America reads BHaG the tamily idea magazine 


4,500,000 COPIES MONTHLY 
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AUTOMOTIVE NEWS PLATFORM 

11. Feir and equitable contracts between manufacturers and dealers in| 
motor vehicles, parts and accessories; 

1 2. Every dollar of ine and oll taxes, collected by states and federal | 
governments, applied to the building and maintenance of highways; 

{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
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Capsule Comment 


Reduced for the second straight month, new-car stocks 
in dealer hands now total around 775,000, according to 
AUTOMOTIVE NEWS compilations. 


If this keeps up, there should be no worries about new- | 

model cleanup this fall. 
* * K 

The U. S. Departments of Commerce and Justice lack 


understanding of the problems of an industry in distress, 
NADA’s Fred Bell declares. 


Why only two departments? It seems to us that most 
branches of the Federal government are that way. 


* * * 


. * Ford Motor Co. told Senate probers it netted $84 per new 
vehicle sold in 1957, after taxes. GM reported $150. 


And the average dealer? $35 per unit before taxes. 


One buyer in every 16 prefers an imported car, latest 
registration figures show. 
Who said we are cutting down on foreign aid? 
*” * OK 


Auto credit outstanding has fallen for the fifth month in 
a row. 
But the amount repaid has risen, and paid-off cars are 
ripe for trading. 


* * * 


The 21st All American Soap Box Derby this year will 
bring together 159 champions from around the world. 


The only phase of the auto business where the faster 
you go downhill the better off you are. 


Coming 
Events 


Dealer Conventions 


May 17-19—South Carolina 
Dealers Assn., Ocean Forest 
Myrtle Beach, S. C, 


May 18-20—Texas Automotive 
Assn., Galvez Hotel, Galveston. 


May 21-22—Missouri Automobile Dealers 
Assn., Hotel Muehlebach, Kansas City. 


May 28-29—Kansas Motor Car Dealers 
geen. Town House Hotel, Kansas City, 
ans. 


Automobile 
Hotel, 


Dealers 


June 2—Delaware Automobile Dealers 
Assn., Henlopen Hotel, Rehoboth Beach. 


June 3-5—Spring Meeting, New York 
State Automobile Dealers, Inc., Gros- 
singer's, Grossinger, N. Y. 


June 6-7—New Mexico Automobile Deal- 
ers Assn., Ruidoso, N. M. 


; Assn. of 
Indianapolis. 


June 8-9—Automobile Dealers 
Indiana, Mirott Hotel, 


June 13-15—Annual Summer Meeting, 
Automobile Trade Assn. of Maryland, 
Commander Hotel, Ocean City. 


June 15-17—Tennessee Automotive Assn., 
Noel Hotel, Nashville. 


Aug. 89—Montana Automobile Dealers 
Assn., East Glacier Hotel, Glacier Park, 
Mont. 


Aug. 10-12—Georgia Independent Auto- 
mobile Dealers Assn, Bon Air Hotel, 
Augusta. 


Aug. 13-15—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs. 

Aug. 17-18—Georgia Automobile Dealers 
Assn.. General Oglethorpe Hotel, Sa- 
vannah. 


Sept. 5-7—Maine Automobile Dealers 
Assn., Eastland Hotel, Portland. 


Sept. 7-9—Colorado Automobile Dealers 
Assn., Antlers Hotel, Colorado Springs. 


Sept. 7-9—Wyoming Automobile Dealers 
Assn., Lander, Wyo. 


Sept. 8—New Hampshire Automobile 
Dealers Assn., Inc., Farragut House, 
Rye Beach, N. H. 


Sept. 8-9—Minnesota Automobile Dealers 
Assn., Leamington Hotel, Minneapolis. 


Sept. 14-16—Michigan Automobile Dealers 


Assn., Pantlind Hotel, Grand Rapids. 
Sept. 18-20—Arkansas Automobile Deal- 
ers Assn., Hotel Marion, Little Rock. 


Sept. 21-22—Kentucky Automobile Dealers 
Assn inc., Sheraton-Seelbach Hotel, 
Louisville. 


Sept. 21-23—Ohio Automobile Dealers 
Assn, The Neil House, Columbus. 


Sept. 21-23—New York State Automobile 
ealers, Lake Placid Club, Lake Placid. 


Sept. 21-23—Automotive Trade Assn. of 
Virginia, Cavalier Hotel, Virginia Beach. 
Sept. 21-23—New York State Automobile 
Dealers, Inc.. 35th Annual Convention, 
Lake Placid Club, Essex County, N. Y. 
Sept. 22-23—Wisconsin Automotive Trades 

Assn., Schroeder Hotel, Milwaukee. 

Sept. 30-Oct. 2—New Jersey Automotive 
rade Assn.. Chalfonte-Haddon Hall 
Hotel, Atlantic City. 

Oct. 19-2i—Florida Automobile Dealers 
Assn., Eden Roc Hotel, Miami Beach. 

Nov. 8-10—Texas Independent Automobile 
Dealers Assn., Texas Hotel, Fort Worth. 

Nov. 12—Connecticut Automotive ‘Trades 
Assn., Hotel Statler, Hartford. 

Nov. 16-I18—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Dec. 3—Utah Automobile Dealers Assn., 

Newhouse Hotel, Salt Lake City. 

Dec. %—Milwaukee County Automobile 
Dealers Assn., Milwaukee Athletic Club, 
Milwaukee. 

Jan. 31-Feb. 4—Nationa!l Automobile 
Dealers Assn., Chicago. 

* * . 


Auto Shows 
Nov. 5-16—Turin Auto Show, Turin, Italy. 


Jan. 10-17—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Jan. 17-25—Chicago Auto Show, Inter- 


national Amphitheatre, Chicago. 
Jan. 22-27—Tampa Auto Show, Fort 


Hesterly Armory, Tampa. 
Apr. 6-l1—Denver Auto Show, Denver 
Auditorium, Denver. 
a 
General 
May 26-27—N-A-P-A National Business 


Conference, Sheraton-Fontenelle Hotel, 
Omaha. 

Aug. 13-17—Rod and Custom World's 
Fair, Industrial Arts Bidg., Eastern 
grutes Exposition, West Uringfield, 

ass. 


20 Years Ago... 


The Big Stories 


April, 1938, sales of General Motors cars to dealers in the U. S. and 
Canada, together with shipments overseas, totalled 109,659, compared 
with 238,377 in April a year ago. Sales in March were 109,555. 

The National Highway Users Conference estimated that the states 
were gathering more than $1 billion annually through special taxes 
and fees levied upon owners and operators of motor vehicles. 

Imports into Peru of used automobiles for commmercial use or for 
resale were forbidden, according to a government decree in 1938. 

Domestic retail deliveries of Buicks during April, 1938, totalled 
18,150 units, compared to 15,435 in March, a gain of 17 percent. 
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Automotive Cartoon 


Of the Week 








“Our job is to convince the people who are saving for a 
rainy day that a new car is also handy 
on a rainy day!" 








| Letterbox 


‘Only Way to Succeed... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 













|U. C. Warranty Aid Sought 
| I am writing in hopes that you 
|will enlighten us on the various 
| bonding companies that are guar- 
|}anteeing used cars for one year. 
|We have had a very pleasant ex- 
|perience with General Auto War- 
|ranty, Inc., for the last year, but 
they aren’t writing any new busi- 
ness in our area. 

Since then, we have started 


| used-car business 17 years, and we 

know the only way to succeed is 

to give the customer service. 
We have to live with bonding 


used cars as the public is ac 
customed to it. We would appreci- 
ate knowing what companies are 
reputable and which are not and 
which ones are in the used-car 
business exclusively. We'll be 
grateful for any information per- 


4 taining to whom we could ask or 
bonding used cars with another Or-| wnom we could have investigate 


ganization. Their service has been|their merits ——MmwesTerN DEALER. 

terrible. They don’t acknowledge on @ 

claims promptly. They don’t want|,; 9 

to fulfill their obligations and try — ony Speman 8 al 
rything in the book to get out was interesting to read y 

aon : : magazine’s article of Apr. 14 by 


der them. 
-— used-car dealers ex- | Robert M. Lienert on the New 
York import-car show. I couldn't 


clusively. We feel that if we 
f reputable bondin help but alternately boil and turn 
= 6 eS . sick at the quoted comments of 


companies, it would be of great 
a “British factory spokesman.” 


servi both to our customers 
and > us. Having some appreciation of 
We, as dealers, are in a very = ——s a of th oe 
ituation when a bond- port cars - as we! 
undesirable s -— fe a 


ing company refuses to acknowl- 
rvice claim after they! sales approach, it is difficult to 
are taenee accept this kind of expression, 


have received our check for var- 

ious inspections, etc. Also, it leaves| typical though it is. 

a” very bad taste in the mouths A. ++ ere Seems 
5 ‘ve been in the sting, lack of even fast- 

7 ene wee inventory and little or no actual 

service, most import dealers leave 

the impression, “Aren’t you fortu- 

nate to do business with us at 

any price” and, “Get the dollar 

now, we don’t care if you come 

back.” 

The. “factory spokesman’s” Te- 
ference to American car salesmen 
adequately covers the general run 
of both import salesmen and me- 
chanics, who seem to be lacking 
in native intelligence, experience, 
skill or even common sales cour 
tesy. 

Going even further, to a slightly 
related subject, it seems we Ameri- 
cans are still in the category of 
the great, rich uncle who can 
depended upon for both handouts 

(Continued on Page 62, Col. 3) 





—From the files of Automotive News. 
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A few months ago, The Chemstrand 
Corporation, one of the country’s 
major nylon yarn suppliers, asked 
itself the big question: Exactly what 
do car buyers know and feel about 
tire cord. We wanted the answer in 
order to make our 1958 tire cord 
advertising of the greatest help 
possible to tire and auto dealers. We 
hired a well-known research organ- 
ization to get the answers straight 
from the horse’s mouth . . . the car- 
buying public. Here are the findings. 
Take a few minutes. The answers 
make highly interesting reading. 





Q Have you ever heard of tire 


cord? 
Know of tire cord ....... 65% 
OE Pee ere 85% 





Q What types of tire cord can you 
name? (Asked of all who had 
heard of tire cord—i.e., 65%) 

Unaided Aided 
Recall Recall* Total 
Nylon... 70% 21% 91% 
Rayon.. 36% 36% 72% 
Cotton . 26% 32% 58% 
*Those who did not voluntarily men- 
tion fiber type were specifically asked 
about each fiber. 





Q Which tire cord do you think is 
the best? 


BE its taco n cae 79% 
A Ny os aula ae we ee 4% 
EN A rE ee al a SS 2% 
Beers BOOM go. sc ccna vc 15% 
THE CHEMSTRAND CORPORATION 


b 





Car 
uyers 


speak up 
about 
tire cord 


Q What are some of nylon cord 
tires’ good features? 


A ED 6i0c Nad wre ee 60% 
Eee. 
Protectionagainst blowouts 12% 
Other safety features.... 7% 
Co se 22% 


————— 


Q What are some of their bad 


features? 

A Don’t know of any or none 89% 
PT eee 5% 
Poor heat resistance .... 3% 
Change in air pressure .. 2% 
EG Ce eee ree 1% 
Miscellaneous .......... 2% 





Q Would you say that a nylon cord 
tire costs less, more, or about 
the same as a comparable type 


tire? 

A Say nylon costs more... .. 70% 
Say nylon costs less ..... 3% 
Say nylon costs about the 

SE Pee ee 16% 
pO ee 11% 


Q If you could buy a tire made 
with a tire cord which makes the 
tire last longer, would you pay 
a few dollars more? 


A Yes, willing to pay more.. 87% 
Pec Roeper Ree hae ares G2 5% 





Q What about a tire made with a 
tire cord which makes it a safer 
tire? Would you be willing to 
pay a few dollars more? 


A Yes, willing to pay more.. 89% 


CHEMSTRAND NYLON 


Q 


A 


Do you find that your tires make 
a noise—a slapping type of noise 
—in the morning when you first 
start up your car?t 


Makes no noise 
Makes noise . 9% 





If your tires do make noise, does 
it bother you to any extent ?T 


Bothers very much ...... 1.5% 
Doesn’t bother too much. . 6.3% 
Doesn’t bother at all ....1.5% 


tAsked of nylon tire cord owners 





Summary: 


* 65% of all drivers know of 
tire cord. 


* Nylon is by far the best known 
fiber for tire cord. 91% know of 
nylon as against 72% for rayon. 


* 19 times as many drivers con- 
sider nylon the best tire cord as 
consider rayon. 


* Nylon cord tires have no major 
negatives. 


* It is known that nylon cord 
tires cost more than other tires. 


* Drivers will pay more for a 
tire that is safer, more durable. 


* “Morning Sickness” is not a 
problem among those who have 
nylon cord tires. (91% are aware 
of no noise, and of the remain- 
ing 9%, 7.8% find that the noise 
is of little or no bother to them.) 


oe 


fod 


= ofene 
err 





These are the facts in black and 
white. The conclusion stands out 
a mile high: The public is sold 
on nylon cord tires! As an auto 
dealer you’re in a good spot to 
turn that preference into extra 
profits. Point out how nylon 
cords are your customers’ best 
tire buy . . . how for only a little 
more money he gets a lot more 
safety, a lot more wear. Since 
you can be pretty sure he already 
knows about the plusses of nylon 
cords, your selling job is that 
much easier. Sell nylon cords 
and you benefit two ways. One: 
you make an added profit, and 
two: you make a satisfied cus- 
tomer. There’s no healthier way 
to build a business. 

To help steer more car buy- 
ers to nylon cord tires, The 
Chemstrand Corporation is en- 
gaged in the biggest advertising 
campaign ever put behind nylon 
or any other tire cord. This 
includes powerful commercials, 
week in, week out, on Jefferson 
Drum, the new adult Western, 
on NBC-TV network, going 
into 98 major cities on Friday 
nights, 8:30-9:00 P.M.tt... plus 
a continuing series of provoca- 
tive full-page ads in Time and 
Fortune magazines. 

The switch to’nylon cord tires 
is picking up speed. It’s your 
chance to pick up extra profits. 
TtNYC time. Consult your paper 
for local time. 


Copies of this important survey 
are available. Simply write to 


our Merchandising Department, 
350 Fifth Ave., New York 1, N.Y. 





GENERAL SALES OFFICES: 350 FIFTH AVENUE, NEW YORK 1, N. Y. * DISTRICT SALES OFFICES: 350 Fifth Avenue, New York 1; 344 Overwood Road, Akron, Ohio; 


197 First Avenue, Needham Heights, Mass.; 129 West Trade Street, Charlotte, N.C. * PLANTS: CHEMSTRAND® NYLON—Pensacola, Fla.; ACRILAN® ACRYLIC FIBER—Decatur, Ala. 
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New Excise-Cut Bill 
Provides Maker Rebate 


By William Ullman 


Washington Bureau Chief 


NEW bill of Senator Estes Kefauver, Tennessee Demo- 
crat, would cut the 10 percent auto excise tax in half 


for manufacturers who pass 


along the reduction in one 


lump sum directly to retail car buyers. Under the proposed 
legislation, new car dealers wouldn’t enter the picture. 


In offering the bill, NR RE 
Kefauver told his colleagues | against using the Federal super- 


that it stemmed from his 
series of hearings on administered 
prices in the auto industry. Expert 
witnesses, he said, had testified that 
a reduction in the cost of automo- 
biles to buyers: would have a signifi- 
cant effect in raising sales. 

The senator said that he him- 
self was convinced that lower 
car prices would boost sales, but 
was “bothered” about how to 
make sure an excise tax cut | 
would be passed along to the 
ultimate consumer. 

“I propose,” Senator Kefauver 
explained, “that the present excise 
rate remain in 
force, but that 
the manufacturer 
may receive a 
credit of one-half 
of his tax obliga- 
tion if—and only 
if—he refunds 
the amount of 
such a credit to 
the ultimate re- 
tail buyers of his 
products. The 
buyer of a new 
automobile would receive this re- 
fund as a lump sum payment di- 
rectly from the manufacturer. In 
this way there would be no possi- 
bility of his not getting the benefit 
of the tax reduction.” 


His bill would make the 50 per- 
cent reduction in the excise rate 
retroactive to May 1 of this year. 
By doing this, Sen. Kefauver 
pointed out, he was telling custo- 
mers that “you may buy your car 
now, with confidence that you will 
receive the benefit of any changes 
which the Congress may enact.” 


The Tennessee lawmaker col- 
lected five cosponsors for his meas- 
ure, including Senator Joseph C. 
O™Mahoney, Wyoming Democrat 
and fellow antitrust prober. Other 
cosponsors were Douglas of Illinois, 
Carroll of Colorado, Hennings of 
Missouri and Langer of North 
Dakota. 


The bill, which will go to the two} 
tax committees of Congress for} 
further action, may be expected to 
run into heavy resistance from 
auto makers, who may not welcome 
the idea of mailing some five mil- 
lion tax refund checks a year to 
individual car buyers. This would 
amount to an annual checkwriting 
operation on par with the monthly 
workload of the Veterans Adminis- 
tration. 








700 NHUCers Gather 


MORE than 700 representatives 
of the people who use the na- 
tion’s highways—which means prac- 
tically everybody—were in Wash- 
ington this month for the three-day 
Highway Transportation Congress. 

This was the seventh Congress, 
which is held every two years by 
the National Highway Users Con- 
ference to give highway transpor- 
tation groups a chance to talk 
about common objectives in road 
policy, finance, regulation, and ad- 
ministration. 

NHUC has a broad base of mem- 
bers. More than 1,900 national, state 
and local highway user groups are 
affiliated with it, including State 
Highway Users Conferences in each 
of the 48 states. Also members are 
auto clubs, bus and truck associa- 
tions, farm groups, rural letter 
carriers, distribution outfits, and 
many others. 

The Congress was intended to 
get the views of all these diverse 
groups on vital highway ques- 
tions. Later, NHUC’s board of 
governors distills these recom- 
mendations into policies. 

High points of this year’s Con- 
gress were the speeches for and 


highway program as a weapon 
against recession. Controvery cen- 
tered around the new Federal-Aid 
Highway Act of 1958, signed into 
law last Apr. 16, which provides a 
special authorization of $400 million 
for immediate use on primary and 
secondary highway systems and 
their city extensions. This amount 
is over and above the regular ap- 


portionment of funds, and was pro-! 





vided to create more jobs in high- 
way construction. 

Favoring the new law, Federal 
Highway Administrator Bertram D. 
Tallamy said that 14 states have 
programmed $20.8 million of high- 
way work for early construction 
under features of the Act. There is 
evidence, he pointed out, that “a 
considerable amount of additional 
employment will be generated on 
needed highway projects between 
now and December, 1959.” 


* + + 


Tax Rise Feared 


Bo Stanley C. Hope, president 
of Esso Standard Oil Co. said 
he was “skeptical” of the use of 
highway programs to fight reces- 
sion. He pointed out that the major 
impact from the emergency law 
would not be felt until 1959. 

“We may be out of the recession 
at that time,” he declared. “I, for 
one, believe we will.” 

Hope said that while the extra 
highway funds will have little 
effect on the economy, their use 
may lead to “hit and miss mea- 
sures” in planning the nation’s 
roads. 

“We must prevent the highway 
program from becoming a political 
football,” he asserted. “It would be 


a@ real travesty if it should deterior- 
ate into a space-age WPA.” 


Also worried about the new law | 


was NHUC Chairman William S. 
Richardson, former president of B. 
F. Goodrich Co. He wondered 


whether the $400 million in extra) 
funds—which are coming out of| 


| a 
| system ready for it—are wel. 
founded.” 

Hufstader said that the auto 
| industry anticipates “a growing 
| public demand for cars, trucks 
| and buses that will call for un. 
precedented production levels in 


general funds—would have to be| the years immediately ahead.” 


repaid with interest from the 
Highway Trust Fund. 

“Is there not something sadly 
amiss when a given class of tax- 


payers is called upon to pay inter-| 
est on its own taxes?” he asked. “Is | 


it- not possible that the stage is 
being set for a rise in highway 
user taxes?” 

. * * 


Hufstader Sees Boom 


Hevavas, Rep. Hale Boggs, 
Louisiana Democrat, 

that “only the highway program is 
well enough developed to be of 
immediate benefit in providing jobs 
and preventing the loss of pur- 
chasing power in the economy at 
| the present time.” 

| Im another address, W. F. Huf- 
stader, General Motors vice pres- 
ident, told Congress delegates that 
“your confidence in the future— 
and your efforts to get our highway 


insisted | 


| “Our growing population, high 
| personal income levels and increas. 
ing dependency on automotive 
transportation clearly indicate this 
trend,” the Detroit executive de. 
clared. “With these forces at work, 
the present decline cannot be more 
| than a transitory phenomenon.” 

NHUC’s Golden Milestone Award, 
conferred every two years in recog- 
nition of excellent highway reports 
to the public, will go this year to 
North Dakota, it was announced, 

North Dakota was cited for hay- 
ing made in its 1955-56 highway 
department activity report “a sub- 
stantial contribution to the overall 
Federal-state highway program.” 

The award is patterned after 
Rome’s Golden Milestone, a 15-foot 
golden shaft which marked the 
center of the Roman Empire. It 
will be presented later at Bismarck, 
N. D. 
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ACon-O-Mizer 


++. a new type 


FUEL PRESSURE 
REGULATOR FOR 
AUTOMOTIVE ENGINES 





@ Provides greater fuel economy 
through uniform regulation of fuel 


@ Helps prevent stalling, flooding 
and fuel waste. 


@ Provides full performance under 
acceleration. 


@ Only one type covers the market. 


$ 


90 


RETAIL 






Only one 


SPECIFICATIONS 


type, GF-57, covers the passenger car field. 


Each package contains universal fittings and adaptors for 
easy installation on most makes and models. 
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Sales Conditions in Various Areas 


Auto Market Reports 


White, 10; Dodge, | Dodge, 46; Mercury, 43; Chrysler, 
DeSoto, 14; Stude- | Mack, 14; Willys, 9; GMC, 8; Auto- 


15; Willys, 11; 
6; Mack, 6; Studebaker, 2; Volks- 


AUTOMOTIVE NEWS, 


A total of 2,292 new cars rrr | wagen, 2; Autocar, 1, and Reo, 1.| baker, 14; 








34; Lincoln, 17; 


Imperial, 7; Edsel, 6; 
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DeSoto, 114; Edsel, 105; Stude- 
baker, 36; Continental, 33; Im- 
perial, 32; Lincoln, 29; Packard, 3; 
Willys, 3; Nash, 1, and miscel- 
laneous, 249. 

New-truck registrations totalled 


486 in April, compared with 457 a 
| month earlier. By makes they were: 
| Ford, 163; Chevrolet, 138; Dodge, 
77; 


International, 30; Divco, 15; 


car, 2; White, 2 ; Diamond T, 1, and 
miscellaneous, —(Rober t M. 
Lienert.) 

> © > 


Youngstown, O. 
Dealers in Mahoning County 
(Youngstown), O., sold 562 new cars 
and 72 new trucks in April. The 
used-vehicle count was 1,633. 
New-car registrations by makes 
were: Ford, 124; Chevrolet, 98; 
Plymouth, 44; Dodge, 43; Pontiac, 


| 43; Buick, 42; Oldsmobile, 33; 


‘Ve registered in Marion County (Indi- | _(¢, L, . Kern.) ‘Nash, 4; Packard, 1, and miscel- 
this § gnapolis), Ind. during _ ac- | + ‘laneous, 101. 
de- § cording to the Indianapolis Auto- | New-truck registrations in 
ork, | mobile Trade Assn. Rhode I sland | March, 1958, totalled 115, including: 
nore A month earlier, the count was, A Slight upturn in new-car sales | Chevrolet, 37; Ford, 34; Interna- | 
” 2.195. in Rhode Island in March, as com- | tional, 19: Dodge, 8; Vetiewagun, | 
and Br. makes, April registrations pared with the same month last|7; white, 4; GMC, 3; Studebaker, 
: : Chevrolet, 711; Ford, 465; | year, was reflected in figures for, and Divco, 1. — (Thomas L. 
an Gademobile, 214; Buick, 180; Plym- | the first three months of 1958. Forbes.) 
r to outh, 178; Pontiac, 136; Dodge, 64; | New-car registrations in March | mS 
ced, Mercury, 61; Cadillac, 50; Ram- of this year aggregated 1,776, as | Detroit 
bler, 34; Volkswagen, 31; DeSoto, | against 1,488 in March, 1957. The; aA total of 9,553 new cars and 9,- 
hav- B 54. English Ford, 24; Edsel, 19; | total for the first three months of | 969 used cars were scld.in Wayne 
ae Studebaker, 18; Chrysler, 17; Lin- _1958 was 5,735, while the total for | County (Detroit) during April,| 
al coln, 9; Imperial, 8; Renault, 8; same period a year ago was 5,566.| compared with 7,860 new cars and | 
- Volvo, 6; Metropolitan, 4; Pack- | ford paced the field in March |8,234 used cars in March. 
: ard, 2; Opel, 2; Vauxhall, 1, and with 474, while Chevrolet was sec- Registrations of new cars in 
ter miscellaneous, 26. ond with 368. Registrations for| April were: Chevrolet, 2,596; Ford, 
foot Truck registrations rose to 201 other makers were as follows: | 2,019; Plymouth, 896; Oldsmobile, 
& in April from 155 in March. By| Plymouth, 183; Oldsmobile, 110; | 743; Buick, 572; Mercury, 536; 
R makes, they were: Chevrolet, 71;; Rambler, 89; Volkswagen, 76;| Pontiac, 402; Cadillac, 381; Dodge, 
rok, 377; Rambler, 292; Chrysler, 134; 


International, 39; Ford, 37; GMC, 


OF THE MONTH 


Buick, 73; Cadillac, 59; Pontiac, 57; 


| 


Mercury, 26; Cadillac, 19; Ram- 
bler, 17; Volkswagen, 16; Chrys- 
ler, 15; DeSoto, 13; Edsel, 3; 
Studebaker, 3; Lincoln, 1, and 
miscellaneous, 22. 


New-truck registrations were: 
Ford, 23; Chevrolet, 16; Interna- 
tional, 11; GMC, 6; Dodge, 3; 
Volkswagen, 3; White, 2; Mack, 1; 
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ANNOUNCING THE & 


ACon-O-MIZER 


A New Product 


To Increase Your Sales and Profits 


Improved performance with improved economy . 
what your customers are interested in these days . ..and 
the big news from AC is the ACon-O-Mizer, a com- 

y new product to help you capture the economy- 


minded set. 


WHAT THE AC ACon-O-Mizer IS... It’s a fuel pressure 
regulator for automotive engines, whi 
ump and carburetor and is actuated 


between the fuel 


by vacuum from the manifold. 


. that’s 


WHAT THE AC ACon-O-Mizer pars os ee as 


unique anticipating ability for contro: 
Permits maximum car acceleration and 


faan and at the same time reduces flooding, stalling and 


waste. 


WHY THE AC ACon-O-Muzer IS BEST. . . It not only 


tes fuel pressure under no 


also has the ability to sense increased power require- 







AC SPARK PLUG 





ments, through variations of vacuum in the manifold . . . 





permitting full pump pressure to be reached when 


WHAT Is THE AC ACon-O-Mizer MARKET... All 
cunses of 0 lake madel cor atatne Sines ant 


performance economy are prospects for the 
Reo Mee a low list of only $9.90, the 
ch can be installed ACon-O-Mizer quickly pays for itself. 
Watch Walt Disney Studios’ Zorro every week on ABC-TV 
woman feel Slow which 
igh speed oper- 
ORDER NOW 
ving conditions; it FROM YOUR SUPPLIER 
P= THE ELECTRONICS DIVISION OF GENERAL MOTORS 
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Divco, 1; Studebaker, 1, and miscel- 


laneous, 5. 
+ * * 


St. Louis 

Extra spring promotional efforts, 
including “Auto Buy Week,” have 
stimulated new-car sales to some 
degree in the St. Louis area. 

There are also indications that 
used cars are moving at a better 
rate. The upturn, however, has not 
been great enough to affect the 
profit position of metropolitan deal- 
ers. 

New-car stocks are not uniform. 
Some large dealers are operating 
with a bare minimum inventory, 
while in some lines, stocks appear 
to be heavy. 

Few changes have been noted in 
dealerships in the past few weeks, 
but more transfers and resignations 
are in prospect for midsummer.— 
(Sam X. Hurst.) 

> 


Sioux City, Ia. 

Sioux City dealers sold 257 new 
cars in April, a sizable increase 
over the 211 registered in March. 

By makes, registrations were: 
Chevrolet, 72; Ford, 67; Plym- 
outh, 26; Buick, 20; Pontiac, 16; 
Oldsmobile, 12; Dodge, 10; Ram- 
bler, 9; Mercury, 7; Cadillac, 5; 
DeSoto, 3; Studebaker, 2; Volks- 
wagen, 2; Checker, 2; Chrysler, 
1; Imperial, 1; Lincoin, 1, and 
Hillman, 1. 

New-truck registrations, by num- 
bering 78, were more than double 
the March total of 3%. By makes, 
they were: International, 30; Chev- 
rolet, 17; Ford, 13; Diamond T, 7; 
Dodge, 3; GMC, 3; Volkswagen, 2; 
White, 2, and Mack, 1. 


Seattle 
New-car registrations, which 
were up 11 percent in Seattle in 
January and February, turned 
down again in March. 
First-quarter sales of 6,321 ran 
5 percent below the 1957 count. 
Unemployment, which hit 8,700 
last summer, rose to 31,000 in Feb- 
ruary. The city, however, appar- 
ently has suffered far less than 
most industrial areas in the nation 
and appears to be recovering more 
rapidly.—(F. K. Haskell.) 
> > > 


Cleveland 


New-car sales in the Cleveland 
area in the first four months of the 
year totalled 19,476, a decline of 28 
percent from the 27,095 registered 
in the year-ago period. 

In April, new-car sales numbered 
5,268, compared with 5,930 in 
March. New-truck sales totalled 298 
in April, compared with 385 in 
March. 

New-car sales by makes in 
April were: Chevrolet, 1,307; Ford, 
1,143; Plymouth, 544; Buick, 391; 
Oldsmobile, 383; Pontiac, 241; 
Dodge, 231; Mercury, 228; Cadillac, 
178; Rambler, 143; Chrysler, 75; 
DeSoto, 65; Volkswagen, 47; 
Edsel, 34; Lincoln, 31; Studebaker, 
30; English Ford, 25; Metropoli- 
tan, 21; Opel, 16; Renault, 15; 
Simea, 13; Volvo, 10; Vauxhall, 
10; Morris, 10; Triumph, 9; Con- 
tinental, 8; Imperial, 8; MG, 8; 
SAAB, 6; Packard, 2; Checker, 1, 
and miscellaneous, 25. 

Truck registrations were: Chev- 
rolet, 89; Ford, 66; GMC, 61; Inter- 
national, 32; Dodge, 12; White, 9; 
Willys, 7; Diamond T, 6; Volks- 
wagen, 6; Reo, 5; Mack, 3, and 
Diveo, 2.—(Sanford Markey.) 

> > > 


Philadelphia 

New-car registrations in Philadel- 
phia County for March totalled 3,- 
693, up from 3,120 in February. 

By makes, they were: Chevrolet, 
1,273; Plymouth, 590; Ford, 523; 
Oldsmobile, 236; Pontiac, 179; 
Dodge, 155; Buick, 149; Cadillac, 
118; Mercury, 86; Rambler, 74; 
Chrysler, 69; DeSoto, 55; Stude- 
baker, 15; Lincoln, 14; Imperial, 9; 
Edsel, 7; Packard, 6; Metropolitan, 
5, and miscellaneous, 130.—(Allen 


Sommers.) 
- - . 


Columbus, O. 


Purchases of new cars in metro- 
politan Columbus (Franklin 
County), O., ran counter to the 
usual seasonal trend last month 
with a sharp decline that left the 
April total well below both March 
and April a year ago. 

Last month’s purchases dropped 
to a total of 1,758, according to a 
report released Friday by Clerk of 
Courts Roy King in cooperation 
(Continued on Page 58, Col, 1) 








*A year-round series of hour-long comedies, 


musicals and dramatic programs entitled 


“The Westinghouse Desilu Playhouse,” plus 


7 Westinghouse Lucille Ball-Desi Arnaz “specials.” 





You can be sure 


-if yow re Westinghouse © 


It would be hard to find an advertiser whose range of television 


experience has been so broad and consistent as Westinghouse. 


Week after week for nine solid years, Westinghouse has demonstrated 
products ranging from an electric light bulb to an atomic power 
station that lights an entire city. 


It has presented to a constantly growing television audience, programs 
of every kind—daytime and nighttime, drama and musicals, one-time 
“specials” and entire election campaigns. Today the audience for its 


weekly dramatic program is 28 times larger than it was nine years ago. 


Westinghouse has just underscored its confidence in the medium 
it has come to know so well. It announced that next Fall it would 
continue to talk to its customers through a weekly network hour; 

it would embark on an even more ambitious scale of programming; 


and it would increase its annual television investment. 


What is perhaps most significant about this decision is that it is 
not based alone on the spectacular audiences that television 
occasionally delivers—such as the 60 million viewers who watched 
Westinghouse messages on the CBS Television Network during 
the national political conventions. It is based equally on a firm 
belief in the fundamental values of television: the unique impact 
of each television impression; the vast audience that even 

the average program attracts; and the cumulative effect of these 
impressions week after week over a sustained period of time. 


Like Westinghouse you can be sure of finding television’s unique 
D> d D 
values—and indeed television’s largest average audiences—on the 


CBS TELEVISION NETWORK 
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Cities Karn Praise 
As Traffic Toll Dips 


ITIES led the way to the low- 

est March traffic death toll 
since 1955, the National Safety 
Council reported. 

The March tally of deaths was 
2,630 for the nation—a reduction 
of 9 percent from the March level 
a year ago. However, the brighter 
safety picture owes much to 
cities of 10,000 population or 


Book Salesman Throws 
One in Closing Mishap 


LAFAYETTE, La—An encyclo- 
pedia salesman is seeking $193,290 
for injuries he said he suffered 
when a chair collapsed under him 
as he was signing an agreement 
to buy a car. 

In his suit, Norman W. Squires 


| corresponding months of the pre-| 





named Rhodes Motors, Lafayette; | 
John Rhodes, New Iberia, and| 
Indiana Lumbermen’s Mutual In-| 
surance Co. 


more, which achieved a 14 percent 
reduction. 


percent. 


population were: 


Traffic deaths totalled 2,890 in | cent; Minneapolis, 57 percent, and 
March last year, the council said.| New Orleans, 50 percent. 


In 1955, the toll was 2,602. 

March was the fifth month in a} 
row and the 15th out of the last| 
16 in which traffic deaths totalled | 
the same or fewer than in the} 
vious year, according to the coun-| 
cil. ee | 
oo the first quarter of the year, | 

the death toll was 7,730—down | 
6 percent from last year’s 8,250. 

In March, the death toll dropped | 
in 31 states, increased in 13 and | 
was unchanged in three. For the} 
first quarter, 29 states showed de-| 
creases, 17 reported increases and 
one said there was no change. 

On a percentage basis, Ver- | 
mont and New Hampshire led the 
first-quarter decreases with cuts 


(349,200) and St. Paul (313,400). 


(174,200) 
(129,600). 





1958 

of 65 and 64 percent, respectively. 750,000- 1,000,000 
The next-greatest decreases were = 18 
shown by Rhode Island, 45 per- ED si ttclichicevcninincninticinntions 2.1 
cent; Delaware, 38 percent; Ar- San Francisco ..................... 2.9 

500,000-750,000 
kansas, 36 percent, and Utah, 32 Minneapolis 11 
Milwaukee 1.9 
Cities, with a 14 percent decrease; Cincinnati ...........00..00000000004 2.0 

in March, recorded a 4 percent 350,000-500,000 
drop for the quarter. Biggest de-| Demver o..............ccccccsssseeeeees 1.3 
creases among cities over 200,000} Indianapolis ................0.0.000. 14 
Long Beach,| Memphis ........0.........:cccccccssssess 14 

Calif., 70 percent; Wichita, 67 per- 200,000-350,000 
Wichita ........ pivhieddvnameiians. aD 
IED sccséiudeumccsineiveninicnnenete. SOD 
a See ED vitescniniatihstittiiiininieniresnee 1.1 

HE largest cities with perfect 100,000-200,000 
records for March were Mem-| Kansas City, Kans. 0.0 
phis (390,000), Rochester, N, Y.| Rockford, Ill. ... 0.0 
Wilmington, Del. . 0.0 
For the first quarter, the largest —_* aa 0.0 
perfect-record cities were Hartford, Boi v4 mm a 0.0 
Conn. (188,800), Bridgeport, Conn. Gian — as 

and Kansas City, Kans. 10,000.25,000 

‘ — ‘ Kingsport, Tenn. 0.0 
The three leading cities in each Medford. Ore. . 0.0 
population group at the end of 4 0.0 


three months, ranked according to 
the number of deaths per 10,000 
registered vehicles, were: 


Over 1,000 Population 


Napa, Calif. . 
. 


* * 


Illinois Studies 


1» |Car License Tags 


SUNNY - sciistdanecebidntdticcidiuseivanivishes 
I ich sittininiicsssiienes 2.6 Illinois has begun what is de- 
PS TIO. sesicissniesevenenesvenienin 3.0 scribed at the nation’s first com- 





Take a census of all the tea carts, baby 
buggies, bicycles, wheeled toys, and mobile 
cocktail bars in your own menage—and you 
may find that you, too, own forty tires. 

At this point, however, any resemblance 
between you and a Successrut FARMING 
subscriber ends. Because one-quarter of all 
SF subscribers own 40 new tires—on cars, 
trucks, tractors, other machinery. 

Now you may be as unaware of farming 
as a Brooklyn born subway guard, but this 
one item about tires may suggest the scope 
of the present day farmer who makes a five- 
figure income by farming—and also the 
scope of SuccessruL Farminc. 

Farming is a business in transition, 
changing almost as fast as electronics or 
missiles. It requires money, big capacity, 
power, machines, assorted know-how and 
skills, new knowledge —and efficient and 
economical production. 

SuccessFuL Farminc is published for 
the volume producer of cor, grain and 
livestock products, to help him keep up 
with his business. 





He doesn’t read SF—he studies it! And 
clips, files and refers to SF articles again 
and again. His wife does likewise. For the 
starkly simple reason that SF helps him 
make more money, helps her save work, 
helps the farm family live better. 


SuccessruL Farminc has been doing 
its job for fifty-six years, and never kidded 
the customers. Like the Harvard School of 
Business, it specializes in the case history, 
the realized accomplishment, with how-to 
diagrams, photos and details. Whatever SF 
says will work, has worked! In consequence, 
it has accumulated a degree of respect and 
influence, affection even, that no general 
publication can match, or even shoot at. 

And it has attracted the country’s best 
and brightest farmers and most prosperous 
farm families. The estimated average cash 
income (from farming) of the SF farmer 
last year was $10,870. And its circulation 
is concentrated among the 41% minority 
of farmers who produce 91% of the total 
US farm cash income. 

As a consumer medium, it offers the 


Forty tires per family! 


advertiser one of the world’s choicest class 
markets, in a choice waste-free package 
of 1,300,000 circulation. Nothing delivers 
an advertising message more effectively, 
or more cheaply. 

If your 1958 business isn’t as good as you 
had originally anticipated, 
you can use SF to your 
" advantage—to find new 

quality customers, and 
to balance your national 
advertising in an important 
segment of the national 
market where general 

edia have little penetration. 
For details, call any SF office! 

Meredith of Des Moines . . . America’s 
biggest publisher of ideas for today’s living 
and tomorrow's plans. 






Customers that come to you! 


“Okay. | believe Successful Farming 
is a good market, but we lack distribution 


in the sticks” says you. Phooey! 


Today small towns have supermarkets. 
And for major items, SF readers drive 
to your dealer in the nearest big town. 


The SF farm family has money— 


estimated average cash farm income in 1957 
was $10,870! And SF has influence 
unmatched by any other medium, 

delivers your story most effectively, 

and most cheaply. For more sales, 

for better balance of national schedules, 

you need SF! Call our nearest office! 


Successful Farming ...Des Moines, New York, Chicago, Detroit, 
Philadelphia, Cleveland, Atlanta, San Francisco, Los Angeles. 
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| prehensive study of auto license 
| plates. 

The work is being done by the 
University of Illinois for the ge¢ 
retary of state. Initial goals of th 
study are to determine what need; 
|are served by the plates and hoy 
these needs can best be met. 
| In addition to determining what 
|information should be on_ the 
| plates, topics to be studied include 
plate materials, frequency of issy¢ 
and the use of one or two plates 

* * af 


Insurance Critics 


Called Shielders 
Of States’ Laxity 


| Charges that Louisiana's auto 
liability insurance rates are too 
high, that insurance companies 
are making “big profits” and that 
insurance companies bear the re. 
sponsibility of reducing traffic ac. 
|cidents are “sheer and deliberate 
| camouflage,” said Thomas N. 
Boate, Accident Prevention De. 
partment manager, Assn. of Casy- 
jalty & Surety Companies. 

Addressing the 56th annual con- 
vention of the Louisiana Assn. of 
|Insurance Agents, Boate said auto 
liability insurance rates begin with 
traffic accidents and reminded 
those who have criticized recent 
increases that Louisiana's accident- 
|control program is “one of the 
poorest in the nation.” 

Turning sharply upon demands 
that the insurance companies 
should “not only compel the 
mighty motor-vehicle manufactur- 
ing industry to make automobiles 
that are less costly to repair but 
even make some 50 million 
freedom-loving Americans stop 
having accidents.” Boate said the 
insurance industry had no such 
power. 

He cited, however, years of effort 
by the industry to accomplish 
those objectives through persua- 
sion, facts that he said were well 
known to those who had denounced 
|recent rate increases. 
| “Those who seek to put the 
| blame and responsibility for traffic 
accidents on the backs of the in- 
surance companies,” he charged, 
“are simply trying to cover up the 
utter failure of state governments, 
jnot alone in Louisiana but 
throughout the country, to bring to 
a halt and firmly control a national 
calamity which they alone have 
| the power to stop.” 











‘Radio Warning Device Seen 


Cutting Driving Hazards 

Hazards of driving in fog, rain, 
snow and darkness could be greatly 
|reduced by a small radio behind 
the grille of a car, according to 
Richard B. Schulz, program devel- 
opment coordinator in the electrical 
engineering department at Armour 
Research Foundation of [Illinois 
Institute of Technology. 

Schulz said a device to let the 
driver know of approaching ve 
hicles out of his range of vision, 
would consist of a radio transmitter 
and receiver in a package the size 
of a cigar box. Connected to this 
would be a large red light or buz- 
zer on the dashboard. 

* 7 . 
Kansas Committee Favors 
Highway-Ad Restrictions 

The Roads and Highways Com- 
mittee of the Kansas House of 
Representatives has given unani- 
mous approval to a bill which would 
prohibit billboards within 660 feet 
of proposed interstate highways. 

Under a Federal law, states which 
comply with U. S. recommenda 
tions on highway advertising will 
receive an extra one-half of one 
percent in road-construction funds. 
This would raise the Federal con 
tribution to 90.5 percent on inter 
state routes. 

- * ” 


Bar Assn. Gets $12,500 
For Traffic-Court Program 


The American Bar Assn. an 
nounced receipt of a $12,500 grant 
from the Automotive Safety Foun- 
dation to finance traffic-court 
improvement activities during 1958. 

A check for the grant was pre 
sented by Foundation Trustee Ed 
ward J. Thomas, president, Good- 
year Tire & Rubber Co., to James 
P. Economos, director, ABA traffic 
court imprevement program. 
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‘a Mid-season sensation! The exciting Windsor Dartline... 


. this 

buz- 
| a new Chrysler series right in the middle of the model year! 
Com- 
es Chrysler gives its dealers a new car to sell right Big, hard-working, factory-paid advertisements Imagine having a new model now—timed right, 
vould] now—right smack in the middle of the ripe spring _in leading national magazines! More factory-paid _ styled right, priced right—with the advertising 
7 selling season. ads in local newspapers! The added impact of and promotion push it takes to make it move. If 
yhich Brilliant new chromework! Sparkling new spring commercials on Chrysler’s coast-to-coast CLIMAX you’re a Chrysler dealer you don’t have to imagine 
_ color combinations! Low, low, Chrysler Windsor TV show! All across the country, Chrysler dealers it—you’ve got it! 
! = price! The new Dartline has everything a dealer are introducing the Dartline with the excitement Here’s another example of the extra edge that’s 


con- 
nter- 






needs to catch and keep spring sales. 


and sock a new car gets at announcement time. 


Another reason uhky-YOU GET A GREAT DEAL MORE WITH 


CHRYSLER 


always yours when you sell Chrysler! 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 


SS a finance company holds 

a valid chattel mortgage signed 

by the true owner of an automo- 
bile, it is not a “preferred” creditor. 


For illustration, in B. McKnight 
v. M. & J. Finance Corp., 247 Fed. 
Rep. (2d) 112, the 
testimony showed 
that a corpora- 
tion purchased 
an aut omobile 
which was titled 
in the name of 
the _ corporation. 
The balance of 
the purchase 
price was secured 
by a chattel mort- 
gage not in the 

KL. &. Parker name of the cor- 
poration but in name of the presi- 
dent of the corporation. Before the 
finance company, which held the 





mortgage, was paid off, the cor- 
poration became bankrupt. 

In subsequent litigation the 
higher court held that although 
the mortgage had been properly 
recorded, the finance company 
was not a preferred creditor. 
This court explained that the 
finance company would have been 
a preferred creditor if the mort- 
gage had been executed in name of 
the corporation, instead of in name 
of the corporation’s president who 
was not the real and actual pur- 
chaser. 

Hence, the legal lesson taught by 
this case is: Be certain that a chat- 
tel mortgage is executed and filed 
in the name of the real purchaser 
of the automobile. 

+ e 7 
Must Prove Contentions 


——— a higher court held 
that neither an automobile 
dealer nor the manufacturer of an 


automobile is liable in damages for 
injuries allegedly caused by a de- 
fective automobile, unless the testi- 
mony clearly proves that the car 
was defective. 

For instance, in McNamara v. 
American Motors Corp., 247 Fed. 
Rep. (2d) 445, the testimony 
showed facts, as follows: American 
Motors Corp. was sued for heavy 
damages by McNamara’s wife for 
death of her husband. The testi- 
mony showed that when McNa- 
mara was attempting to back the 
automobile off a parking lot near a 
river the car shot forward into 
river. 

During the trial lawyers for 
McNamara’s wife argued that the 
accident was caused because the 
jacket tubing of the steering col- 
umn had been loose so that the 
automatic transmission gear in- 
dicator showed that automobile 
was in reverse when, in fact, it 
was actually in low gear. 

The higher court refused to hold 
that McNamara’s wife could re- 
cover damages from American 
Motors Corp. because the testimony 
failed to convince the jury that 
looseness of the jacket tubing had 








3) AOTOM SYX 


“Perhaps madam would rather 
look at one of our larger models!” 





been due to negligence of the man- 
ufacturer. The court said: 

“It is settled law that verdicts 
may not rest upon such mere guess 
or conjecture.” 

In other words, this court held 





Spraying rocker panels is a cinch when 
you use a DeVilbiss Remote-Cup Outfit 





Remote-Cup flexibility lets you hold the gun at any angle to spray 
rocker panels or other hard-to-reach surfaces easily and efficiently. 


FOR BETTER SERVICE, BUY 


DeViLBiISS 


B 





THE DEVILBISS COMPANY 


Barrie, Ontario * 


Toledo 1, Ohio 
London, England 


Branch Offices in Principal Cities 


any surface! 


First big advance in car-finishing 
equipment in over a decade brings 
new ease, perfection to paint jobs 


Now you can spray all panels, 
fender skirts, stone aprons, fins, 
and reverse curves—easily, evenly, 
efficiently. That’s because the 
DeVilbiss Remote-Cup Method lets 
you twist, turn—even invert—the 
gun for the proper angle to reach 


Remote Cup’s exclusive five-way 


ee 


that there was no definite ang 
positive proof that the automobile 
suddenly leaped forward into the 
river because of the fact that the 
jacket tubing of the steering eg}. 
umn was not sufficiently tighteneg 
at the factory. 

Hence, American Motors Corp. 
was not held liable nor responsible 
for McNamara’s death, 

= * * 


Shareholders Liable 


— a higher court laid 
down important law to the 
effect that shareholders of an ip. 
adequately capitalized corporation 
are personally and individually 
liable for debts of the corporation, 

This court held that the at- 
tempt to do corporate business 
without providing any sufficient 
basis of financial responsibility to 
creditors is an abuse of the sepa- 
rate entity and will be ineffectual 
to exempt the shareholders from 
corporate debts. 


For instance, in Automotriz Del 
Golfo De California v. Resnick, 306 
Pac. (2d) 1, the testimony showed 
facts, as follows: A corporation was 
organized to buy, sell and finance 
automobiles. The amount of stock 
issued was insufficient to carry on 
the business properly. 

In subsequent litigation the 
higher court held the stockholders 
personally and individually liable 
| for purchase price of eight automo- 
biles sold to the corporation. The 
higher court said: 

“If a corporation is organized 
and carries on business without 


| substantial capital in such a way 


that the corporation is likely to 
have no sufficient assets available 
to meet its debts, it is inequitable 
that shareholders should set up 
such a flimsy organization to es- 
cape personal liability.” 

> > > 





control balances fluid- and air-flow 
to assure a properly atomized wet 
coat for excellent flowout; to avoid 
orange peel, and reduce spray fog. 
And it handles all materials — 
lacquers, enamels, acrylics, primers, 
surfacers. Fingertip controls allow 
immediate pressure adjustments. 


For a solution to your auto-paint- 
ing problems, call your nearest 
DeVilbiss distributor or jobber to- 
day for a demonstration. Or, write 
direct for complete details. 


Greater capacity of Remote Cup permits nonstop 
painting. And, for maneuverability in spraying 
broad, flat surfaces, you can point the gun at 90° 
—even upside down— without a drip! 





City Rules Over Streets 


HERE is no natural or inherent 

right to use streets of a munici- 
pality as a place of business, 
whether such business be princi- 
pally conducted on such streets or 
only incidental. This important law 
was decided last month by a higher 
court. 

For instance, in Fostini v. City 
of Grand Rapids, 81 N. W. (2d) 
393, a man, named Fostini, sued 
a city to invalidate a municipal 
parking meter ordinance as un- 
constitutional and void because it 
deprived him use of the streets 
to operate his business which 
required that he park his auto- 
mobiles on the streets. The higher 
court refused to hold in his favor, 
saying: 

“Generally, use of municipal 
streets for carrying cn business or 
for purpose of inducing business is 
unauthorized, and such use is a 
privilege which can be acquired 
only by permission which munici- 
pality may grant or withhold.” 

> > > 


New Ordinance Effective 
N AUTOMOBILE dealer stated 
interesting facts, as follows: 
“Before the year 1955 I used my 
premises regularly as an automo- 
bile sales room and garage. Since 
1955 I have had work done in 
another Iccation. In 1956 a new city 
ordinance was passed making this 
area of my old business exclusively 
for residences. 
The city officials contend that 
I cannot now use the old prem- 
ises for automobile business 
purposes, because by conducting 
almost all of my business in the 
new location I abandoned the old 
location and lost my rights to use 
it in view of the 1956 City Zoning 
Ordinance. Is this so? 

According to a new higher-court 
decision, rendered only a few weeks 
ago, the old premises can be used 
as an automobile sales agency and 
garage notwithstanding the 1956 
Zoning Ordinance. 

See Cunningham v. Board of Ad- 
justment of the City, 276 S. W. (2d) 
633. 
This higher court held that if the 
testimony shows that a business 
has been entirely or partially main- 
tained in a definite location, a new 
city ordinance cannot prohibit 
usage of premises in this area for 
the same purposes. 


Dealer Adds Leasing 


KANSAS CITY.—Kelley-Williams, 
oldest Ford dealer in Kansas City, 
Kans., has entered the leasing field 
with ’58 Fords or Chevrolets avail- 
able on a daily, weekly, monthly or 
yearly basis. Rental may apply 
towards purchase. 


"a7 Jf 
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to win, you need 


cetyl 






(So sail ahead in car sales by not skipping ANYTHING!) 


If selling were always clear sailing, your manu- 
facturer wouldn’t arm you with enticing new 
features every model year. 


And while many features come —and GO—the 
best stay in there, pitching. 

Like AIRFOAM—so much a part of modern cars, 
there’s danger of taking it for granted. 

And that’s how to lose sales. 


For Mr. and Mrs. Prospect — and all their little 
Prospects — will spend important parts of their 
lives INSIDE the car they choose. 


And before they choose—while they’re still 
debating the charms of one make’s fins and 
another make’s grille — the savviest salesman 


ute 


THE WORLD’ 





moves in with AIRFOAM sell. 


He reminds them of how AIRFOAM changes snug 
interiors into snuggly ones. He reminds them of 
how AIRFOAM keeps drivers relaxed and passen- 
gers reposeful. How AIRFOAM doesn’t sag, snag 
or break down, protects upholstery, increases 
trade-in value. 


And nobody needs reminding that the very 
name — AIRFOAM — suggests the-finest-money- 
can-buy. 


If you’re one of these savviest salesmen, it’s 
your competitor who may lose these sales! 


Goodyear, Engineered Products Dept., 
Akron 16, Ohio 


Extra 
Trade-in 
Bonus 
For Dealers! 


In addition to helping you sell cars now, 
AIRFOAM will increase your profits come 
trade-in time. How? By retaining its shape 
and protecting upholstery so cars come back 
to you in more salable condition. What bet- 
ter way to assure more resales—AT BETTER 
PRICES—than by selling AinFOAM now? 


Airfoam—T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 


MADE ONLY BY Goopyy EAR 


S FINEST, MOST MODERN CUSHIONING 


“— 
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How They're Pushing Sales 


Dealer Ad Ideas 


Mike, The Rambler Man 


IKE RILEY, a salesman for 

Haley Motor Co., is known as 
“The Rambler Man” around Albu- 
querque, N.M. He seldom misses 
a chance to let folks know who he} 
is and what he sells. 

Riley’s business cards read: “Call 
the Rambler Man. Have Demon-| 
strator—Will Travel.” He also uses 
four stickers to keep his name 
before the public. 

One sticker is for parking 
meters and says, “Your meter 
expired, I deposited a coin. Mike 
Riley — the Rambler Man.” The 
air cleaner of every car he sells 
has a sticker announcing, “An- 
other fine car sold by Mike Riley 
—the Rambler Man. 

The other stickers carry similar 
messages and are placed on menus, 
in phone booths and other spots. A| 

sign in the rear window of his 
demonstrator reads: “There Goes| 
Mike Riley—The Rambler Man.” 








cessful that another Rambler sales- 
man, Dexter Maitland, has inserted 


a sign in his demonstrator. It 
reads: “Mike Riley Is Not the 
Only One!” 


* * * 


Buy ’Em by the Hour 


| prey SKALUBA, a Dodge dealer 
in Scranton, Pa., staged a pro- 
motion geared to the needs of 
recession-pinched budgets. 

The dealer said a customer could 
buy a new Dodge for 10 cents an 
hour. 


tioned: “Brother, Can You Spare 


|A Dime? Here’s the biggest news 
since eggs were 10 cents a dozen. | 


| Tampa Dealers on the Ball 
ITY DESOTO-PLYMOUTH, 


Ten cents an hour buys a Dodge.” 


+ * 


Music and Autos 


ee no business like show | tied in the opening of baseball sea- 
business—or like the automobile | son with a get-acquainted advertise- 
business, according to Robert Lee| ment inviting customers to its lot. 


Pontiac, Philadelphia. 


The firm is giving each new-car| Morning Tribune, the dealer said: 
His promotion has been so suc-' buyer two season tickets to the! “Hello there. Let’s get acquainted. 


A newspaper ad was cap-| 


Valley Forge Music Fair. The 
music fair presents musicals “in 


the round.” 


* * * 


Vacation from Gimmicks 


POLICY that “will save you 

money, confusion and regret” 
has been announced by W. J. Cook, 
president of Cook Motor Co., Inc. 
(Ford), Panama City, Fla. 

In an ad in the Panama City 
Herald, Cook said: 

“We have decided to give the 
auto-buying public a vacation from 
gimmicks, contests, comeons and 
all the other multitude of diver- 
sions that have clouded the minds 
and confused the logic of auto} 
buyers so long. 

“We believe the auto buyer! 
should have the privilege of buying | 
his automobile in an atmosphere of 
dignity and without carnival trim-| 
mings.” 


* * * 


a 
new Tampa (Fla.) dealership, 


In a half-page ad in the Tampa 








The 19095 “Gadabout” 
equipped with a wicker seat. 


was 





We here at City DeSoto-Plymouth 
are anxious to get to know you.” 

The ad went on to say two season 
box-seat tickets to all Tampa 
Tarpon baseball games would be 
given to every buyer of a new 








MOA. MYSTERY MAN 


has *52°2 for you 


The next driver who comes into your 
A. “Mystery 
Man.” Over 350 M.O.A. “Mystery 
Men”’ all over the U.S. are now mak- 


station may be an M.O 


ing regular stops for gas and oil... 


waiting for you to suggest Du Pont 
M.0.A. Do this, and the driver will 
hand you a $5.00 cash- 


£6. yu. 5. pat.orf 


DU PONT N° 7 M 


bonus certifi- 


BETTER THINGS FOR BETTER LIVING. . . THROUGH CHEMISTRY 


cate. You can win several times, so 
suggest M.O.A. toall yourcustomers. 
You also get valuable premiums with 
every carton you buy. 





FREE PREMIUM 
COUPON WITH 
EVERY CARTON 

















| children 
|area were invited. 


—s 


DeSoto or Plymouth during the 
grand-opening sale. 
* ca * 


Free Foods, Cars and Cash 


eo prizes, free food and two 
cars were offered by Clanton’s 
Auto Auction Sales, Inc., Darling. 
ton, S. C., in an ad announcing the 
firm’s annual barbecue-sale May 
29-30. 

Clanton said one buyer will be 
given a 1958 Chevrolet on the first 
day and another will receive a 
1958 Ford on the second day. 

The dealer who sells the most 
cars between Apr. 24 and May 3% 
will be awarded $500, Clanton said, 
and the runnerup will receive $250, 

* * * 


Everything Under the Sun 
ATTERSON MOTORS 
(Chevrolet-Oldsmobile-Cadillac) 

has opened an open-air sales lot 

for new and used cars and trucks 
near the El Dorado County Fair- 
grounds, Placerville, Calif. 

* oe * 


Dees Plays It Cool 


A PERPLEXED gentleman mop- 
ped his dripping brow in an 
advertisement placed by Dees 
Chevrolet Co. (Chevrolet- 
Oldsmobile), Biloxi, Miss. 


Copy asked: “Car ads got you 
in a sweat? Fancy promotions, 
gimmicks and so-called discounts 
got you in a tizzy? 

“May we prescribe a visit or call 
us. No high pressure, no gimmicks. 
Honest and accurate representa- 
tions, fair finance rates. Tops in 
service before and after the sale.” 

- od * 


Dealer Writes to Public 


LONG letter to “Mr. and Mrs. J. 
Public” appeared in an ad from 
Degnan Chevrolet, Inc., Philadel- 
phia, The dealership stressed the 
quality values it is selling with its 
cars. 
a * * 


Dealer Sponsors Circus 
OMMONWEALTH FORD spon- 
sored a free circus to which all 
in the Richmond (Va.) 


The circus was put on from 6:30 
p.m. to 9:30 p.m. for two days. It 
featured elephant rides, clowns, a 
chimp and free refreshments. 

« * > 


‘An Honest Price...’ 


“No? PRICE Mystery at Your 
Ford Dealers” said the headline 


|on a %-page advertisement in the 


Kansas City Star. 

The rest of the advertisement 
read: “Standard factory list prices 
are posted for all to see at every 
Kansas City Ford dealer. Buy Ford 


|now ... and save. 


“You'll pay an honest price— 
with no hidden extras, 

“It'll cost less to trade because 
your present car will never be 
worth more than it is right now. 
We're making the highest tradein 
allowances in our history.” 


The ad was part of the “Buy It 
Now” campaign. 
os *z * 


Hillbilly Lures Prospects 


ILLBILLY entertainment pro- 
vided by Murdoch Chevrolet, 
Pittsburgh, brought in numerous 
prospects from farms in the area, 
according to J. E. Mountford, head 
of the fleet and truck department. 
He said Station WAMO, Home- 
stead, Pa., which specializes in hill- 
billy music, “sold” William F. Mur- 
doch, president, and Joseph Dust, 
sales manager, on the promotion. 
Singer Carl Stuart broadcast 3 
three-hour program from the firm’s 
showroom and later presented 4 
television set to one of the guests 
who registered at the showroom. 
cs Bd cd 


‘We Can Be Undersold!’ 


ZZLE MOTOR CO. (Cadillac- 

Oldsmobile), Durham, N. C. 
advised used-car prospects that 
“We can be undersold!” 

The dealership’s ad said, “We'd 
rather sell a lot of sunshine than 
fill you with moonshine, that’s why 
Uzzle never says you can’t buy 
something cheaper someplace else. 
We don’t deal in cheap and shoddy 
automobiles.” 

The firm explained the recondi- 
tioning work done on used cars and 
asked, “Would you rather we didn’t 
do these important chores and gave 
you a so-called bargain?” 








Dodge Dealers Catch Spring by Surprise! 
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‘ New Spring 
: Swept-Wing 





New fashion colors carried out in headlamp shield 


Sculptured crown of gleaming chrome 
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cal Breathtaking new colors! Brilliant new styling! 
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- Broad new sweep of chrome from front to reor 
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w. Just in time to capitalize on the Spring buying upswing, Dodge 

= dealers get another terrific selling advantage—the exciting new 

It Spring Swept-Wing. It’s got a fresh appeal and dash that they 
can count on to really break the ice and get spring selling off to 
a running start. 
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i Add the value of this timely new introduction to the other Dodge 

’ selling advantages—Swept-Wing Styling, Push-Button Driving, 

e- Torsion-Aire Ride, Total-Contact Brakes. The total should con- 

z vince you; in any kind of market, Dodge dealers have more to sell. 
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: Symbol of the Spring Swept-Wing—this proud medallion on grille License plates framed in massive chrome escutcheon 

e. 

y 





DODGE DIVISION ° CHRYSLER CORPORATION 











UDEL Gdauic 


WwW TRANSMISSION JACK 


UNMATCHED QUALITY at $141.00 
for No. 700 and $259.00 for No. 
#700 Jack 
#700 Jack 
With Stand 
#80 Engine 
Support Bar 


711, including all adapters. Easy 






pumping handle rotates 360° into 
any desired position. Freely pivot- 
ing rolling wheels. Forward tilt to 
90°, backwards 20° and sideways 
22°. Easy, safe, one-man handling 
of all types and makes of automatic 
transmissions. 


Stand and No. 700 transmission 
jack is the ideal combintaion for 
removing and installing automatic 
transmissions, whether car is on 
low stands, two post hoist or over 
an open pit. It is easy to use and 
extremely economical to own. 

lt is hydraulically operated to as- 
sure fractional raising and lower- 
ing for perfect positioning. Sturdily 
built for years of trouble-free op- 
eration, 

UNIVERSAL adapter shown on both 
models fits all automatic transmis- 
sions except powerglide. The 
corner jaws are adjustable to fit 
corner of any pan. 

POWERGLIDE handles all power- 
glides, including ‘50, "51 and ‘52. 
It tilts forward to full 90°. 

No. 711 Vertical two-stage lift 
from 32 inches low to 72 high. 
Features four long legs with freely 
pivoting rolling wheels. The 360 
rotating handle lifts from low to 























/ full height in 64 strokes. 
/ No. 70 Stand ______ $ 39.00 
No. 80 Engine 
Support Bar $ 20.00 
No. 700 Jack and 
Adapters ____ $141.00 
No. 711 Vertical 







Jack and 

Adapters __._ $259.00 
See your jobber or write for bul- 
letin. 


#711 Jack 




















Manufactured by 
EDMUND J. WUDEL 
MFG. CO. 


P.O. Box 6694 
Leos Angeles 22, Calif. 

















PMP SPECIALS!! Low Prices on 
Top Quality MUFFLERS 







Your 
cost 












Buick 1949, Series 50, 70, Super, Roadmaster 
PmPp 3856 1950-52, All 1953, Series 40, Special ..........0..........cc00- $13.00 $ 5.10]. 
ieieeeererenemnmenes . a nanasinaneage ae 
CHEVROLET 
PMP 8040 49-52 Pass. except Conv. Standard Shift 9.45 3.95 7) 
PMP 804! 50-53 with power glide except Conv. ...............ce 9.45 3.95 
pmP 8710 Truck 1950-56, 6-cyl., 1-2 Ton, All GMC Truck, 1950- 
53, Ye-%q Ton, FC 100, FC 150, 100-22, 150-22, | 
PUREED cncccescscrecescoscazcocccsencoscssnasenncencacsqnesssnccosscssecossescoscosee 7.70 3.25 
PpmP soe? 54-57, 6 & & cyl, Pass. and Station Wagon 


except Conv. & Duals .... 12.05 5.00 








4.10 
5.25 
5.25 





49-53, 6 & & Cyl, All Models 1954, 6 Cyl., All Models . 9.10 
Fairlane, 55, 56, All Models ...........-..0... 11.60 
1954, & Cyl, Al Models ...............ccc 
55, 56, 8 Cyl, Except Fairlanes, Conv. & Station 
Wagons 

















1949-51, 8 Cyl, All Models 
1956, 8 Cyl., Custom & Medalist 2 Dr. Sed., Cust. 








4 Dr. Sed. & Hardtop, BIE cctrsctunonncnnsessonneses 16.36 7.65 
1956, 8 Cyl, Montclair, Monterey, Dual Exhaust sys..... 16.36 7.25 
1955, 8 Cyl, MC Custom Single Exhaust System ........ 16.36 7.65 
1955, MC, Montclair, Monterey Dual Exhaust System... 16.36 7.25 














Series 62 


















1954 8 Cyl, MB (Exc. Monterey Conv.) 160 HP 





1955-56 (8) Simgle, Exc. Comv. ........--c-ccccceseeerersceeeerneee 12.65 
DESOTO, 1956 (8), Firedome, $-24, Fireflite and Estate 


Ww Factory Equipped duals 

Dooce, 1956 (8), D63-1, D-63-3, Coronet, Cust. Royal, 
Gomes Lencer, Exc. Conv., Factory equipped duals 
PLYMOUTH, 1956 (8), P-29 Plaza, Savoy, Belvedere, 
Exc. Conv., Factory equipped duals 

PLYMOUTH, 1949-56 (6), Exc. Conv. Cpe. 

DODGE, 1949-56 (6), Exc. Roadster 

Conv. Cpe. & 8 Pass. Sedan 

DESOTO, 1949-52 (6), Exc. Conv., Cpe. 

& 8 Pass. Sedan 

CHRYSLER, 1949-52 (6) 

& 8 Pass. Sedan 







16.30 7.25 




































BROOKLYN 12, NEW YORK 
Slocum 6-8501 












|for any person who hasn't at- 


|he suggested such funds could be 
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Roundup from State Capitals... 








Legislation Affecting Auto Industry 


By Bethune Jones 

Legislative Correspondent 
| gummi aimed at improving highway safety through 
more effective training, licensing and regulation of 
drivers are attracting increasing attention in state capitals 


throughout the country. 


A bill enacted by the Michigan Legislature will add 50 


on ae nee 


fee and apply the extra 
money to the school driver 
training program. In New York, 
Gov. Averell Harriman vetoed a 
bill that would have added $1 to 
each $10 in traffic fines and ear- 
marked the money for driver 
training. Rejected by the New York 
Legislature was a bill to make 
public school driver training pro- 
grams open to private school 
pupils. 





Failing in the Virginia Legisla- 
ture was a bill to 
impose a 50-cent 
levy on persons 
buying automobile 
licenses, with the 
money to be 
used for driving 
courses. 

Maryland law- 
makers turned 
down a bill to 
require driver 
training in public 
high schools. A 
Rhode Island legislative proposal 
would require everyone under 18 
to pass a training course before 
getting his first license. 


Opposed by the Massachusetts | 


Bethune Jones 





administrators was a bill to in- 
crease from 16 to 18 the minimum 
age for driver's licenses. 

Pointing out that 90 percent 
of driver training pupils are | 
under 18, Eugene Fanning, su- 
pervisor of driver training, told | 
a legislative committee that de- 
nial of driver training to young- 
sters would impose an intolerable 
burden on parents because com- 
pulsory liability insurance rates 
would increase automatically in 
families where children did not 
receive such training. 

A proposal to raise the minimum 
age for driver's licenses to 18 years 





tended a driver’s course was sub-| 
mitted to the Oklahoma State! 


|Legislative Council by Harry 
| Vaughan, director of safety educa-| 
tion. | 


He said such a revision would 
create incentive to students to take | 
driver training so they would be| 
eligible for a license at 16. Vaughan | 
opposed making the course com-| 
pulsory in the belief it would be-| 
come unpopular if required. 

> * . 


OTING that more money is 
needed to extend the program, 


obtained through a 50-cent increase 
in the driver's license fee or an 
assessment on fines. 

More effective means of dealing 
with drunken driving are among 
other steps being widely considered 
to improve highway safety. Bills 
enacted in Michigan included a 
measure to make conviction of 
drunk driving three times or more 
a felony. 


Kentucky lawmakers killed a 
bill that would have provided 
that a driver whose license has 
been revoked for drunkenness 
while not at work could obtain 
a temporary license to drive 
while engaged in his occupation. 


Bills pending in the Massachu- 
setts Legislature include a measure 
to impose a mandatory year in 
jail on anyone convicted of drunken 
driving in a fatality. 

In New Jersey, Gov. Robert B. 
Meyner announced earlier this 
year that the state attorney gen- 
eral’s office was preparing legisla- 
tion to make a willingness to con- 
sent to drunken-driving chemical 
tests a condition for obtaining a 
driver’s license.\ Drivers now can 





refuse to undergo chemical tests, 
including drunkometer checkup. 
- + t 
Points of Study Offered 
ROPOSALS offered by New 
York’s Gov. Harriman for study 
included a suggestion that the cars 
of drunken drivers carry a special 
identifying sign or emblem. He also 
indicated a view that the penalties 
for drunken driving should be re- 
duced to make convictions more 
likely and thus promote more effi- 
cient enforcement. 


Harriman further suggested a! 
study of means for measuring more | 
accurately the degree of intoxica- | 
tion, for making information on| 
drunken cases more available to) 
the public, for encouraging doctors | 
to give intoxication blood tests and | 
for creating some kind of limited | 
licenses for those convicted of| 
drunken driving. 

Bills enacted by the New York | 
Legislature included a measure | 
freeing physicians from the pos- | 
sibility of lawsuits by persons | 
from whom they have taken 
blood at the request of police to 
determine alcohol content. 


Two bills abolishing the lifetime | 





|effect of a drunken driving con- 


viction were enacted in South 
Carolina. The measures provide 


| that only an offense within a 10- 


year period immediately preceding 


| the date of the last drunken driv-| 


ing offense shall constitute “prior 


| offense” of drunken driving. 


Heretofore, a South Carolina) 
motorist could be convicted of| 
drunken driving at the age of 17 
and then 40 or 50 years later be 
charged with second offense 
drunken driving, which carries a 
much stiffer sentence. 

> > * 

[uRnED down by Virginia law-| 

makers was a bill to increase | 
the license revocation period for 
first offense drunk driving from 
one year to 18 months and for the 
second offense within 10 years 
from three to four years. 

A Rhode Island bill would specify 
that chemical tests for drunk driv- 
ers are legal. Motorists refusing to 
take such tests would be made 
subject to loss of their licenses. 

The Michigan Legislature es- 
tablished a point system for en- 
forcement of traffic laws. In 
Iowa, a point system for sus- | 
pending dsiver’s licenses was put 
into effect by the Public Safety 
Department, which also adopted 
a license examination covering 80 
points of law and provided for 
the use of radar by the Highway 
Patrol. 

A bill enacted by the Kentucky 
Legislature provided central issu- 
ance of driver’s licenses. In Mis- 
souri, Gov. James T. Blair jr. 
recommended study of the advise- 
ability of increasing the driver’s 
license age limit from 16 to 18. 

Killed by the New York State) 
Legislature was a bill which would 
have given the state commissioner 








Profitable Year Seen 


For Replacement Tires 


MINNEAPOLIS.—Fewer Amer- 
ican motorists will trade cars in 
1958 and the result should be a 
“tremendous” year for replace- 
ment tire sales, Paul Giblin, sales 
vice-president of Armstrong Rub- 
ber Co., predicted here. 

Giblin said the replacement 
market for passenger-car tires 
should be about two million 
higher than 1957. He spoke at a 
meeting of Armstrong distributors 
from Minnesota, North Dakota 
and South Dakota. 








of motor vehicles more discretion 
in the revocation and suspension 
of driver’s licenses. Also rejecteg 
were New York bills to redefine 
the speeding law and to permit 
use of radar in obtaining speeding 


convictions. 
* * . 


OK of Radar Proposed 


A BILL in the Rhode Island 

Legislature would permit use 
of radar speed checks. Results of 
such checks would be made ac. 
ceptable in any court or legal pro- 
ceeding. 

Gov. James P. Coleman vetoed a 
Mississippi bill that would have 
raised the automobile speed limit 
to 65 miles an hour and given the 
state public safety commissioner 
power to set a limit of 70 on trunk 
highways. He noted that the uni- 
form motor vehicle code recom- 
mends a speed limit of 60, as cur- 


| rently in effect in Mississippi. 


A bill enacted in Virginia pro- 
vides that truckers exceeding 65 
miles an hour shall be held guilty 
of reckless driving. 

A Massachusetts proposal 
would give the state a “no-fix” 
traffic tickets similar to New 
Jersey’s. 

In a special Kansas legislative 
session, a bill to regulate install- 
ment selling and financing of auto- 
mobiles, appliances and other items 
was introduced. 

Proposed by the Kansas Install- 
ment Sales Council, a new group 
formed recently by automobile, im- 


| plement and appliance dealers, the 


bill would define what each in- 
stallment contract would have to 
include. 


These would be the cash sale 
price, amount of the buyer’s down- 
payment, the difference to be paid 
in installments, the amount of 
separate charges for such things 
as insurance and the extent of its 
coverage, the amount of official 
fees, the principal balance, the 
finance charge, and the total 
amount of the time balance and 
each installment. 

> > > 

F INSURANCE is included in 

the charges, details concerning 
it would have to be shown in the 
contract and no life insurance 
would be permitted to exceed the 
unpaid balance. 


Finance charges for vehicles 
would be limited to $7 per $100 
per year for new cars, $10 per 
$100 per year for used cars not 
more than two years old, and $13 
per $100 per year for older cars. 

A special! session of the Con- 
necticut Legislature authorized 4 
$30 million bond issue to keep the 
highway program going at full 
speed, and also to enable the state 
to take advantage of accelerated 
Federal highway grant programs. 

In Michigan, plans for a $100 mil- 
lion bond issue this year to help 
speed the highway building were 
disclosed by Highway Commis- 
sioner John C. Mackie. 

Bond financing wil) be used for 
farm-to-market roads in South 
Carolina during the coming fiscal 
year as a result of enactment of 4 
general appropriations bill which 
included a provision for a one-year 
diversion of the seventh cent of 
the gasoline tax to general pur- 
poses. 


> * 


Used to Avoid Deficit 


T= diverted gasoline tax reve- 
nue, which for the last several 
years has gone for farm-to-market 
or secondary roads, will be used 
to help prevent a $6,500,000 state 
deficit. 

Constitutionality of a 1957 Min- 
nesota law providing for reim- 
bursement of utility companies 
for moving their facilities due to 
road construction was upheld by 
Hennepin County District Judge 
Rolf Fosseen in an opinion ex- 
pected to be appealed to the State 
Supreme Court. 

In New York, Gov. Harriman 
vetoed a bill to exempt public 
utilities from the cost of relocating 
their facilities when necessitated 
by construction of federally-aided 
highways. 
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In the advertising field, FAMILY WEEKLY has a perform- 
ance record recognized as outstanding by leading adver- 


















. tisers and their agencies. Its record of growth in adver- 

i tising linage and revenue reflects the job it does in 

- building sales for its advertisers. 

tal 

nd 

in During the first four months of 1958, FAMILY performance. POWER to reach every prospective 
he WEEKLY showed a gain in advertising linage car-buyer in 173 cities .. . POWER to blanket a 
he over the same period in 1957 of 35°%—over 50,000 giant Supercity market of 556 counties (where 
‘ lines—and a 68.1% gain in advertising revenue. minimum coverage is 20%) with 60% average 
> Among automotive manufacturers represented in family coverage . .. POWER to sell to a national 
: FAMILY WEEKLY during this time were Ameri- market containing 15.4% of all passenger cars 
ze can Motors (Rambler), Ford Motor Co. (Ford), registered in the country . . . POWER to build 
5 General Motors (Chevrolet, Pontiac, Oldsmobile, an outstanding record of dealer tie-in participa- 
a G.M.A.C.) and Atlas Supply Co. (Atlas Tires). tions in advertising programs .. . POWER TO 
ed 3 : SELL CARS. 


FAMILY WEEKLY’s POWER is the key to this 


Your FAMILY WEEKLY representative has all the facts on the performance of the 
Sunday Supplements to build sales for you. Call him in; ask him to show you the 
acetate coverage maps developed by FAMILY WEEKLY that dramatically indicate 
the powerful sales force you harness when, alone or in combination with others 
of the be Four supplements, you 


OVFamil vy Weekly 










FAMILY WEEKLY MAGAZINE, Inc. 


Leonard S. Davidow, President and Publisher 
Pat Patterson, Detroit Representative 
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CHICAGO 1: 153 North Michigon Avenue 
NEW YORK 22: 405 Pork Avenve 
CLEVELAND 15: 604 Hanno Building 
tos a | 5: Saas “Nichols, re 633 South Westmoreland Avenve 
Nichols, Assoc., 33 Post Street 
MIA 32: J. esas a Chamber of Commerce Bidg. 






The May 31st issue of FAMILY WEEKLY 
features "How Would You Do in the 500”,— 
the story of an Indianapolis Speedway driver 







4,265,250 Circulation Through 173 Outstanding Newspapers 
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What's New... 


In Parts and Accessory Distribution 





Bear Offers Gift Coupons 

ROCK ISLAND, Ill—Every box 
of Bear wheel balancing weights 
now contains a gift coupon re- 
deemable for watches, electric ap- 
pliances, sporting goods, and other 
premiums, according to Bear Mfg. 
Co. 

+ * = 
Glass Firm Opens Office 
KANSAS CITY.—Central Glass 


Depot, Inc., has opened a sales 
office and warehouse at 2200 Oak 


St. for distribution of auto replace- | 


New, Passenger Car Registrations, First-Quarter Totals, 1958-1957 














ment glass and allied products in 
Missouri, Kansas and parts of 
Iowa, Nebraska and Arkansas. The 
firm, which will represent four 
manufacturers, is headed by Virgil 
R. Sheffield. 


* > * 
|2 Automotive Wholesalers 


In Twin Cities Open Branches 
MINNEAPOLIS.—Two wholesale 

automotive supply firms in the 

| Twin Cities have opened branch 

| offices. 

Noble Orstad heads the branch | 








opened by Wallace Supply Co. at 
3606 Lake Dr. in suburban Robbins- 
dale. M. & L. Motor Supply Co. 
established a new outlet at 501 
Broadway, Menomonie, Wis. 

+. 7 > 


Yale Trucks Picks Rep 
PHILADELPHIA.—The appoint- 
ment of Coast Associates, Inc., 1961 
S. Fourth, Seattle, as franchise 
sales and service representative for 


| Yale industrial lift trucks in West- 
|ern Washington and Alaska has 


been announced by Yale Materials | 


Mfg. Co. ee 
Muffler Sales Aids Offered 


|ers, Merit Mufflers announced. 
* * * 


Brake-Service Sign 


|}sign measuring 27 inches by 48 
jinches high. Finished in black, 
| white and orange, it features “free 


brake inspection.” 
> * > 





Southeast Automotive Show 


Draws 750 in Augusta, Ga. 


AUGUSTA, Ga. A three-day 
Southeast Automotive Show was 


TOLEDO. —A sales-aid folder 
presenting 40 stocking, installation 
and merchandising items is no w | shortage of trained mechanics, 
available to wholesalers and io | Bluetiela, Frank G. McKenzie, of 
Bluefield, W. Va., presided, 


cussed ways 


——s 


Handling division, Yale & Towne| held at the Bon Air Hotel here wit, 


some 750 representatives of many. 
facturers and wholesalers atteng. 
ing. 

At a business session, they digs. 
of meeting the 


* * * 


sscene ‘ma.tieetn ceil Equipment Firm 
, Pa.—Grey-Rock Di-| 
vision, Raybestos-Manhattan, Inc., | Changes Hands on Coast 
is providing to dealers through | 
| their distributors a three-color curb | 
| neering Corp., 205 Pasadena Ave, 


|} has been acquired by William w. 


SOUTH PASADENA, Calif.—Na- 
tional Automotive Mfg. and Engi- 


Wasson, formerly vice-president of 
Flex-O-Tube division of Meridan 
Corp. of Detroit. 

Previous owner was A. M. Mar- 
kus, one of the founders of the 
company, who is retiring. The com- 
pany manufactures a line of auto- 
motive service equipment. 





Miscel-| 
































































































































“The information contained in this report has been compiled from official state documents. 
precaution has been exercised to insure accuracy of this report to the extent of the registrations received and 
Hudson included in the 
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are Rambler total. 


Every reasonable 


1957 figures for Continental are included in the Lincoln total. 


\ 


tabulated at the time the report is published, R. L. Polk & Co. cannot assume any liability by reason of 
inaccuracies or omissions,""—R. L. Polk & Co 
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JLIKE CHEVROLET BUSINESS ! 
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x BECAUSE... BECAUSE... 
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One out of every four cars and trucks Your Chevrolet dealer can be your 
on the road is a Chevrolet... that’s dependable one-stop source for genuine 
more than any other make by far! Chevrolet parts. 


CHEVROLET 





Over 15,000,000 Chevrolet cars and trucks on the road! That’s a big service market! 
Your Chevrolet dealer is ready, willing and able to help you serve that market. 





iat You can make him a convenient, one-stop source for genuine Chevrolet parts. 

04! 

> Each genuine Chevrolet part is built of the same high-quality materials and to the 
a same rigid engineering standards as the original part. All are made to work together 
a —made for a Chevrolet. 

322 

50 

ty Your Chevrolet dealer has available service aids that can help you give better and 
“ more profitable service to Chevrolet owners. . . . Chevrolet Division of General 
. Motors. Detroit 2, Michigan. 


MAKE YOUR CHEVROLET DEALER YOUR PARTNER IN SERVICE 
...HE IS READY, WILLING AND ABLE TO SERVE YOU! 
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TURNINGS 


by 


Joseph M. Callahan 


Engineering Editor 





oo does it take to be a successful engineer? 


When this question was 


put to Hans A. Matthias, 


who became Ford division’s chief engineer nine years after 


he joined the company, he said 


1. Know the fundamentals of 


mathematics, mechanics and® 
strength of materials. 

“Although it takes more 
than. education,” he said, “it’s be- 
coming increasingly difficult to 
‘work in’ without an engineering 
education, One thing, when we hire 
a college graduate we're pretty 
sure he has the fundamentals.” 

2. Have ideas—imagination. 

Matthias said that “idea” men 


You 


a good engineer must: 
engineering, including 





are very important in an organi- 
zation and that it’s surprising 
how few people really are crea- 
tive. 

3. Be able to express these ideas 
to layout men and designers. 

4. Be organized and disciplined 
so that he can meet his commit- 
ments, 

Matthias, who attributes a large 


saw it 
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| part of his success to his ability to 
meet commitments, commented, 
“Many engineers can never cut it 
off. In this business it’s mandatory 
|that you have your work done at 
|a certain date. You have to meet 
timing, functional, weight and cost 
commitments. These are areas in 
which a disciplined engineer can 
do an awful lot of good.” 

He feels that most engineers 
are either “creative” or “disci- 
| plined,” and that there is room 
in his organization for all kinds 
of engineers. 

“Primarily,” he concluded, “We 
want ability, either developed or 
potential. In this connection I think 
it’s important for an engineer to| 
have design board experience.” 

* * * | 








Cheaper Speed Controls “If they notice where the paint 


: | is worn off, showing the color it 

ON. "a siaenia tae aan used to be, tell them it’s a two- 

ments is the “Auto-Pilot” speed-| tone job. 

control feature introduced as an| 

option on the '58 Chrysler and! $88 price on the Chrysler division 
Imperial. cars. 

At least two suppliers are pre- One of the devices, 





mechanisms for some of the 
other auto makers. However, 
these devices will carry price 
tags considerably below the $86- 
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which will 
paring somewhat comparable | retail for between $10 and $20, will 
| be quite similar to the old throttle 
important fea- 


1. It will become inoperative the 


instant the brake is touched. 

2. It can be set so that the ca, 
will move at a selected speed. 

3. After the device has been made 
inoperative, the driver can quickly 
regain the selected speed by acty. 
ating a switch. 

Developers of this mechanism 
feel that, at a much lower price, 
it will do everything the Auto. 
Pilot does except keep the car 
moving at a selected speed re. 
gardless of the grade or rough- 
ness of terrain. 


—., 


debate § 


Although there is some 
about the safety of these devices, 
factory officials have been told 
that the average driver is more 
alert when he is aware that he 


doesn’t have continuous control of 
his accelerator and that he is legs 
likely to become drowsy because 
he won’t be required to maintain 
the same cramped position for go 


long a time. 


* * 


Limits to Automation 


HE indiscriminate application 
of automation can be just as 
| dangerous as no automation at all, 
according to Chester S. Johns, an 
| executive of Buhr Machine Tool 
|Co., one of the country’s larger 
producers of machine tools. 

He said, “The machine-tool in- 
dustry has on its drawing boards 
and in its files the designs of 
many machines that could elim- 
inate labor. Most of theme will 
never be built. They might throw 
a couple of men out of work but 
they won’t cut production costs 
because the automation costs 
would exceed the savings in labor 
costs. 

“That is why the automatic fac- 
tory is economically so impossible 
today. Sure, we could build one. 
| We know how. There’s no question 
about that. But if you, yourself, had 
}an automatic factory right now, 
| your competitor would soon figure 
|out that you were doing things 
| with costly machines that he could 
|do more cheaply using a better 
| ratio of labor and mechanization.” 
| Johns said that it’s quite possible 
that there will always be something 
which you can do more econom- 
ically using human rather than 


machine effort. 
. 


Lower, but not Longer 


JPUTURE cars will get lower but 
they won’t become wider or 
longer, according to John R. 
Parker, director of sales and engi- 
neering for A. O. Smith Corp.’s 
automotive division. 

Addressing the Milwaukee sec- 
tion of the American Society of 
Mechanical Engineers, Parker said 
that as the cars get lower the pro- 
peller shaft “hump” becomes more 
critical, with the result that some 
of today’s autos can seat only four 
persons comfortably. 

He said the “transaxle,” in 
which the transmission is 
mounted on the rear axle, might 
be forced on the industry, but it 
would be expensive. The DeDion 
type rear swing axle would be 
required, he added. 

Discussing the problems created 
for the body engineers by the trend 
to longer and lower cars, Parker 
said the body tends to function 
like a truss bridge with the roof 
acting as a compression member. 

But, he continued, with the cen- 
ter post missing on some of the 
more popular models and the front 
post “snaked” around the wrap- 
around windshield and the rear 
window a vast expanse of glass, 
the roof has lost much of its struc- 
tural value. 


* 





Insurance-Rate Hike 


Blocked in Arkansas 


LITTLE ROCK, Ark. — An in- 
crease in rates for automobile lia- 
bility insurance has been denied by 
Harvey G. Combs, state insurance 
commissioner. 

A spokesman for the National 
Bureau of Casualty Underwriters, 
which had requested the increase 
averaging 26.4 percent for its mem- 
ber companies, said the decision 
would be appealed in court. Combs, 
in rejecting the increase, recalled 
that the insurance companies got 
a boost of 14.7 percent last year. 


English Ford for Gamelgard 


F. C, Gamelgard Motors, Inc., 
has been formed at 605 Central 
Ave. N. E., Minneapolis, to handle 
English Ford. Frank Gamelgard, 
owner, said the company plans to 
add other imported lines. 





Sa Taeoit th Ba aed 


with the DUMONY LgzitionScope 


Making money hand-over-fist! ... Because they’re using Du Mont Igni- 
tionScopes. Whether it’s one or a dozen, IgnitionScopes pay their own 
way a hundred times over. This is how: IgnitionScopes impresses the 
customer . . . IgnitionScope sells the customer... IgnitionScope builds 
your business and boosts your profits like an increase in markup. All of this 
besides saving hours of work. IgnitionScopes are as easy to use as a 
screwdriver. 

Put this profit-builder to work in your shop and open a bank account 
right away for the extra income. Fill in and mail the coupon and we'll 
show you how easy it is. No obligation, of course. 


*Trademark 


9 OUT OF EVERY 10 AUTOMOTIVE SCOPES IN USE ARE DUMONT! 


Automotive Equipment Division, Dept. ANA 
ALLEN B. DU MONT LABORATORIES, INC., 
760 Bloomfield Ave., Clifton, N. J. 


(0 Arrange a demonstration of the ignitionScope at 
my convenience. 


(0 Send complete literature. 


FE creicserenssnceneensenmnionietennnseisienninidatiaiiinal 
COMPANY NAME 

ADDRESS 

ee 
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How Nation's Salesmen Meet... 


Practical Problems of Selling 


OOD selling requires extra- 

ordinary diplomacy at times, 
according to David Routzong, 
who is associated with his father, 
George Routzong, in Routzong 
Motor Co. (Oldsmobile-Cadillac), 
Sedalia, Mo. 

Here is his account of some of 
the situations in which diplomacy 
and careful choice 
of methods and 
words saved deals 
that otherwise 
would have been 
lost: 

Completing deals in the eve- 
ning and after banks and credit 
companies are closed is com- 
mon, and some customers seem 
to take advantage of our in- 
ability to check their credit 
statements. Of course we don’t 
make evening deliveries and 


Sales 
Case 
Histories 


and trading in a car that is not 
completely paid for, understates 
his balance by several hundred 
dollars. 
* * = 

E HAD a case where a pros- 

pect came in and got a figure 
on his trade and picked out a 
new car some two weeks before 
he was ready for delivery. He 


looked like a “be-back.” He lived | 


75 miles away, but a couple of 
weeks later he called up and said 
he would be in that evening to 
complete the deal. 

His car was mortgaged and he 
owed his home bank several 
hundred dollars he said. Our 
finance company would take 
hira, and we could take the car 
and pay off the balance and 
complete the rather attractive 
deal. 


stead of owing a few hundred 
dollars, he owed more than 
$3,000 and that he was behind 
with his auto payments. 

If they had been paid up, the 
balance he told us he owed would 
have been about right but the 
bank said it would not release 
the car which was part of sey- 
eral items of collateral up for 
the loan. 

We were faced with telling 
the prospect when he came in 
that night that we had called 
the bank and found the situation 
much different from what he had 
described. 

a7 = o 


7. we decided to try to 
analyze the situation. The 
prospect had a desirable trade 
with full power which we could 


sell easily. He used a car in his 
business and he needed the new 
car he wanted to buy from us, 
He had considerable assets in 
real estate but had been pressed 
recently for ready cash. 

We decided his two-week wait 
had been for the purpose of get- 
ting the bank loans in shape and 
the car released. We figured that 
if we told him that we had called 
the bank that he would drop the 
deal and we wanted to make it. 

We decided to make out a 
new financial statement for him 
and, instead of telling him what 
we knew, to ask him questions 
that would make it easy for 
him to tell us. Of course, we 
couldn’t let him have the car. 

We did that, and he told us 
that he was working out some 
refinancing that would result in 
his car being released by the 
bank. This was done a few days 
later, and we made the sale. 

So diplomacy is a big asset in 
selling. If you can get the cus- 
tomer to tell you what you al- 
ready know, you may be able to 
make a worthwhile deal that 
would be lost if you tell him. 


Proper Tire Sizes 
Called Only Cure 


For Excess Wear 


BUFFALO.—The proper size and 
type of tire are the only solutions 
to overloading and operating prob- 
lems, a Dunlop Tire & Rubber 
Corp. official declared here. 

Addressing a regional meeting of 
the National Tire Dealers & Re- 
treaders Assn. L. D. Hartford, 
Dunlop sales vice-president, said: 

“It is doubtful if we fully realize 
the toll exacted in tire-tread wear 
in recent years by the advent of 
increased acceleration, more effi- 
cient braking, sustained higher 
driving speeds and improved sta- 
bility to permit more rapid corner- 
ing.” 

He cited surveys showing that 
from 1953 to 1956 the average 
motorist lost 18 percent in tread- 
life expectancy on new cars im 
spite of tire improvements during 
the period. 

“It is extremely doubtful whether 
our technical people will ever be 
capable of developing a product 
that will correct overloading oF 
operating conditions that presently 
exist, by any other method than the 
application of the proper size and 
type of tire the automotive equip- 
ment requires for safe and efficient 
operation,” he said. 


Glidden Acquires 
General Paint Co. 


CLEVELAND.—Glidden Co. has 
purchased the paint business of 
General Paint Co., with the excep- 
tion of General’s foreign subsidi- 
aries. 

General also will retain its pipe- 
wrapping and coating division. 
Glidden will acquire General's 
manufacturing facilities in Port- 
land, Ore., and Tulsa, Okla. 


Clarke Buys Coast Firm 


MUSKEGON, Mich. — Clarke 
Sanding Machine Co. has an- 
nounced the purchase of Modern 
Power Sweeper Co., Azusa, Calif. 
Clarke is continuing production at 
the Azusa plant for the present. 


Leading a Parade— 

Leading the “Mid-City Parade," which officially opened the Mardi Gras festivities 
in New Orleans, was a DeSoto convertible. Ali makes of cars were represented in 
the porade, viewed by an estimated three million persons. 


complete deals unless we are 
certain of the facts. 

For some reason, nearly every- 
one who is buying a new car 


As usual we checked on the 
details of the balance owed by 
calling his home town bank. 
The banker told us that in- 

















Cutting Corners on Equipment 
Saves You Money... or Does It? 


Cutting corners is a sure way to greater profits .. . pro 
vided you cut the right corners! It's true that cheap 
equipment saves a lot of money all at once. But too often 
these “savings” are lost in labor over every job performed. 
Remember, you buy only one set of equipment .. . but 
the time you spend using it goes on forever. Doesn't it 
stand to reason that the wisest corner to cut is the time 
required to perform your service? 

That's why successful operators choose Visualiner. De- 
signed with automatic controls that save steps and energy, 
rolling runways that position a car instantly, and beam- 
of-light precision that replaces old fashioned trial-and- 
error, the Visualiner cuts aligning time by as much as 
30%. And this is the costly corner that must be cut if real 
profits are to be increased. 

What's more, Visualiner is so simple to operate that you 
won't have to rely on wheel aligning specialists. Any 
mechanic in your shop will learn to do expert work in no 
time. 


Visualiner “extras” cut 
aligning time by 30% 


From start to finish, John Bean's deluxe Visualiner equip- 
ment makes it easy for you to do precision wheel aligning 
in the least amount of time. Smooth-rolling ranways move 
in or out to adjust for any tread widths from 40 to 68 
inches, speed positioning of the car after it is on the rack 
by allowing the operator to swing it easily from one side 
to the other. New mobile rear jack assemblies are quickly 
positioned for one-man wheel base checks. Throughout 
all checking operations, muscle power is completely re- 
placed by automatic fingertip control. Exclusive remote 
steering wheel turner, remote car controls, and foot-oper- 
ated air jacks let you take all readings from any normal 
working position or while standing at either side of the 
car. Your customer sees his steering troubles projected 
on the Visualiner viewing screen. These and many other 
exclusive Visualiner features save up to 30% of your 
aligning time and produce the accurate results that keep 
customers coming back. 


Visualiner’s Optical Precision 
Replaces Trial and Error 


Visualiner hits the bullseye of steering trouble with the 
speed and accuracy of a scope-sighted rifle. Remote con- 
trols change charts at the touch of a finger, while pre 
cision cross-hair targets show caster, camber, and toe at 
a glance. is fast and foolproof. Readings are 
all projected in full view of operator and customer so both 
can actually see the corrections as they are made. 


FOR MORE INFORMATION 


Visualiners are Bought and Used 
by all the 16 Automobile Manufacturers 


A convincing testimony to Visualiner quality is the re- 
markable fact that all 16 of today’s major automobile 
manufacturers use Visualiner equipment. In every case, 
these units were voluntarily purchased (not donated) . . . 
proof that where speed and precision count most, Visua- 
liner is the choice of the industry. 


JOHN BEAN, Lansing 4, Michigan 
Division of Food Machinery and Chemical Corporation ® 


‘ 


Write today for Bulletin 
L-1381 








Typical parking lot subjects finishes to heavy 
weathering action—one reason for the growing 
demand for cars finished in more durable 
Du Pont “Lucite” acrylic lacquer. 


After 18 months’ exposure, car finished in 
“Lucite” still looks like new, with no more 
care than ordinary washing. 


New Du Pont LUCITE* lacquer on more and more new cars 
now in wide range of colors for perfect spot repair 


To help you cash in on spot repair of the 
many new cars finished in new Du Pont 
“Lucite” acrylic lacquer, these colors 
are made available to your Du Pont jobber 
as they come out on the new cars. There 
are now over 60 “Lucite” colors ready 
for you. 

“Lucite” can be applied with the equip- 
ment you now have . . . needs only to be 
used according to instructions to let you 
turn out repairs that fully match the orig- 
inal in color, durability and beauty. 

Be ready for this rising tide of profit- 
able new business. See your Du Pont job- 


; , . ber now for complete information about 
Test penels after 2 years’ exposure in harsh Florida sun show remarkable 


ee ac ae 
gloss retention of “Lucite” lacquer as compared with conventional finishes. Lucite. 


* Registered trademark for Du Pont's acrylic lacquer 


Du Pont Refinishing Materials 


chemically engineered to do the job better Gl PONT 


®t¢._ ys. par orf 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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Service Management 


4 Regular Monthly Section for Those Who Maintain America’s Motor Vehicles 


Backshop 





.. + by Jack Weed 


iD TRUEBLOOD one of the 
country’s outstanding outdoor 
ters, devotes some 12 pages of 
current issue of Field 4 Stream 
automobiles for fishing and hunt- 

trips. He “tears apart” the 

esses of most modern cars 
the person who must, or likes 

“get out back” and away from 

paved roads. 

He particularly “bounces” the 
lack of clearance under the mod- 
em cars and their excessive over- 
hang that makes them unsuitable 
for rutty road work. He also calls 
attention to the weakness of the 


automatic transmission in moun- | 


tain driving. 
However, he does list the fea- 


tures of four-wheel drive vehicles) 
he feels are good passenger con-| 


ear: “Made in Detroit by Careless 
Workmen.” 

We are all moaning about con- 
stantly increasing car costs, but 
nobody seems to have the nerve to 
point out that poor workmanship, 
especially on the assembly line, is 
one of the major reasons for price 
hikes, 


+ ” o> 


Extra Costs Multiply 


VERY dollar added to the cost 

as a result of poor assembly 
work winds up, multiplied several 
times, in the retail price of the 
vehicle. Manufacturers, unable to 
discipline the men who create these 
extra costs, can’t absorb them. 
They must pass it on. 

And while I do not wish to 


(Continued on Page 30, Col. 3) 


veyances for the sportsman who| 


can afford them. He also gives 
most of the station wagons and 
their camping accessories a good 
play. 

While I know the difficulties 
from an engineering and produc- 
tion standpoint of designing a sta- 


tion wagon on which balloon tires| 


@ larger wheels could be applied 
for back-country driving, due 
Mainly to the low hung fender 
skirts, I believe the company that 
@mes up with some solution to 


Providing greater clearance, espe-| 
@ally for spring travel, will get a| 
geod play from hunters, fishermen | 


the thousands of people who 
miles from paved roads. There 
@te times each year when an extra 
two to three inches of clearance 
Would be most welcome to them. 


dir Suspension Helps 


SeERELAPS General Motors cars| 
have one approach to this prob- 


im in air suspension, which allows 
the chassis and engine to be lifted 
Righ and held there while driving. 
But you do lose any semblance of 
8 “soft” ride. 


Many of my friends have older 


Gams, with good clearance and no} 
Qverhang, which they keep for trips | 


into the back country. 


I am sure that if some maker 
Would come up with an “extra” 
Rot prohibitive in price, many 
Such owners would switch to that 
Vehicle to eliminate the nuisance 
of having to keep a car just for 
such work. 


I don’t believe they would object 

t spending an hour or so on a 

nge-over” to convert their 

Wagon into a safe vehicle for back- 

ountry driving. 
* 


* *” 


Headache Relief Proposed 


] all of the hullabaloo being 
raised now during UAW nego- 
ons with the “Big Three,” I am 
e that one of the manufacturers’ 

ajor headaches—increasing costs 

ind number of warranty adjust- 
nts—could be materially relieved 
the makers could regain the 
fight to fire incompetent workmen. 

Or at least switch them, as 

Henry Ford did, from the assem- 
“bly line to shoveling coal or 
other materials in storage places. 

Some one suggested, while we 

ere driving through Texas on the 
onomy Run and observing the 
hany signs, “Made in Texas by 
2exans,” that some one should put 
this sign on the back of every new 
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Maintenance Tips . . . 


Here’s How 
Experts 
Do It 


Mechanics, order writers and 
| service managers often do not 
have time to digest factory tech- 
nical service publications and 
other service material. Here, in a 
new column, are the best tips and 
suggestions gleaned from authen- 
tic and reliable sources. 

| oo * 


|How to Save on Fuel 
we. economy can be an “open 


and shut” case in today’s auto) 


| engines. 

Opening and shutting when it 
should, the heat-control valve on 
| the exhaust manifold of an engine 
}can mean the difference between 
| getting the most mileage out of a 
|gallon of gasoline or wasting it, 
Chrysler Corp. service engineers 
| pointed out. 

This makes the heat-control 

(Continued on Page 34, Col. 1) 


FEDERAL TRADE COMMIS- 
SION hearing examiner has| 





decided that price differentials for | 


distributors of automotive replace- 
ment parts are permissible if the 
manufacturer can show cost justi- 
fication based on volume. 

The approval, the first ever 
granted in the industry, was 
made by Examiner Earl J. Kolb 
in a case involving Thompson 
Products, Inc., Cleveland. 

Kolb ruled that different prices 
charged Thompson’s franchised 
distributors under its nonretroac- 
tive purchase bonus plan were 
justified. The plan provides for 
rebates up to 10 percent on dis- 
tributors’ annual purchases. 
Thompson was cited by FTC on 
three major counts: Purchase- 
bonus plan which had been called 
discriminatory; sales to buying 
groups, and differences in prices 
charged distributors: and original 
equipment manufacturers. 

There was no issue on the 
second count — sales te buying 
groups — since Thempson had 


Parts Price Differentials _ 
OK if Justified, FTC Says 


Safety-Check Can Boost 


Year-Round Shop Work 


EALERS who are participating in the National Safety | 


Check, sponsored by the Inter-Industry Highway 
Safety Committee, with the aid of tire dealers and Look 
magazine, are finding, as in past years, approximately every 
fifth vehicle has one or more faulty item 


labor and parts are needed to 
put the vehicle in safe driv- 
ing condition. 

Dealers who are not cooperating 
in this national effort to make| 
streets and highways safer are| 
missing the opportunity to take ad- 
vantage of a tremendous promo- 
tional program put on by car and 
parts manufacturing companies, | 
trucking companies, local boards of 
commerce, luncheon clubs, news- 
papers and radio stations. 

All of these are “conditioning” the 
prospect for the dealer who wants 
to take advantage of this annual 
event to not only join an event that 
is basic to his business but also 
has all of the elements that can 
help put his dealership in a better 
profit position at a time when he 
needs the extra revenue badly. 

If it does nothing else but 
shake the dealer and his service 
organization out of bad habits of 
thought as regards the service 
operation, participating in this 
national event can be worth 
thousands of dollars to the dealer. 


Without some such stimulus, 
dealers’ servicemen and dealers 
themselves get in the habit of deal-| 
ing with all service customers in| 
practically the same way, and do 
it over and over again. 

This can become a dangerous) 
habit. It can lead to loss of business | 
and customer good will. It can 
lead to sloppy shop management. | 

> ° > 

T CAN allow costly practices to! 

creep into the routine of the| 
business and become such a fixed) 
routine that they remain unques-| 
tioned, until some incident or pro-| 


® 


= 


altered. This is particularly true of | 
car and truck owners. Outside in-| 
fluences are always at work that 


affect their reactions. 


Dealers and dealers’ shop men 
who meet the public can hardly 
afford the luxury of routine habit, 
especially when the lack of think- 
ing in the interest of increasing 


| 


volume and decreasing costs of | 


service operations are concerned. 


Yet thousands of dealers, who 
are crying about the loss of profits 
and who may be facing a serious 
financial crisis, seem to think they 
can afford the luxury of paying 
from $12 to $18 per day for the 
privilege of parking their personal 
car in a stall in the service depart- 
ment. 

Other thousands allow a wreck 
job to “eat its head off” sitting in 

(Continued on Page 32, Col. 1) 


Safety-Service Tiein . . 


Ready, Aim— 


Aiming headlights is ao fast and profit- 
able safety-service function often neg- 
lected by dealers in the post, but re- 
emphasized this year by General Motors’ 
continuing Aim to Live compaign. One 
dealer replaced headlights in a third of 
the cars he took in for aiming. 

> > > 


Aiming Plugged by GM 


Eprror’s Nore: This is the sizth 
in a series of articles on how 
dealers can build service and 
sales by promoting safety. 

> « * 


By Maynard M. Gordon 
News Editor 
WaT s-orve headlamp  ad- 
justments a day, with about 
one-third involving replacement of 
defective units, would boost any 
dealer's service revenues. 


A Buick-Pontiac dealer in Min- 


Live month, Memphis police 
| ordered 100,000 Aim to Live stick- 
| ers to assist a compulsory head- 

light aiming pro 

Alabama state police dictributed 
5,000 pieces of Aim to Live litera- 
ture at official state inspection sta- 
tions. Indiana state police promoted 
|the campaign on their statewide 
television program. 
| Connecticut Gov. Abraham A. 
Ribicoff, chairman of the gover- 
|nors’ traffic safety committee, ac- 


gram that changes thinking comes) nesota has been doing just that|Claimed the GM program as one 


along to make the dealer, his| 
service manager and his order} 
takers begin to think. | 

People change, circumstances are} 


| 


discontinued the practice before 
the hearing was held. 


Kolb ruled against Thompson on 
|the third count, declaring that 
prices charged vehicle makers were 
disadvantageous to Thompson dis- 
| tributors. Thompson said it would 
| appeal this ruling. 

| In reporting on the case, two 
groups with different interests 
| stressed opposite views. 

The Motor & Equipment Whole- 
salers Assn, based its article on the 
ruling against Thompson. 

“FTC says automotive manu- 
facturers must sell replacement 
parts to autometive wholesalers 
at same prices granted car 
manufacturers, that lower prices 
granted by Thompson Products, 
Ine., to GM, Ford and Chrysler 
are unlawful,” the MEWA article 
was. headed. 

An article by the National Stand- 
ard Parts Assn. emphasized the 
importance of FTC approval of 
cost-justified priee differentials to 
the replacement parts industry. 

The FTC examiner accepted a 
Thompson cost study justifying a 
(Continued on Page 38, Col. 3) 





this year during General Motors’ 
successful Aim to 
Live safety cam- 
paign. He wisely 
used aggressive 
local promotion 
to abet what GM 
was using on the 
national level. 

“Where many 
dealers g0 
wrong in this safety business,” 
a dealer association manager 
said, “is in failing to tie in locally 
with national campaigns, The 
May Safety-Check is one ex- 
ample of this failure in commu- 
nity after community.” 

GM’s campaign for periodic 
headlight aiming and prompt dim- 
ming realize the need for giving 
local dealers and service stations 
proper emphasis. 

A $100,000 safety slogan contest 
that ended Apr. 30 not only offered 
16 GM cars as prizes — incentive 
enough—but also made local Aim 
to Live headquarters pickup points 
for entry blanks. 

7 * a7 
aera regional meetings 
were held to spread the word 
of the Aim to Live campaign. A 
total of 640 governors, mayors, ve- 
hicle administrators and _ safety 
leaders attended. 

That such a campaign was direly 
needed was shown at one local 
meeting, where headlights of 
guests’ cars were checked. Only 
one pair of headlights out of 35 
cars checked was in focus, 

In Englewood, N. J., March 
was officially proclaimed Aim to 


|which would save many lives. 
| o 7 > 
M PRESIDENT HARLOW H. 
CURTICE said 15,000 lives 
would be saved annually if the 
night accident rate could be cut 
to the daytime average on miles 
driven. 

Curtice gave dealers a servicing 


= |point by recommending two head- 


| light adjustments a year for every 
car, regardless of whether it had 
two or four headlights. 

Although headlight aim is 
checked on all new cars, impacts 
while parking, normal road shock 
and “settling in” on suspension 
systems can vary the aim ef a 
headlamp by a fraction ef an 
inch, he explained. 

This fraction, he explained, can 
mean lights aimed too far to either 
side, or too high or too low for 
safe vision. Up to 80 percent of the 
light needed for safe driving is 
lost under these conditions, he said. 

GM intends to continue its Aim 
to Live promotion, thereby giving 
dealers in all lines a profit peg 
for adjustment or replacement of 
a vital safety component. 


* * * 


Headlight Aiming Termed 
Vital in New Dual Units 


ETROIT.—The dual headlight- 
ing system, properly aimed, 
gives night-driving motorists the 
best roadway illumination yet 
achieved by automotive lighting 
engineers, the Automobile Manu- 
facturers Assn. has said. 
But the association puts heavy 
(Continued on Page 32, Col. 5) 














take away any of the stigma from 
the dealer whose “pre-delivery” 
is a “lick and a polish,” or maybe 


own operations in many instances 


the higher car costs. 


Perhaps if AMA would 
our Congressmen of the average 


can’t set up a workable quality 





into pending labor legislation that 
Ford Parts Managers Meet— would canta factories to fire, or 
Fourteen parts sales managers representing the 7,000 Ford dealers throughout the change the job, of a careless work- 
U. S. met with Ford division officials for a three-day session in Dearborn. Theme of the 
meeting was, “good service sells cars and trucks."’ Front row, from left, Morris Arkin, 
Detroit; Wayne White, St. Cloud, Minn.; James McKnight, Montgomery, Ala., and Frank 
Gregory, los Angeles, who wos named group chairman. Second row: William Kirk- 
patrick, Cleveland; James Greene, Kansas City, Kans.; Donald Anderson, Altoona, Pa.; 
Cc. C. Wittenberg, Madison, Wis.; H. L. Jones, Tulsa, Okla., and Charles Powell, | 
son, Miss. Third row: Claud Drauvgn, Fayetteville, N. C.; Ray Bade, Bremerton, Wash.; dian 
Ernest Ward, Boston; Paul Depke, St. Louis, and Arthur Goebel, Anoka, Minn. plant in Detroit with its eyes on 


* * * 


Tractor Firm Dedicated 





is one of the reasons for some of 

| 
inform | 
increase in cost by makers who} 


control because of union restric-| 
tions, something might be written 


man without bringing on a strike. | 


ATTENDED dedication cere-| 
monies of a 112-year-old Cana-| 
firm that has built a modern | 


Backshop . . . .. «ck weed 


(Continued from Page 29) 





not even that, I believe the pub- | 
lic is entitled to know that the | 
factory’s inability to control their | 


| 
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farm-implement market. 


This firm, Massey - Ferguson 
Co., with headquarters in To- 
ronto, claims first place in world 
production of tractors and com- 





Tests Find Headlamps 
Lighting Wrong Places 

BUFFALO, N. Y—Many West- 
ern New York motorists, most 
of whom thought their cars were 
in safe condition, learned that 
their headlights were throwing 
light on many things except on 
the path along which they were 
travelling. 

Sixty-five cars passed through 
the free checking station set up 
by the Junior Chamber of Com- 
merce at the Central Park Shop- 
ping Plaza, but only four passed 
the test. The others needed head- 
light adjustments. 





REPAIR 





HERE'S THE MOST MODERN, most useful repair stand available 
anywhere . . . designed to meet all the dealer’s service needs — now and 
in the future ! 


THE BASIC MaANzZEL STAND Engineered and built for faster, more 
profitable service, with the utmost in safety and less mechanic fatigue. 
For all passenger car engines 
servicing | rear axles 


Manzel Superiority in Every Feature: ¢ Simple, compact design 
e Rugged tubular construction e Stronger — more rigid e Lighter in 
weight — 165 lbs. e Easy-rolling casters ¢ Full 360° rotation e Positive 
floor locking device for stability. 





315 Babcock Street 
Buffalo 10, New York 


Factory-authorized supplier tor 
FORD, EDSEL, MERCURY, LINCOLN 


For Complete details of this outstanding Manzel Repair Stand, write... 


and CONTINENTAL 


i — 
| bines and is flirting with thirg 
place in the farm implement ang 
tractor industry in this country, 


Massey-Harris Co., Ltd., the par. 
ent company, took over Johnson 
Harvester Co., Batavia, N. Y., about 
1908 and in 1928, with the acquigj- 
tion of the Case Plow Co., launcheq 


first place in the U. S. tractor-and-| Massey-Harris Co. as a U. §. sub- 
sidiary, with headquarters in Rg. | 


cine, Wis. 


The firm bought Ferguson Trac. 
tor Co. in 1953, and this 
changed the name to Massey-Fer. 


guson Co. and enlarged its Detroit | 


plant facilities. 


Coincident with the building of 
the new plant, Massey-Ferguson 
took a fresh look at its merchan- 
dising program. Massey-Harris Co. 
had operated with factory branches 
which supervised dealers. Ferguson 
Tractor Co. operated with distriby- 
tors and dealers under them 

* * * 


Marketing Setup Revised 


HE “new look” at Massey.- 
Ferguson combines one line of 
tractors and a full complement of 
farm equipment, all to be sold by 
direct dealers. The 19 branches wil] 


be maintained as warehouses and | 
delivery points to serve the dealers, | 


Additional dealers will be added in 
the U. S. 


Last year the company’s North 
American sales increased 19 per- 
cent, as against a worldwide sales 
increase of 12 percent. Two-thirds 
of its output goes to foreign 
countries. The company operates 
six plants in Canada, four in the 
U. S., two in Germany and one 
each in England, Scotland, 
France, Australia and South 
Africa. 


The single-shift capacity of 
Massey-Ferguson’s Detroit plant is 
250 tractors, approximately one 
every two minutes. A total of 1,200,- 
000 Ferguson system tractors have 
been produced and sold, 500,000 
which have been supplied to the 
U. S. market. 

> . = 


Wholesaler Parley Is Tops 


G= a note from my old friend 
Don Phillips, Paul Automotive, 
Inc., Lansing, that the recent Mich- 
igan Automotive Wholesalers con- 
vention in Grand Rapids was the 
best this group ever had, with over 
300 in attendance. 

He said President Fochtman 
and his aides rigged up a very 
entertaining and educational pro- 
gram that covered taxes and the 
need for more trained men for 
jobbers. There also was an “Op- 
portunity Clinic,” a panel com- 
prising four manufacturers, four 
jobbers and one distributor. 

My old friend Pete DePaolo has 
gone into business under the name 
of DePaolo Engineering Co., Long 
Beach, Calif. He is pushing a re- 
cently engineered “500” Turbo- 
Injector—in plain language a top 
oiler that will fit any engine. Of 
course, Pete would have to wring 
in the “Indianapolis castor oil 
flavor” to his products. 


Do you know anyone looking for 
a small manufacturing building of 
approximately 3,500 square feet lo- 
cated in a restful, smoke-free com- 
munity in middle Michigan? If you 
do, have that person get in touch 
with Ray Chamberlain, ex-NADA 
convention manager, at his home 
and place of (real estate) business, 
Spruce, Mich. 


Ray was in the other day doing 
a good Samaritan job for the super- 
visors of his township who wish to 
attract an industry to their area. 





Safety-Check Measure 


Advances in Rhode Isiand 
PROVIDENCE.—A _ compulsory 
periodic motor vehicle inspection 
bill was passed by the Rhode Island 
House and sent to the Senate. 

The measure calls for inspection 
of all motor vehicles more than one 
year old at least once and not more 
than twice a year, at stations certi- 
fied by the state registrar of motor 
vehicles and operated under his 
regulations and policing. Fourteen 
— states now have inspection 

ws. 


Similarly advanced in the Rhode 
Island Legislature was a bill to 
appropriate $125,000 to help finance 
driver-training courses in all high 
schools and require that after July, 
1961, all driver applicants under 18 
shall have passed such a course oF 
its equivalent given by a private 
driver training school. 


year ® 
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vice-president and parts manager speak! 


*”"From @ management standpoint, we have found Borroughs *’Since we have used Borroughs Bins, our change-over time 
Bins to be extremely satisfactory . . . they have helped us _has been decreased by one-third; and, of course, with parts 





~~ cut our overhead by more ways than one.” and parts sizes changing as frequently as they do these 

Ra. & days, Borroughs Bins have certainly been a blessing to the 
LUKE H. BOLTON Parts Manager.” 

rac. | Vice-President, General Manager CHARLES LAGANA, Parts Manager 

bar f J. D. BALL FORD, INC. J. D. BALL FORD, INC. 

rete i *Excerpts from letters written to Borroughs Manufacturing Co. 





These Borroughs 
warehouse distributors 


are at your service... 


LOUIS A. ALEXANDER CO. 
264 W. Beacon St., Watertown 72, Mass. 
Watertown 4-4140—4-7204 
AUTOMOTIVE BIN SERVICE CO., INC. 
10040 Freeland Ave., Detroit 27, Mich. 


Webster 3-6445 
20 East North St., Buffalo 3, H. Y. 
Elmwood 7047 
1220 Richmond, Cincinnati 3, Ohie 
Main 1-5975 
8905 Loke Ave., Clevelond 2, Ohie 
Olympic 1-6620 
54 West 30th, Indionapolis 8, Ind. 
Talbot 7503 
204 Builders Bidg., Louisville, Ky. 
WAbash 2783 


BINS & EQUIPMENT CO., INC. 
1918 Buford Highway, WE., Atlonte 9, Ge. 
TRinity 2-3576 


BORROUGHS MFG. CORP. 


121 Vorick St., New York 13, #. ¥. 
Algonquin 5-1477 


THE BROWER CO. 


114 Virginia St., Seattle 1, Wash. 
MUtvel 0464 
1616 0.W. Glisen, Portiend, Ore. 
CApital 86-8774 
TACOMA ASBESTOS CO. 
25th and Holgate, Tecoma, Wesh. 
MAin 1175 


W. W. CANNON CO. 


9739 Denton Dr., Dallas 28, Tex. 
Fleetwood 7-2846 

1961 Winter St., Heuston, Tex. 
PReston 7688 


Borroughs adjustable dividers & & caamamien oa 


the * snap into position any place you EXpress 2138 
Borroughs sliding shelves want them . . . designed to permit 
adjustable without bolting . . . they easy access to parts. EAST COAST DISTRIBUTING CO. 


slide in and out instantly, on 114” 
centers. 


BURROUGHS = BINS 


should be a part of your parts dept., too! 
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Sa Rol Pao 


Cut your dollar investment 
and increase your profits by 
maintaining EASY balance of 
inventory. Cut “hide-and- 
seek” routine. Reduce inven- 
tory and have every part in 
proper place, and you will cut 
time in preparing orders and 
finding parts to make sales. 
Cut possibility of overstock- 
ing and obsolescence. Write 
to Dept. (B) for more ways to 
cut costs and make more 
profits in your parts depart- 
ment. 


~ 
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BIN “P” BIN “F”’ BIN “T” BIN “M” 
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A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH BURDICK aliif. KALAMAZOO, Mi 
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Kilgore, Texas—Colton, California) (General Spring Products, Ltd.—Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New 


Manufacturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes. 


327 Hopkins Rd., Baltimore 12, Md. 
Dtexel 7-8042 


1580 Hl. 52nd St. Philedelphic 31, Pa. 
GReenwood 7-4444 


EQUIPMENT PLANNING, INC. 


3819 West Fond du Loc Ave, Milwaukee 16 Wis. 
Mi 20145 


FISHER CORP., LTD. 


177 S. King St., Honclulu, Howell 
Telephone 6-234] 


WHLIAM A. GORE CO. 


1834 Adeline St., Ouklend 7, Calif. 
TWinesks 3-7233 

1732 Ist Ave. S., Seattle 4, Wash. 
MUtuel 1251 


GREEN-PENNY CO. 


4188 E. Noakes St., Les Angeles 23, Calf. 
Aligelus 8-337! 


FELIX F. LOEB., INC. 


8810 S. Vincennes Ave., Chicege 28, I 
HUdson 3-5353 


METAL PRODUCTS CO. 


359 Medison Ave., Memphis 3, Tenn. 
Jackson 7-8572 


704 Broadwoy, Konses City 5, Ma. 
HArrison 1-7670 


1236 S. 13th St., Omaha, Hebr. 
2315 University, Des Moines, lowe 


SIGGINS EQUIPMENT CO., INC. 


901 S. Boyle Ave., St. Louis 18, Me. 
JEfferson 3-8822 —3-8042 


SPARKMAN-BARKER CO. 


505 Sante Fe Dr., Denver 4, Cole. 
KEystene 4-1328 


WICKWARE-STACKBIN, LTD. 


Bex 220, Billings Bridge, Ont., Canada 
(Ottewe) CEntral 4-8188 


BORROUGHS MANUFACTURING COMPANY 


CHIGAN 


@mp Plants and other Subsidiaries: (American Metal Products Co.—Detroit, Michigan—Union City, Tennessee) (AllianceWare, Inc,—Alliance, Ohio— 


Jersey) 
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In Service Department 6:06 


Safety-Check Can Hike Volume 


(Continued from Page 29) 


a service shop stall waiting for a 
part or the go-ahead from the in- 
surance company. 

* * 


Stall Worth $30-$45 Daily 


VERY work stall in a dealer’s 

shop is worth from $30 to $45 
in gross business to that shop. 
Based on a normal gross profit, it 
is worth from $12 to $18 gross 
profit to the dealership per day. 

It is worth that or more, if only 
used as the second stall for an 
ambitious technician working on/| 
the proper incentive basis. 

Thousands of franchised dealers 
put the cheapest man on their 
shop payroll in the best “profit 
opportunity” spot in their shop, the 
lubricating hoist. 

Here, the good mechanic and 
smart workman has to look at 
hundreds of profit opportunities 


+ 





as he does his normal job of 


lubricating the vehicle and can 
channel thousands of dollars 
worth of work to the shop. 


Many dealers are losing hundreds | 


of dollars worth of profitable serv- 
ice work to the filling stations and 
garages because they haven’t a 
good enough man on the hoist and 
an incentive program that makes it 
worth his time to call attention to 
needed work to the service man- 
ager, order writer or the customer 
himself. 
* * > 

~~ have found that by 

actively soliciting regular chas- 
sis lubrication and selling the 
associated services, a trained lubri- 
cation man can add approximately 
$29.96 worth of business for every 
customer’s car that is put on the 
lubrication hoist. 


With 100 regular customers, that 
can mean an extra $3,000 worth of 
business developed from this one 
department. 

By actively selling oil changes, 
oil filters, mufflers and tailpipes, 
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fan belts, wiper blades and other 
items that the lube man has to 
work around, and look at, on 
every job he handles, this amount 
can be increased by $51.39 per 
customer per year. 

Other related services such as 
battery charging, tire and tube 
| repair, wheel balancing and front- 
j}end alignment can increase this 
|“take” from the customer on 
“needed” services alone by another 
$20.27. 


* * * 


Volume Up $187.91 a Car 
i? FACT, a good lube man work- 
ing under the proper arrange- 


in the department can be expected 
to get approximately $187.91 worth 
of work per customer that now goes 





Oil Co. who developed these figures. 


|13 jobs per day will bring in at 
'least $1,300 worth of lube work 


| increase 


ment and with the proper followup | 


to the corner filling stations, ac-| 
cording to the experts of the Shell | 





| Another source claims that one) 
| good lube man on one hoist doing | 


alone and show a gross profit of 
$520 per month from this “customer 
attraction” department without 
counting on the other work that 
can, and should, be sold from the 
hoist. 

While the extra business that 
is available, due to the “push” of 
thle National Vehicle Safety- 
Check, will not come in auto- 
matically and will take some 
planning and programming to 
bring it in in volume, this pro- 
motion and a “get ready for 
summer driving” theme promo- 
tion, can change many a “dead” 
shop into a hive of activity, even 
in days of economic stress such 
as we have been going through. 
The proof of this is seen in the 
in both jobber and re- 
placement parts business. 

It may take more than just a 
readjustment of the “approach to 
the customer” thinking to do a job 
of promotion that can change the 
situation in many dealers service 
departments. 

* = > 
N MANY, it will take some time 
and thought by the dealer him- 


self in seeing that his own depart- Customers 


ment is put in order and being 
run properly. 
Then too, the dealer may have to 





For STOP control, sell Gabriel shock control 


Give your customers maximum protection on sud- 
den stops . . . install Gabriel shocks. Gabriel’s posi- 
tive control of wheels and springs eliminates dip and 
dive dangers . . . helps keep the car stable in emer- 
gency stopping situations. And Gabriel’s positive 
action gives your customers a safer, more comforta- 
ble ride on rough roads, curves . . . under any driving 


conditions. 


Only Gabriel’s complete line lets you offer full- 
range ride control service—for any car, any type 
suspension . . . exclusive AjustOmatic, adjusts for 


THE GABRIEL COMPANY, CLEVELAND 15, OHIO 


Other divisions: Ward Products Corporation, auto- 


motive and mobile 


Electronics, aircraft and surface radar antenna systems; 
Bohanan Manufacturing Company, missile and air- 
craft force ejection systems; International Couplings, 
Incorporated, industrial hose couplings. 


communications antennas; Gabriel 





soft, normal or firm ride — HydrOshox, for average 
driving — Silver E, for hard driving and rough roads 
with heavy loads — Model F Extra Heavy Duty, for 


trucks, buses and trailers. 


Set yourself up as Gabriel Shock Absorber head- 
quarters . . . it’s the easy way to extra sales, added 
profits. Ask your jobber salesman for effective, color- 
ful point-of-sale helps . . . steering wheel tags, jumbo 
easel display, mechanics’ caps, counter cards, window 


posters . . . and Go Gabriel! 


CNabriel 


SHOCK ABSORBERS 






|habit of “snubbing” the owners of 





| mum. 


|to bring in a new service customer. 


| workmanship to hold them after 


|can be made to do a low-cost job 
lof bringing in potential new serv- 











reach out and invite more g 
cars into his shop for se 
Many dealers have gotten into t 
habit of excluding older cars frg 
their service promotion lists, 

Figures show that approximateh 
70 percent of these older 
patronize service outlets other than) 
dealerships, yet 64 percent of thege| 
owners, in an unbiased survey, in. 
dicated they rated dealership sery. 
ice from good to excellent. 

The same survey indicated that 
late model cars, the ones the 
average dealership relies on for 
most of its customer labor and 
parts sales, averaged only $2.69 
labor per repair order while cars 
three years old and older aver. 
aged $11.20 per ticket. 

It appears from these figures 
that dealers have gotten into the 









can 







































































these older cars and perhaps right) 
now is a good time to revise the 
thinking on this point as well. 

Most dealers cannot afford to 
“snub” the highest potential profit 
work that could be done in their 
shops. 


* * * 


at $17 Apiece 


oa is a growing belief in 
many quarters, too, that the 
shop that is active in promoting 
a higher volume of customer labor 
work is a shop where the work is 
done better, customers are “wooed” 
and “come backs” are at a mini- 


Top ranking service promotion’ 
people claim it costs from $6 to $17 


It takes courtesy and good 


they come in. 
The May Vehicle Safety-Check 


ice customers in volume. 

It then will be a test of good 
dealer management to keep them 
as regular customers. 


Headlight Aiming 
Termed Vital in 
New Dual Units 


(Continued from Page 29) 


emphasis on the words, “properly 
aimed.” 

“All the improvements engi- 
neered into headlamps can be 
thrown away by poor aim,” AMA 
declares in a new booklet. 

The publication, called “Aiming 
the Dual Headlighting System,” is 
an authoritative, detailed guide 
book for the automotive service 
trade. 

It was prepared under the super- 
vision of AMA engineering com- 
mittees responsible for the coopera- 
tive headlighting developments of 
the last two decades. Its purpose, 
the AMA says, is to help motorists 
receive all the driving safety and 
comfort their headlights are de 
signed to give. 

* 


Tes AMA cooperative engineer 
ing work, participated in 
both motor vehicle and headlam 
manufacturers, has produced 
basic Sealed Beam headlamp de 
sign introduced in 1939, the 1953 
improved design, and finally the 
dual system. 

The “how to aim” booklet point 
out that different procedures mu 
be used in aiming single and dual 
unit systems. 

It shows, however, that with — 
the new mechanical aiming de- ~ 
vices, aiming is relatively simple. 

The book also describes heac 
lamp design, explains the need fe 
accurate aiming, and briefly re 
views the history of headlightini 
progress. 

A fundamental goal in automo 
tive headlighting, it states, 
been to give the driver maximum 
illumination of the roadway, with= 
out at the same time creating se 
ous glare for approaching drive’ 
This has made it necessary to pro= 
vide two light beams—an “upper = 
beam and a “lower,” or “passi 
beam. 

In recent years, growing traff 
densities have reduced the tim 
motorists are able to use the f 
illumination of the “upper” beam. 
Consequently, headlighting develop 
ment efforts have been concen 
trated on increasing the seeing dii 
tances of the “lower” beam. 


x 








Gwatney Chevrolet Opens 

Harold Gwatney Chevrolet Co 
has been opened in Jacksonvillé 
Ark., by Harold Gwatney. 4 
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Maintenance Tips... 
Here’s How Experts Do It 


(Continued from Page 29) 


valve a “must” on any car own- 
er’s spring tuneup check list, 
they add, and is one of the first 
key ae parts Chrysler Corp. 
dealer service departments check. 
Purpose of the valve is to con- 
trol the flow of hot gases through 
a@ special passage in the intake 
manifold. When the engine is cold, 
the valve should be closed so that 
the hot gases pass through the in- 
take manifold hot spot and shorten 
engine warmup time. When the 
engine has warmed up, the valve 
should open automatically to give 
peak engine performance. 

Servicemen use a special solvent 
to keep the valve operating freely. 
Experts recommend checking the 
manifold heat-control valve on all 
cars at each 1,000-mile chassis lu- 
brication and most certainly at 
spring tuneup time. — CHRYSLER 
Corp. 































+ 
Right Warmup Procedures 
ARY racing of cold 
engines should be avoided to 
allow proper circulation of lubri- 
cants. Champion Spark Plug engi- 
neers say this is especially impor- 
tant on engines equipped with 
hydraulic valve lifters. If the lifters 
are partially empty, for example, 
when the engine is started, run- 
ning at high r.p.m. immediately 
could force the plungers into a 
cocked position in the lifter bodies, 
they say. 
Some authorities also recommend 
that a new or rebuilt engine be 
cranked for a minute or two, with 
the spark plugs removed prior to 
actual starting. This permits the 
oil pump to fully fill the lifters and 
the various lubrication passages, 
thus avoiding excessive engine 
wear during the first dry start.— 


CHuampwon Spark Prive Co. 
* > . 


Chrysler Fuel Supply 


r ENGINE sstalling, failure to 
start after stalling, cutting out 
on acceleration or any other indi- 
cation of insufficient fuel is experi- 
enced on Chrysler or Imperial cars, 
it is suggested that the fuel-filter 
element be inspected for a possible 
plugged condition before proceed- 
ing with further trouble shooting. 


The new superfine element, iden- 
tified by its pink or blue color, is 
used on the late 1957 production 
models of Chrysler and Imperial 
cars and is positioned at the car- 
buretor. It also is used on the 1958 
models and is mounted at the fuel 
pump. This filter was designed to 
reduce the possibility of carburetor 
oaans by providing better filter- 
ng. 

Since improved filtering means 
trapping more dirt, the superfine 
filter will require more frequent 
servicing. In the event that the fil- 
ter cannot be cleaned satisfacto- 
rily, it should be replaced with a 
new element and gasket.—CHEeK- 
Cuaret Service Buiverin. 

7” a 


New Manual Transmission 
' NEW manual transmission 
which entered production in 
February provides more positive 
detent feel, approximately 25 per- 
cent shorter shift-lever travel and 
equalizes shifting effort into all 
gear ranges. The new transmission 
reduces the possibility of partial 
gear engagement. 

These advantages are made 
possible by the use of a new 
transmission housing and cover, 
wider low and reverse, and idler 
gears, new shift rods and levers 
and a revised gear ratio. The 
various transmission 


rods 
and levers are not interchange- 
able with those used in earlier 
transmissions. 


A comparison of gear ratios for 


2 Olds Deals Cancelled 


The termination of two Oldsmo- 
bile franchises in the Upper Mid- 
west has been announced. The 
dealerships are Van Sickle Motor 
Co., Olivia, Minn., and John Erick- 
son Motors, International Falls, 
Minn. 


the new and the previous transmis- 
sion are as follows: 


Heavy Duty 
ore ; 
1st.—2.5 1st.—2.3 1st.—2.3 
2nd.—1.68 2nd.—1.55 2nd.—1.55 
With © 
Ist.—2.5 1st.—2.5 1st.—2.12 
2nd.—1. 2nd.—1.68 2nd.—1.43 


Letters used for identifying the 
new transmission are as follows: 
6-Oyl. 8-Cyl, 
Standard—LA All—_LB 
‘Heavy Duty—LO Overdrive—LD 
Overdrive—LD we 
These numbers are stamped on 


the machined surface on top of the 
transmission case, just in front of 
the cover. — PiymoutH TecHNICcAL 
Propuct INFORMATION BULLETIN. 


* * . 


Test for Finishes 


paint combination number 


I on the body identification plate 
signifies whether the factory- 





applied finish is acrylic or standard-| flat-shaped nozzle and — 


line lacquer. 


performed on an _ inconspicuous 
area such as under the hood or 
edge of door pillar facings or on 

an area to be repaired. 

Rub the paint surface with a 
cloth soaked in _ trichlorethylene 
solvent (such as duPont “Dry 
Clean” or its equivalent). If the 
paint readily dissolves and dis- 
colors onto the cloth with a mini- 
mum of rubbing, the paint is acry- 
lic. If it does not readily dissolve 
and appreciably discolors the cloth, 
the paint is standard lacquer. 

* = * 
Windshield, Window Squeaks 

F WINDSHIELD or back win- 

dow squeaks are encountered in 
the field, the condition may 
caused by the glass movement in 
the rubber channel and/or by the 
rubber channel movement against 
adjacent reveal and garnish mold- 
ings. 

To eliminate the squeaks, proceed 
as follows: 

1. Use a sealing gun with a 








black weatherstrip adhe- 
sive between the glass and the 
inner and outer lip of the rubber 


Norg: When applying cement to 
the inner lip of the rubber chan- 
nel, it may be necessary on some 
styles to remove the garnish mold- 
ing to obtain an effective seal be- 
tween the glass and rubber chan- 
nel. 

2. If the squeaks are still pres- 
ent after performing Step 1, ap- 
ply silicone lubricant between the 
affected garnish or reveal molding 
and the rubber channel.—Bvuick. 

+ * * 


Spare-Tire Instructions 

a, HAS been brought to our at- 
tention that some dealers have 

welded spare-tire hold-down brack- 

ets in the floor well on the 1958 

station wagons. 

Hold-down brackets are no 
longer installed in the tire well. 
The spare tire is held in place 
by following these steps: 

1. Place the tire in well with the 
deep side of wheel up. 

2. Place the base plate and block 


in the right forward corner of well. 


———, 


3. Place the lifting pad of jack 
in bolt circle of wheel. 

4. Place jack cam in raising pogj. 
tion and operate handle until suf. 
ficient pressure is exerted to hold 
tire firmly in place. 

5. Remove jack handle and place 
behind tire. — DopocGe Tecunicy, 
Service BuLLgtIn. 

+ * + 


Edsel Transmission 
ASS to a recent Edsel] 

Technical Bulletin, it is re 
ported that the starter circuit may 
be energized momentarily during 
N to R shifts on Teletouch drive 
cars equipped with backup lights, 
When the condition exists, momen. 
tary energizing of the starter will 
occur during any shift that passes 
through these two positions. 

The following tests should be 
made to determine if this condi- 
tion exists, even though the 
starter cannot be heard to oper- 
ate: Connect a test lamp from 
red wire with the blue terminal 
on the starter relay to ground 
With the ignition switch turned 
on, depress N and then R button. 
If test lamp lights, there is cur- 

(Continued on Page 35, Col. 3) 


NOUNGING 
DELCO 





SUPER dd | 


HEAVY-DUTY BRAKE 
FLUID 


New Delco SUPER 99 offers heavy-duty braking protection at economical 


cost! This outstanding new brake fluid has the high minimum boiling 
point—350° F. and above under operating conditions*—that safe braking 
requires with today’s faster, heavier cars. But best of all, while the boiling 


point is high—the price is low! 


And Delco SUPER 99 brake fluid flows freely at —60° F.! It is chemically 
and physically stable, and compatible with all brake system rubber and 


metal parts, as well as other quality brake fluids. 





Order new Delco SUPER 99 brake fluid today! Available through the 





United Motors System or the Chevrolet Division in convenient 12-o0z. cans, 
or in a variety of other sizes, up to 54-gallon drums. Sell and use Delco 
SUPER 99 brake fluid with the confidence that it provides heavy-duty 


protection in excess of SAE‘ specifications. 


DELCO SUPER 11 Brake Fluid 


Improved with HTD for Maximum 
Protection in Excess of 400° F. 
Under Operating Conditions*— 
There is No Better Brake Fluid! 











ReREV SES 


7B 





Maintenance Tips... . 







rent to the starter relay and the 
starter will operate momentarily. 


To correct this condition, reverse 
the two backup light wires at their | 
bullet-type connectors adjacent to 
the master brake cylinder. 

In attempting to reverse the 
wires at the connectors, it may be 
necessary, in some instances, to re- 
place a female terminal with a 
male terminal to provide the cor- 
rect wiring hookup. Connect the 
yellow-red band wire to the black- 















up lamp. Connect the black-red 
band wire from the shifter motor 
rotorary switch to the black wire 
with the red female connector from 
the ignition switch, 








Wagner Plans Brake Service Clinics— 


Plans for a national program of brake service meetings were announced by Wagner 
Flectric Corp., St. Louis, at its Midwestern Area Sales Conference of branch managers 
ond solesmen, above, held in Kansas City. Aimed at raising the standards of broke | 
service work and increasing the knowledge of brake repairmen, the meetings will be 
conducted in cooperation with jobbers throughout Wagner's 23 branch office territories. | 






trouble exists in the shifter-motor 
assembly and the assembly should 
be replaced. When a new shifter- 
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Here’s How Experts Do It 


(Continued from Page 34) 


|sure the condition does not exist 
iI 
red band wire leading to the back-| 


If the preceding operations do | 
not correct the condition, internal | 








form the test procedure to make 


embly.—SuNTESTER. 


in the new ass 
* * + 


Carburetor Specifications 


NCORRECT float settings are re- 

sponsible for many carburetor 
complaints from owners of 1958) 
eight-cylinder cars. The correct) 
| carburetor float-setting procedures | 
follow: 

Holley carburetors: The float 
level is properly adjusted when 
gasoline is level with the lower 
surface of the carburetor-bowl | 
sight plugs at engine idle speed. 
If gasoline flows from the sight- 
plug openings, at idle speed, it 
will be necessary to adjust the 
float level. The dry-float settings 
are no longer considered ade- 
quate on the Holley carburetors. | 
Carter carburetors: The only) 

float-setting method recommended 








motor assembly is installed, per- 





Theme of the sessions will be “You Can't Guarantee the Work You Don't Do.” 


is the dry-float setting to 5/16 inch. 











PROTECTI 


HEAVY DUTY 


HYDRAULIC BRAKE FLUID 


CONFORMS TO SPECIFICATION SAE-70R1 
PART 5456743 or 99-6 


1 U.S. GALLON—3 IMPERIAL QUARTS. 13 BR FLUIO OUNCES-LITROS 3.765 


MORAINE PRODUCTS DIVISION 


GENERAL MOTORS CORPORATION 


DAYTON, OHIO 





‘AS 
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The correct tool number for the 
sight-plug gauge is T109-107. It is 
no longer correct to adjust the Car- 
ter carburetor fuel level to the 
lower edge of the sight-plug holes. 

Ford carburetors: The float-set- 
ting procedure for the Ford-built 
carburetor as detailed in the 1958 
Car Shop Manual, page 2-67, should 
be followed. There have been no 
changes in this procedure. 

” * + 


Wheel-Cover Installation 


_o following revised accessory 
wheel-cover removal and instal- 
lation procedures for 1958 models 
supersede those previously pub- 
lished in Product Service Letter 
P-360, Article 20. 

Installation procedure: 

1. Position the wheel cover on 
the tire-valve extension with the 
valve centered in the cover hole. 
Seat the cover on the rim of the 
wheel at the tire valve. 

2. Using the palm of the hand, 
start the wheel cover tangs into 
the wheel, working both ways from 
the tire-valve extension, simultane- 
ously. 

3. Use a rubber mallet and lightly 
tap on the outer raised ridge to 
seat the cover in place. 

The face of the rubber mallet 
must be parallel to the raised ridge 
Any angularity of the mallet will 
cause damage to the wheel cover 
between the raised ridge and the 
| outer edge of the cover. Use only 
the hand and a rubber mallet to 
install the wheel covers. 

Removal procedure: 

When removing the cover, care 
| Should be taken to prevent damage 
to the cover. It will be necessary to 





HEAVY-DUTY 


EXCESS OF 350°F. 
UNDER OPERATING 
CONDITIONS*— 

at economy prices! 


*in wheel cylinders under normal static pressures 





|] Moraine Products 


Division of General Motors, Dayton, Ohio 


pry the cover loose at one point on 
| the cover circumference. Then pry 
|} at approximately three-inch inter- 
| vals in each direction until the 
cover tangs come loose from the 
| wheel. 

| Removal of the cover by prying 
j}at only two or three points may 
| damage the cover.— Forp Division 


| Propuct Service Lerrer. 
> > > 


_A Timing Tip 

Dt beer is a timing tip that may 
be helpful in timing ‘58 Ford 
| 332 cubic-inch engines. Many of 
these engines come from the fac- 
tory with yellow paint marks on 
| the vibration damper. These are 
| placed there only for production 
and assembly purposes. 

Be sure, when timing these en- 
gines, to use the regular marks, 
scribed on the vibration damper.— 
CHamptwon Spark Prive Co. 

. > > 


Automatic Transmission Fluid 


UTOMATIC - TRANSMISSION 

fluid, just as all other types of 
lubricant, is subject to deteriora- 
tion over a period of time. Heat, 
moisture and dirt are among the 
chief causes for such deterioration. 
The rate of deterioration is directly 
related to the operating conditions 
encountered by the vehicle. 

In order to maintain efficient 
operation and proper functioning 
of an automatic transmission, the 
fluid must be completely drained 
from the transmission and torque 
converter, and the unit must be 
refilled to the proper level with 
new type “A” transmission fluid 
periodically. It is recommended 
that the transmission oilpan be 
removed and the screen thor- 

| oughly cleaned when fluid is 
| changed. 

For average or normal operation, 
| draining and refilling the trans- 
mission with type “A” transmission 
| fluid after each 20,000 miles of 
| operation is satisfactory. 

It is recommended that for se- 
vere driving conditions, automatic 
transmissions be drained and re- 
filled at 10,000-mile intervals. Some 
of the types of service where severe 
driving conditions occur follow: 
Police car and taxicab operations, 
mail-carrier operation, frequent 
heavy traffic operation in hot 
weather, frequent operation at 
higher than normal loading, such 
as the towing of trailers, or trans- 
porting heavy material on the 
vehicle. 

It is further emphasized that 
engines should not be idled for 

long periods of time with the 
transmission in gear, since this 
will cause overheating of the 
fluid. 

Special compounds which are 
claimed to eliminate sludging, im- 
prove performance or for the re- 
duction of fluid leakage are not 
approved by Chrysler Corp. and 
should not be used.—Dopce Tercu- 
NICAL Service BULLETIN. 















3) KEEP YOUR EYES MOVING 


Keep glancing near and far 
ahead; move the eyes every 
two seconds to keep from star- 
ing. Check the rear mirror 
every five seconds. Check the 
lane in back of you before 
changing lanes or if you see a 
possible delay ahead. At a 
traffic light, check cross traffic 
before starting up. On long 
trips, stop and rest your eyes 
every few hours. 





FORD FAMILY OF FINE CARS CLEARINGHOUSE 


Five Steps tol 


te AIM HIGH IN STEERING 


Glance well ahead at the center 
of your driving path; aim your 
body for the lane-center up 
ahead. At night, watch beyond 
your headlights for dark shapes 
on the road. In turning a 
corner, glance well ahead at 
the center of the turning path, 
slow down as you turn. 


© MAKE SURE THEY SEE YOU 


When you pass another car, 
first glance at its left front 
wheel; this warns you if the 
driver is starting to veer in 
your direction. If in doubt, 
delay passing and sound your 
horn. When you do pass, move 
quickly to where the other 
driver can see you. Turn your 
car lights on early at dusk. 
When you turn, move into the 
proper lane well in advance 
and signal your intention. 
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FORD MOTOR COMPANY . 


Safer Driving 


Qo LEAVE YOURSELF AN OUT 


Try to maintain at least one 
car-space between you and the 
vehicle ahead for each 10 miles 
of speed; on slippery roads, 
keep extra space in front of 
you. Go slow when seeing con- 
ditions are poor; be alert in 
changing lanes or turning cor- 
ners. If there’s trouble ahead, 
alert the driver behind by 
pressing the brake pedal to 
flash your stop-lights. In light 
traffic, avoid curb lane. 


2 GET THE BIG PICTURE 


Scan a wide, deep roadway 
scene — foreground, back- 
ground, sideground. Watch all 
objects a block ahead in town, 
a half-mile away on rural roads. 
Watch nothing in sharp detail; 
make sure you see the ground 
around each object. Glancing 
up-and-down, and side-to-side 
gives you the full picture. 





Ford Motor Company endorses Smith system 
to help good truck drivers become better 


As part of a public service program to assist Truck Fleet 
operators further reduce accident costs, the Ford Division 
is pioneering a nationwide program of safe-driving in- 
struction in major cities. 

The Fleet Safety Training Program sponsored by Ford 
Division is a series of one-week, on-the-road courses, 
being taught by Harold L. Smith of the Institute of 
Driver Behavior and the originator of the “Smith System 
of Safe Driving.”” This program is designed to help drivers 


form new driving skills and seeing habits for greater 
highway safety and is receiving wide acceptance through- 
out the trucking industry. Much of the instruction is 
being given in one of Ford’s new Super-Duty tilt-cab trucks. 

This special safe-driving program is another example 
of how Ford Motor Company helps truck users increase 
their operating efficiency. 

Another reason why it’s great to be a dealer in the Ford 
Family of Fine Cars. 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD « THUNDERBIRD ¢« EDSEL ¢ MERCURY « LINCOLN ¢ CONTINENTAL MARK Ill ¢ ENGLISH FORD LINE 


GERMAN FORD LINE « FORD TRUCKS ¢ TRACTORS + FARM IMPLEMENTS « INDUSTRIAL ENGINES 
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For Safer Driving— 

A device that flashes a warning to a motorist when another car is approaching 
too rapidly from behind was demonstrated at Ford's Research and Engineering 
Center in Dearborn for members of the Governors Conference Special Committee 
on Highway Safety. Mounted in two miniature Edsels, the device uses a photoelectric 
cell principle and a computer to flash the brake lights of one car automatically if 
a vehicle is approaching from the rear at a speed that might cause a collision. 
Ford engineers said the device is strictly experimental, but offers “possibilities” in 
research seeking to make driving safer. 





differential of 38.15 percent in| 
prices charged distributors and 
original equipment manufacturers. | 
Kolb found that 15 of 26 vehicle 
manufacturers received greater 
price advantages than the 38.15) 
percent justified differential. 
Although the other 11 received | 
less than the justified differential, 
he ruled that prices charged all 
makers could not be averaged to 
determine whether there was dis- 
crimination in favor or any ve- 
hicle maker and against the dis- 
tributors. 
| The FTC report showed that| 
Chrysler Corp. got parts for 45.05 
percent less than Thompson dis- 
tributors, while GM and Ford paid | 
43 percent less for certain parts. | 
| “This favored treatment enables | 
|the manufacturers to resell re- 
| placement parts to their franchised | 
|new-car dealers at prices which 








| location of certain warehouse 


| chanics 


| Co.’s service-tips engine demonstra- | 
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Must Be Justified, FTC Says... 
| Price Differential OK’d 


(Continued from Page 29) 





| 


Thompson’s distributors cannot} 
meet,” Kolb said. 

He said the policy violated the 
Robinson-Patman amendment to 
the Clayton Antitrust Act and rec- 
ommended that it be prohibited. 

Thompson maintained that al- 


| shipping 





Champion Says 24,000 Saw 
Engine Demonstration in °57 | 
TOLEDO.—More than 24,000 me-| 


and vocational students | 
witnessed Champion Spark Plug} 


tion last year, according to George | 
M. Galster, Champion’s service} 
manager who directed the program. 

Under the program, he said, 
seven Champion service engineers, 
utilizing single-cylinder test en- 
gines, demonstate the effects of 
operating conditions and engine 
adjustments on power output and 
spark-plug performance. | 
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| 
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new BAY-LIFT solves lifting problems so neatly that 
service shop mechanics almost start liking car designers 


Low-Boy Model Bay-Lift Slips 
Beneath Underslung Cars, Has 
Lifting Forks Adjustable Side- 
to-Side to Hit Each Car at 
Strongest Lifting Points 


Recently, the problems of auto mechanics 
in getting cars in the air for servicing have 
been multiplying. 


Compliments paid auto designers by 


mechanics have been getting fewer. 


Now, however, relations between factory 
and garage promise to get downright affec- 
tionate—thanks to the new Low-Boy Model 
Bay-Lift. Lowness of cars, narrowness of 
some foreign makes, exposure of parts 
underneath so that damage occurs when the 
car is lifted by previous methods, long 


overhang of car sections extending beyond 
front and rear axles—none of these design 
conditions presents a lifting problem for 
the Bay Low-Boy. 


Bay Portable End Lifts have long been 
the world’s most widely used pneumatic 
lifts. Their speed, greater working conven- 
ience for the mechanic, and ability to 
eliminate delays and bottle-necks in service 
shop operations account for this leading 
popularity. 

It is inevitable that this leadership will 
be extended considerably further by the 
new Bay model. Probably, it is also inevita- 
ble that you will eventually discover, first- 
hand, how a Bay can help turn out jobs 
from your shop faster, easier, more profitably. 


Why not phone your Bay Jobber for 
complete details, or write us for literature. 





DIV. OF LIFE TIME PRODUCTS CORP. 
P. O. BOX 85-A, CANFIELD, OHIO 


Bay Overseas Division, 276 West 43rd St., 
New York 36, N. Y. 
Cable Lopreh, New York 


ALSO MAKERS OF ROCKER-HEAD STANDS, RAMPS, AIR-OPERATED BUMPER JACKS 


—.. 


costs was the main point of the 
dispute. 

The company said it could sell at 
lower prices to big customers by 
large orders, thereby 
eliminating warehouse costs and 


| effecting other economies. 


Kolb also refused to allow, ag 
a cost applicable to sales to Thomp. 
son distributors but saved in sales 
to vehicle makers, a “return on in- 
vestment” measured by Thompson's 


average net profit allocated to its 
investment in its replacement di- 
vision. 

Thompson contended that in 


order to service its distributors, 
it must stock $8.5 million in parts 
it is not required to warehouse 
for vehicle manufacturers. 
Thompson said this dispute in- 
volves 227 parts sold to both dis- 
tributors and vehicle makers. The 
firm said it handles more than 20, 
000 parts. 

Kolb also disputed certain engi- 
neering costs claimed by the com- 
pany. 


Du M ont Names 


\Midwest Agent 


And 25 Dealers 


CLIFTON, N. J.—A new terri- 


|torial selling agent and 25 fran- 


chised jobbers have joined the sales 
force for Du Mont automotive test 
equipment, according to E. Eugene 
Ecklund, sales manager of the auto- 
motive test equipment division, 


| Allen B. Du Mont Laboratories, Inc. 


As selling agent for the Du Mont 
equipment, R. B. Cullins Co., 7318 


| Hardy, Overland Park, Kans., will 
| be responsible for sales program 


planning and coordinating the 
efforts of local dealers in Kansas, 
Missouri and Nebraska. This area 
formerly was covered by Edward 
Leahy, Prairie Village, Kans. 
The newly appointed dealers are 
Hutton’s, Ltd. 131 W. Eleventh, 
Calgary, Alta, Canada; Whalley 
Automotive, Ltd. 10614 135A St, 


| North Surrey, B. C., Canada; Lake 


Wales Motor Parts, 138 E. Park, 
Lake Wales, Fla.; Butler Bros. Co., 
Warren Ave., Columbus, Ga.; Schu- 
man Carriage Co., P. O. Box 2420, 
Honolulu, Hawaii. 

Bob’s Automotive Parts Co., Inc., 
214 E. Jefferson, Tipton, Ind; 
Automotive Distributors, Inc., 115 
Central, Lynn, Mass.; Charlotte 
Auto Parts, Inc., 416 N. Washington, 
Charlotte, Mich.; ATECO, 2106 
Tonnelle, North Bergen, N. J.; 
Carver's Auto Parts, Inc., Memorial 
Parkway, Phillipsburg, N. J. 

McCues Auto Parts, Inc., 68-70 
North St., Gloversville, N. Y.; 
Phillips General Supply Co., Inc. 
52 W. Main, Hampton Bays, N. Y.; 
Pirson Auto Parts, Inc., Main and 
Sweeney Sts. North Tonawanda, 
N. Y.; Salem Auto Supply Co., 511 
E. Pershing, Salem, O.; Smith Auto 
Parts Co., 407 N. W. Seventeenth, 
Portland, Ore.; Alford Parts Co., 
515 S. Irby, Florence, S. C.; Holland 
Auto Supply, Inc., P. O. Box 3156, 
Greenville, S. C. 

Southern Auto Supply Co., 247-249 
W. Market, Johnson City, Tenn.; 
Morse-Parker Motor Supply, Inc., 
809 High, Portsmouth, Va.; Pease 
Brothers, 708 Broadway, Tacoma, 
Wash.; Lincoln Auto & Radio 
Supply Co., 507 W. Lincoln, Mil- 
waukee; Modern Auto Parts, 813 
S. Eighth St. Sheboygan, Wis.; 
Mutual Truck Parts Co., Inc., 2460 
W. Clybourn, Milwaukee; J. J. 
Stangel Hardware Co., Eighth and 
Quay Sts, Manitowoc, Wis. 


96 Pct. of Exhibit Space 


Sold for Hardware Show 


NEW YORK.—Ninety-six percent 
of display space at the New York 
Coliseum has been sold for the 
National Hardware Show, a five- 
day exhibition which will open 
Sept. 29. 

More than 1,000 manufacturers 
will show some 100,000 items to 
an expected 40,000 buyers, accord- 
ing to Frank M. Yeager, managing 
director of the event. Complete in- 
formation is available from show 
headquarters, 331 Madison Ave., 
Suite 1103, New York City. 


Hubcaps Engraved Free 


LAFAYETTE, Ind. — Thirty-five 
filing stations are engraving hub- 
caps free for motorists in a cam- 
paign to reduce hubcap thefts. Po- 
lice suggested that house numbers, 
telephone numbers or owner’s ini- 
tials be used. 
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RAMBLER IS SOLD! 


“| Wouldn’t You like to Sell the Car 
= | that is Smashing ALL Sales Records? Again, In April... 


nth, 
- ® Rambler sales continue to smash ® Rambler dealers sell the car that's R A MBLES 













ake all records—up 73 per cent over tops in resale among the low price 

_ last year. cars in every region. 

oo @ Rambler dealers sell cars that @ Rambler dealers sell cars with the BREAKS ALL 

| blanket three-fourths of the auto- extra strength, Safety and Long € 
ne. motive market. Life of Single Unit Construction. 4 A LES RECORD gy t 

te @ Rambler dealers sell the recognized economy leaders—holder of official < 
— NASCAR Border-to-Border and Coast-to-Coast economy records. 

i 

-70 

nd — 

da, SS 

z (ff 3 eo r\ = RAMBLER DEALERS 

ith, 

= Lz — CAN SELL A CAR 
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A 
MONTH 
* ves! You can sell a Rambier American Deluxe Sedan at the full suggested factory 
delivered pues. equipped with Directional , Reclining Seats and White 
Sidewall Tires—including fin. pe eonas in, 
Se 2 oe. This, of course, not include, freight, insurance or state 
taxes. 











We have the Product for the 
‘Expanding Compact Car Market... 
; ee Oe Ta at Ae 


Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 








Gentlemen: Will you please provide me with more complete information 
about the Rambler franchise. | understand that | am under no obligation 
and my inquiry will be held in the strictest confidence. 
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— Rambler Franchises Also Available In Canada and Important export markets. 
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In Canada write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto 
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rimless lens and lamp body is car- 
ried out in a line of four units, each 
individually packaged and clearly 
identified for quick shelf selection 
by dealers and impulse-sales from 
displays, the company said. 


x * * 





BASE ADHESIVE — A versatile elasto- 
meric base adhesive that is said to pro- 
vide exceptionally high strength bonds 
between a variety of laminating materials 
without the need of heat or pressure is 
available from Adhesives, Coatings & 
Sealers Division, Minnesota Mining & 
Mfg. Co., 423 Piquette Ave., Detroit 2, 
Mich. Designated os EC-1368, this ad- 
hesive produces high strength laminates 
with plastic, steel, aluminum, wood and 
other materials. Bonds produced by the 
adhesive have exceptionally high dead 
load shear strength, high peel strength 
and excellent resistance to cold flow, it 
is said. 





TIRE MOUNTING ATTACHMENT — The 
problem of mounting Captive Air tires | 
without damage to the safety shield is 
said to be solved with the Bishman tire 








mounter for use with electric or hand 
operated tire changers. The Bishman No. | 
940 Captive Air tire mounter is made) 
for use on the Bishman No. 880 electric | 
tire changer. Also available is a No. 941 | 
Captive Air tire mounter that works on) 


any hand operated tire changer with 

oc vost centershaft 1-%4, 1-Y2 or 1-15/16 cont 

\ AMMETER diameter. Bishman Mfg. Co., Osseo, Minn. 
> * > 


£ . 





VOLT AMP TESTER—King Electric Equip- 
ment Co., Cleveland 5, O., has announced 
an economy model Volt-Amp-Resistance 
Tester for testing and adjusting avtomo- 
tive generators and regulators. It is stated 
that meter scale range covers both six 
and 12-volt systems and that provision is 
made to read generator outputs up to 80 
ampheres. A special low reading (0-2 
volts) scale is said to provide for detect- 
ing electrical losses in the vehicle wiring 
and to make possible individual cell test- 
ing of vehicle batteries. | 


Rimless Tail Lights 
Offered by Auto Lamp 
Styled to match its Pathfinder 





SHOCK SPRINGS—Overloading of avto- 
mobiles, station wagons and trailers is 
said to be eased with the installation of 
Loadomatic shock springs, marketed by 
Superior industries, 7260 Atoll Ave., N. 
Hollywood, Calif. The usual drag, sag or | 
car bottoming dve to overloads is often 
line of rimless directional signal | extremely dangerous and leads to costly 
lights, a series of combination stop-| breakdowns. Loadomatic is said to help 
and-tail lights has been announced | stabilize the car from undue sway on 
by Auto Lamp Mfg Co., 2909 In-| highway curves and maintains a soft level 
diana, Chicago 16, Ill. | ride. Installation is made over present 


Simple, modern design of the! good shock absorbers. 
* - a ao > > 











DISPENSERS—Bennett Pump Division, John Wood Co., Broadway and Wood Sts., 
Muskegon, Mich., has introduced three Highboy dispenser models, above. The High- 
boys are all the same height, enabling flexibility and orderliness of arrangement. 
Standardized at a convenient 35%-inch work height, the Highboys include a 30- 
gallon, 23-inch deep unit (Model 730), a 60-gallon unit of the same depth (Model 
760), and a 16-galion unit which is 11'4%-inches deep (Model 715). Model 715 permits 
the installation of two 16-gallon units in the same depth area as is required by the | 
30 or 60-galion tank, it is claimed. Supplementing these tanks is the new Model 761, | 
60-galion kerosene tank similar to Model 760. 








FENDER SKIRTS—Perfection Automotive 
Products Corp., 925 E. Elizabeth, Detroit, 
Mich., has announced that it has entered 
the fender skirt field with a complete line 
for cars and certain series of trucks. Said 
to incorporate many new features in 
design and construction, the skirts are 
available for 1958 and older models. 

* * 





AIR CONDITIONER—The 1958 Mark IV 
“Monitor” air conditioner, an under-dash | hub and can be removed and transferred 


model, features five rotatable louvered 
outlets which permit complete directional 
air control. Other features are said to 
include a visual coil temperature indi- | 
cator which illuminotes when the clutch 
is engaged; a five-bladed fan controlled 
by a rheostot switch for any desired air 
volume; and a wide temperoture range, 
held steady ot desired temperature re- 


gordiess of variations in driving speed. | 
A trunk model is also available. John E. 
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NEW PRODUCTS 


Chemstrand Corp., 350 Fifth Ave., 
New York 1, N. Y. 


The company said the material 
resists stains, battery acids, moths 
and mildew. Rayon makes up the 
remainder of the material in the 
uniforms which are now in use at 
stations of Standard Oil of Ohio 
and Tidewater Oil Co. 


* * > 





WHEEL BALANCER—The Hub-O-Matic 
| is said to be a permanent-type gyroscopic 
stabilizer and wheel balancer, The unit 
is installed directly to the hub of the 
wheel, under the hub cops, and is said 
to eliminate the possibility of the weights 
| spinning or flying off at high speeds or 
| scraping off agoinst the curbs. The 
weights ore securely bolted to the wheel 


|to another cor. National distributor is 
| General Supply Co., 1920 McGee Traffic- 
way, Kansas City, Mo., or 1820 D St., 
Sacramento, Colif. 





Mitchell Co., 3800 Commerce St., Dallas, 
Tex. 


MILBAR TOROUE TOOL 





TORQUE TOOL—A preset torque tool, 
designed to eliminate human error and | 
facilitate torqueing in hard-to-reach | 
places, has been introduced by Milbar 
Corp., Cleveland, O. Called the Milbor| 
Torque Tool, this tool features a single| 
setting and is available in a wide range | 
of torque settings. It is designed so that 
one end fits the square drive of standard | 


| sockets, while the other end fits the) 
square drive of any ratchet or other 
|hand wrench. The tool is available in 


% or %-inch drive, and is individually | 
calibrated. Specific torques from 100 inch | 
pounds 


pounds to 30 foot may be 


furnished. 





TORQUE WRENCHES—?P. A. Sturtevant 
Co., Addison, Ill., has produced a series 
of metric scale torque wrenches in the 
most popular ranges to cover the large 
majority of metric applications. Designed 
for servicing foreign cars, the wrenches 
are available in the sesory signalling type 
as well as the direct reading standard 
models. The capacities range from 0-126 
meter/kilograms, going as low as 0-3.5 
meter /kilograms. 

* 


Service Station Uniforms 


Are Available in Acrilan 


Uniforms made of 70 percent 
Acrilan are now available for serv- 
ice station attendants, according to 


‘ 





AIR 
kit for removing mufflers and toil pipes 
has been announced by Superior Pnev- 


HAMMER—A low-cost air hammer 


matic & Mfg., Inc., 4758 Warner Rd., 


| Cleveland 25, O. The kit consists of o| 
Superior SP-700 air hammer, a fiat chisel, 
|and a mvuffier cutting tool. The air ham-| 


mer weighs 3% pounds, measures 8 
inches overall, and has a metering trigger 
thet controls hammer blows from O to 
2800 per minute. Hammer operctes on 
any silandard 
compressor. 


Pliobond Applicator Tube 


An applicator tip tube for Good- 
year Pliobond is available through 
W. J. Ruscoe Co., Akron, which 
packages and distributes Pliobond 
nationally. The tube has a long 
nozzle which Ruscoe says is ideal 


| for pin-point application on jewelry 


and small hobby models. 





CONVERTIBLE TOP CLEANER — Arndt- 
Palmer Special D-5 convertible top 
cleaner is said to be compounded espe- 
cially for synthetic convertible tops which 
are hard to clean. It is said to clean 
fabrics of a synthetic noture such as 
orlon, cotan, nauvgahyde and nylon. Ap- 
plied by spray or with a soft bristled 
brush, the cleaner is noninjurious to 
lacquer and enamel finishes, it is claimed. 
Arndt-Palmer Laboratories, Inc., 17730 
Dora St., Melvindale, Mich. 


service station or goroge 








WHEEL BEARING TOOL—A “precision 
adjustment" tool, which is said to simplify 
front wheel ball bearing adjustment, has 
been morketed by United Motors Service 
Division, of General Motors Corp. through 
| its nationwide distributor organization, 
| The tool is said to “measure tightness” 
and records the measurement on o gauge 
embossed on the toot itself. 





COOLING, HEATING UNIT — Climatic 
Air Conditioning, 2915 Canton St., Dalles 
26, Tex., has introduced an aviomotic 
combination heating and cooling vnit 
for avtomobiles that is said to fit all 
mokes, models and body styles. Push- 
button control gives the motorist complete 
control over temperature, and starts the 
flow of warm or cold air within five sec- 
onds, it is said. The unit is 16 inches 
wide, 6% inches high and 10 inches 
deep. 





PNEUMATIC STRETCH ER—This air- 
powered pneumatic stretcher and cutter, 
PNEK, is a light tensional power tool de- 
veloped by Brainard Steel Division, Sharon 
Stee! Corp., Warren, O. It is intended for 
use on narrow, irregular and round in- 
compressible packages. PNEK is a com- 
panion tool to the Brainard model PNE. 





TOW BAR—A tow bar especially de- 
signed for Volkswagens, Anglias, Fiats, 
Metropolitans and other small cars used 
for pickup-and-delivery, has been intro- 
duced by Walker Body Works, 9000 
Olympic Bivd., Beverly Hills, Calif. The 
Walker Tow Bar comes complete with 
bumper clamp, ball and socket attach- 
ment, safety cable and simple installation 
instructions. Tow Bar for Volkswagen folds 
back under hood. Tow bar for other cars 
comes equipped with heavy duty bumper 
and grille guard and folds back against 
guard. 














and 
rightly so 


The General Outdoor Advertising Com- 
pany has been a long-time leader in advo- 
cating and practicing non-discriminatory 
planning and zoning of outdoor advertising. 
As a result, our operations are confined 
overwhelmingly to business, commercial 
and industrial areas in urban communities, 
because outdoor advertising belongs where 
business belongs. General Outdoor opera- 
tions are not now and have never been es- 
sentially “highway”’ operations. 

For more than a decade, General Out- 


doorhas maintained a large and efficient staff 
of planning and zoning experts to establish 
and administer a practical and fair Code 
of Outdoor Advertising Practices. This staff 
is so widely respected it is constantly con- 
sulted by state, county and municipal 
officials as to the form and content of zon- 
ing ordinances and other zoning activities. 

Your local General Outdoor Branch 
Manager is equipped to give you many 
additional points of interest about the Out- 
door Advertising Code of Practices. 


IN 1700 MARKETS 


General Outdoor AVea Mauer sin ne Co. 
515 South Loomis Street, Chicago 7, Illineis 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


DETROIT.—Here is the schedule 
of field service schools for the next 
month — a regular feature of 
AvuTomotive News. 


For Make Servicemen 


CADILLAC DIVISION — AFA 
Course—Buffalo, June 16, 17; Cin- 
cinnati, June 11; Houston, May 27; 
Oklahoma City, June 19; Philadel- 
phia, June 11, 18; Pittsburgh, May 
29; Portland, June 12; San Fran- 
cisco, May 21, 28, June 4, Air Con- 
ditioning—Chicago, May 26-28; De- 
troit, June 4-6; Omaha, June 18-20. 
Carburetor, Four-Barrel Course— 
Charlotte, June 3-4; Chicago, June 
2-3; June 9-10; June 16, 17; Jack- 
sonville, June 2-3; Union, June 10- 
11; Oklahoma City, June 17-18; 
Omaha, June 11-12. Carburetor, 
Three Two-Barrel Course — Char- 
lotte, June 5; Chicago, June 4, 11, 18; 
Jacksonville, June 4; Union, June 
12; Omaha, June 13. Charging Cir- 
cuits Course — Boston, May 20-21, 


May 26-27; Buffalo, June 2-3, June 
4-5; Cincinnati, June 9-10; Cleve- 
land, June 3-4; Houston, May 28- 
29; Minneapolis, June 10-11; Tarry- 
town, June 3-4 June 10-11; Phila- 
delphia, June 9-10, June 16-17; 
Pittsburgh, May 19-20; Portland, 
May 28-29; San Francisco, May 26- 
27, June 2-3; Washington, May 27- 
28, June 2-3. Chassis Suspension 
Course — Jacksonville, June 16-17, 
June 19-20. Diagnosis—Los Angeles, 
June 16-18; ‘Tarrytown, May 28-29, 
June 17-19. Engine Testing—Bos- 
ton, May 28-29; Buffalo, May 27-28; 
Cleveland, June 5-6; Detroit, May 
26-27; Houston, June 5-6; Los An- 
geles, June 2-3, June 9-10; Minne- 
apolis, June 3-4; Tarrytown, June 
5-6, June 12-13; Portland, May 26- 
27; San Francisco, June 9-10, June 
16-17; Washington, June 9-10, June 
16-17. Hydra-Matic Operation and 
Diagnosis—Cincinnati, June 16-17; 
Pittsburgh, June 17-18. Hydra-Matic 
Overhaul — Cincinnati, June 18-19; 


New Orleans, May 28-29; Pitts- 
burgh, June 19-20. Parts Manage- 
ment—<Atlanta, June 9-11; Union, 
June 17-19; Philadelphia, May 26- 
28, June 2-4. Power Brake—Cleve- 
land, June 9-10; Jacksonville, June 
9-10, June 12-13; Portland, June 
2-3. Power Steering Course—Bos- 
ton, June 3-4; Cleveland, June 11- 
12; Oklahoma City, May 26-27. 


CHRYSLER CORP.—Service 
training covering the latest pro- 
cedures for factory-approved serv- 
ice, maintenance and diagnosis 
operations, using the latest tools 
and equipment, is offered—tuition 
free—at Chrysler Corp. sales and 
service training centers for service 
personnel of Chrysler Corp. deal- 
ers. Schedule for May 26-June 20 
at the following locations: 26000 
Lawrence, Center Line, Mich.; 550 
S. College Ave., Newark, Del.; 2930 
Forrest Hill Drive, S. W., Atlanta. 
Service training schedule for June 
2-20 at the following locations: 5500 
Howard St., Skokie, Ill.; 401 Theo- 
dore Fremd Ave., Rye, N. Y. 

Courses scheduled at all training 
centers for the dates listed above 
are: Torque-Flite transmission, 
Constant Control power steering, 
Sure-Grip differential, electrical, 
carburetion and engine tuneup, air- 


conditioning, “B” engine, body seal- 
ing. 

For registration information, 
dealer should contact the service 
training coordinator at the train- 
ing center serving his area. 


FORD DIVISION—From May 26 
to June 20, the 35 Ford district 
service school instructors will be 
engaged primarily in conducting 
basic courses on engines, automatic 
transmissions, and the electrical 
system. They will also present a 
few courses on the 1958 Thunder- 
bird and heavy-duty trucks for 
those dealer mechanics not yet 
covered. 

In addition, some districts will 
present refresher courses on air- 
conditioning systems and the re- 
tractable hardtop, according to 
local requirements, 


GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures using the latest 
tools and equipment is available 
free of charge to all service per- 
sonnel sponsored by a GMC truck 
dealer or a GMC truck fleet opera- 
tor. The following courses are 
offered: 1. rear axles, 2. standard 
transmissions, 3. automatic trans- 
missions (Hydra-Matic, twin 


STEP UP YOUR EARNING PowEeR NOW! 
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140 pieces « available on convenient credit terms 





272-F-B 72-piece, 34-in. drive FERRET SET 


Ratchet, speeder, spinner, extensions and adaptors, plus a 


variety of 50 sockets and 


screwdriver heads. Attachments 


hook up fast—hold tight through any turning job. 


OWN BOTH THESE SETS 
272-F-B, 3/8” drive set, $118.20 


368A-M-B, 1/2” drive set, 
Both Sets — Only 


175.70 


A small down payment puts them to work for you 
Prices subject to change without notice. 


Give your earnings a boost with this com- 
plete selections of Snap-on 3/8-in. and 1/2-in. 
drive socket wrench units. There’s no need 
to buy tools piecemeal. Snap-on will put 
these sets in your hands for just a little down, 
a little each week. With these top-quality 
matched units you can make the most of 


your skills — 


turn out the extra work that 


puts extra pay in your pocket. 

Whether you need sets like these, shop 
equipment items, or a-complete shop tool 
layout, the Snap-on easy payment plan can 
help you. Ask your Snap-on man for details. 





8082-E 


aS 


368A-M-B 68-piece, 1/2-in. drive MASTER SET 


Ratchets, spinner, speeder, extensions and adaptors for a 
wide variety of work. Set includes 55 sockets of various 
types and sizes. This set will give you speed, leverage and 
reach for almost any hex nut you encounter. 


Sets to service European cars 


220-M-B Metric 3/8” square drive set —8 
Wrench Handles, plus a 14 mm spark plug 
socket and 11 Metric hex sockets, 9 mm 


to 19 mm. Only $35.05. 


219-W-B Whitworth 3/8” square drive set—8 
Wrench Handles, plus a 14 mm spark plug 
socket and 10 Whitworth hex sockets (4 
BA to 7/16” BSF bolt size). Only $35.40. 


324-MM-B Metric 1/2” square drive set —8 
Wrench Handles, plus 16 Metric sockets, 
10 mm to 25 mm. Only $56.95. 


320-MW-B Whitworth 1/2” square drive set 
8 Wrench Handles, plus 12 Whitworth.sockets 
(3/16” to 7/8” BSF bolt size). Only $55.25. 


28th Avenue , > 





SNAP-ON TOOLS 


1 Oo nN 


Kenosha, Wisconsin 


er 
Hydra-Matic, and torqmatic), 4 
diesel engine (one-week tuney 
class or two-week overhaul), 5, 
gasoline engine tuneup, 6. gasoline 
engine overhaul, 7. power sice 
(in-line or booster type), 8. carbure. 
tion, 9. four-wheel drive, 10. air 
suspension, 11. hydraulic brakes, 
GMC maintains classrooms in the 
following cities: Atlanta, Jackson. 
ville, Boston, Charlotte, Chicago, 
Milwaukee, Cincinnati, Dallas, Ej 
Paso, Houston, Denver, Salt Lake 
City, Detroit, Cleveland, Kansas 
City, Oklahoma City, Omaha, Los 
Angeles, Memphis, New Orleans, 
New York (two centers), Oakland, 
Philadelphia, Washington, Pitts- 
burgh, Buffalo, Portland, St. Louis 
and Minneapolis. Address inquiries 
to Service Training Activities, GMC 
Truck & Coach Division, Pontiac 
11, Mich. 

INTERNATIONAL MOTOR 
TRUCK DIV. — Atlanta Motor 
Truck Technical Training Center— 
Training is now being conducted 
for Southern region dealers’ sery- 
icemen covering engines, major and 
minor tuneups, automatic trans- 
mission, LPG fuel systems, Road- 
ranger transmission, new IH rear- 
axle and new IH Select-O-Matic 
transmission. Training is conducted 
by the Tell-Show-Do method. Cor- 
rect diagnoses and correct service 
procedures, while performing each 
service operation, are emphasized 
Classes are limited to 18 per week 
to allow the instructors to give 
individual attention to each serv- 
iceman. Special classes are also 
being conducted for fleet mainte- 
nance supervisors. 


The 1958 Dealer Service Con- 
ference — Each motor truck 
district in the U. S. is now con- 
ducting service conferences with 
the International dealer organiza- 
tion. Service information and serv- 
ice techniques covering product 
improvements, new components, 
and operating procedures are being 
presented. 


STUDEBAKER - PACKARD — 
Mercedes-Benz and Studebaker- 
Packard mechanics training courses 
are scheduled for dealer service 
personnel at training centers in 
New York, South Bend and Los 
Angeles for May 26-June 25. Classes 
are of one-week duration. Training 
School Managers are: F. X. Cogh- 
lan, New York; A. S. Kidder, South 
Bend; L. J. Young, Los Angeles. 


WHITE—1. Practical demonstra- 
tion courses for maintenance su- 
pervisors at the White factory 
school, showing latest maintenance 
methods and supervisory tech- 
| miques. Short courses in various 
| phases of maintenance tailored to 
the individual and his position. 2. 
In-shop consulting services of 
White maintenance engineers who 
work directly with the operator's 
personnel at fleet shops or head- 
quarters in the development of 
more effective maintenance meth- 
ods and improved maintenance 
techniques. 3. College short courses 
in maintenance supervision being 
offered at colleges and universities 
throughout the country through a 
grant of the company to the Na- 
tional Advisory Committee for 
Motor Fleet Supervisory Training 
and the Institute of Public Safety 
at Pennsylvania State University. 

Anyone wishing to attend these 
classes can contact T. W. Lauer at 
White Motor Co., Cleveland. Next 
class June 23-27. 


For All Servicemen 


ALLEN ELECTRIC & EQUIP- 
MENT CO., Kalamazoo, Mich. — 
The Allen Power-Tune course, an 
advanced course for mechanics, 
and the Allen PM Tuneup school, a 
new Tuneup school designed espe- 
cially for people who are interested 
in learning the fundamentals of the 
tuneup business, are being con- 
ducted throughout the U. S. and 
Canada by Allen wholesalers and 
authorized field service stations, 
and are instructed by the Allen 
representatives. Additional informa- 
tion -can be obtained by writing 
directly to Allen Electric & Equip- 
ment Co., 2101 N. Pitcher St., Kala- 
mazoo, Mich. 


AMMCO TOOLS, INC. North 
Chicago—Instruction on engine re- 
pair and brake service. No set 
schedule but three to five-day 
classes started when needed. No 
instruction charge. Contact Richard 
D. Stevenson, Ammco Tools, Inc., 
2128 Commonwealth Ave., North 
Chicago, Ill. 

BEAR MFG. CO., Rock Island, 
Iil.—School offers training in align- 

(Continued on Page 44, Col. 3) 
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38¢ OUT OF EVERY DOLLAR SPENT 
on automotive products is spent by 


households that read a single issue of LIFE 

















ang LIFE gives you a vast, sure and responsive market every single 
x week. The average issue of LIFE is read by 15,320,000 house- 
for holds—31% of all U. S. households. And these 31% buy 38% 
rf of all automotive products. 

at What a market. And what a selling opportunity, when you 


know for certain that you can reach 38¢ out of every con- 
sumer dollar spent for these products. 


These newly released figures from LIFE’s Study of Con- 
sumer Expenditures reaffirm what LIFE advertisers already 
know: that all across the country, people who read LIFE are 
the people who are receptive to selling messages . . . the peo- 
ple who actually do the better-than-average purchasing. 


No wonder in 1957 U.S. passenger car manufacturers invested 
more dollars and bought more pages in LIFE than in any 
other magazine...and again in the first quarter of 1958. 


Source: LIFE’s Study of Consumer Expenditures, an analysis of $200 billion spent by U. S. 
households for consumer goods and services in 1956. 





AOVERTISED IN 


Only (a3 gives you so much selling support...so swiftly, so surely 















Driving by Hand— 


General Motors research staff's new Unicontrol system makes driving a car by hand | 
a reality. The four-inch stick topped by a weighted ball controls the car's steering, 
acceleration and braking and does away completely with the conventional steering | 
wheel. Members of the Governors Conference Special Committee on Highway Safety | 
were shown the “centralized” control system when they conferred at GM Technical | 
Center with automotive industry representatives on safety problems. 


T.B.A. sales Go 








with modern AR © 


Down with the obsolete! Up with modern ARO Lube 
Equipment to make more money. ARO helps boost your 


profits by attracting new customers for lube service . 


getting more cars on the lift where it’s easiest to sell re- 


placement tires, batteries and accessories! 


Switch to ARO for the most advanced features to save 
steps, time and effort on every lube job... plus eye- 
pleasing design . . . ARO-engineered dependability. It’s 
the proven way to get top profit in lube service. See your 


ARO jobber now! 


Get the ARO Exclusive 
10,000 Lube Job WARRANTY 


ARO warrants the AL-207 Air Motor te be free 
from defects in workmanship and materials for 
10,000 lwhe jobs or 3 years, whichever occurs 
first, from date of purchase. 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 42) 


ment, balancing and frame|attend. Contact W. R. Brooks, in- 
straightening and is located at 2103|structor. Next class, June 2-6. 


Fifth Ave., Rock Island, Ill. Ad-| CARTER CARBURETOR COM- | 
dress all inquiries to Mildred T.| PANY, St. Louis — classes of 12) 
Clark, registrar. Next classeS/|men in carburetion starting each | 
May 26 and June 9. | Monday for a three-week duration | 


BENDIX PRODUCTS DIVI-| Will begin May 26, June 9 and 16. 
SION, South Bend—Courses are| Contact nearest Carter distributor. 
offered covering service and sales} DEVILBISS CO., Toledo — Spe-| 
training on Bendix power brakes,| cial schools in industrial product 
Stromberg carburetors, basic brake | finishing, maintenance painting, 
and power steering. The length of| general refinishing, service 
the course covering an individual | training, automotive jobber and 
product is normally one week and|portable-equipment jobber person- 
no tuition fee is charged, Additional | ne} are offered. 
information may be obtained by| 
contacting the nearest Bendix dis- 
tributor or writing to the Bendix 


training director. to 5 p.m. Eligible are owners or 

BINKS MFG. CO., Chicago—|sellers of DeVilbiss equipment or 
Classes are held for a period of|their representatives or operators. 
one week once a month. Anyone | There is no fee and equipment and 
interested in spray painting and/materials are furnished. The stu- 
spray painting equipment may|dent must, however, meet his own 


The week-long classes are heid 
at the factory in Toledo, with the 
daily sessions running from 8 a.m. 


|}tenance and servicing of 


~ 

transportation and living expenses, 
The school is maintained ag g 
service to users and distributors tg 
increase their knowledge of the 
operation and use of the con pany’s 
products. For those who are unable 
to arrange a trip to Toledo fo, 
training, the company conducts a 
number of field schools each year 


| and information about them can be 
|obtained from the Education De. 


partment, DeVilbiss Co, 
Toledo 1, O. One-week classes of 
limited size covering theory, main. 
Spray 
painting equipment. The subject of 
spray painting is broken down into 
four categories: Industrial, auto 
refinishing, automotive jobber, and 
portable equipment jobber. No in. 
struction charge. Applications may 
be obtained by writing DeVilbiss 
Co., 300 Phillips Ave., Toledo, O, 


INLAND MFG. CO., Omaha— 
Classes start each Monday morn- 
ing. Time required to complete 
course varies from one to two 
weeks. No tuition if equipment is 
purchased—$200 otherwise. Course 
teaches: All aspects radiator clean- 
ing, repairing and recoring; use 
and maintenance of equipment; 
fundamentals of merchandising, 


| advertising and pricing. Write to 


| J. V. Grasso, 


Up... 


1108 Jackson St, 
Omaha, Neb. 


RAYBESTOS DIVISION, Bridge- 
port, Conn.—A complete brake- 


| service course will be held at the 


LUBE 
EQUIPMENT | 





here! 








THE ARO 
GENERAL 


EQUIPMENT CORPORATION 


OFFICES—BRYAN, OCHIO © Pients of Bryen and Cleveland, Ohic 
Aro of Colif., 3141 S. Grand Ave., Los Angeles 7, Calif. 
Aro supens of Canada, Ltd., Toronto 15, Ontario 


in All Principal Cities 


\ 


® 
LUBRICATION EQUIPMENT 
Automotive—Farm 


| who successfully complete 


Raybestos Brake Service School 
and work shop located in Stratford, 
Conn. This course will consist of 
five consecutive daily sessions from 


|8 a.m. to 4:30 p.m. All phases of 


brake-service work, such as major 
adjustments, minor adjustments, 
and complete brake overhauls of 


| all types of both new and old brake 


systems, will be covered. Personal 
instruction is augmented by a tech- 
cal, 78-minute, color, sound, mo- 


|tion picture showing adjustment 
procedure as well as changes made 


in 1957 and 1958 brakes. Individuals 
the 
course will receive a certificate 
showing that they are qualified to 


|work on all types of automotive 


brakes. The course will be con- 


| ducted by A. D’Andrea, director of 
| service training for Raybestos Di- 
| vision. Write to J. Kane for fur- 


ther information. 


SUN ELECTRIC CORP., Chicago 
—Field courses in automotive test 
equipment operation, principles of 


| electrical testing, use of the oscillo- 


scope and engine tuneup, will be 
conducted by field service repre- 
sentatives during the coming 
months. For specific information 
as to locations and dates, contact 
the local Sun representative or 
write Sun Electric Corp., 6337 
Avondale Ave., Chicago 31, Ill. Sim- 
ular courses are offered by Sun 
instructors in cooperation with Sun 
distributors throughout Canada 
For specific location and dates of 
courses in Canada, contact the 
local Sun distributor or write Sun 
Electric Corp. 


THERMOID CO., Trenton, N. J. 
—Brake-service school conducted 
at various times during the year, 
depending upon the demand. In- 
struction covers complete informa- 
tion on adjusting and servicing all 
types of brakes. Sessions are held 
in the Thermoid engineering de- 
partment test garage in Trenton, 
N. J. There is no tuition but stu- 
dents are expected to pay their own 
transportation and living expenses. 
Textbooks are furnished at no 
charge. For additional information 
write J. A. McLaine. 


UNITED MOTORS SERVICE — 
Instruction in factor y-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
and Guide autronic-eye). (4) auto- 
matic transmissions (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, 
N. C., Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 
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HERE’S PROOF THAT... 


-| America wants the 
“| extra safety...extra value 
| of nylon cord tires 


e Almost 4 out of 10 replacement tires sold today are nylon. 


ted e In just one year, the sale of nylon cord tires went up 65%. 

- e Recognizing nylon’s popularity, 12 out of 18 auto manufacturers 
- are offering nylon as optional equipment. 

* e Above all, new-car buyers want nylon. A recent Dun & Bradstreet 
no survey shows that 6 out of 10 say they will buy nylon cord tires 


if you take the trouble to offer them. 


- Build customer satisfaction by offering nylon cord tires with every car you sell. 
to- 

y), a. 

/S- NP Ro 

r), 

lio 

>, 

= Powerful Du Pont advertis- 

d, ing will dramatize the safety 


), of nyloncord tirestotheread- 
ers of nine of the nation’s 
leading magazines this year. ; 


BETTER THINGS FOR BETTER LIVING 
---THROUGH CHEMISTRY 


REG. Us. PAT.OFF 


THE SAFEST, STRONGEST TIRES ARE MADE WITH Ww : LON 












News to Note... 
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Auto World in Brief 





ST. LOUIS.—The acquisition of a 
100,000-square-foot, one-story ware- 
house building on five acres here 
has been announced by McQuay- 
Norris Mfg. Co. 

The company is in the process of 
moving its entire factory warehouse 
operations into the building. For- 
merly McQuay-Norris maintained 
factory warehouses in Indianapolis 
and Connersville, Ind., in addition 
to the one in St. Louis. 


+ * * 


Florida Firm Acquired 


By Borg-Warner Division 


BEDFORD, O.— Acquisition of 
Precision Engineering & Gear Co., 
Hialeah, Fla., as a branch of Pesco 


Products division, Borg-Warner | 


Corp., has been announced. 
Heading the Precision branch as 
general manager will be Edmund 
W. Guyer, who founded the com- 
pany in 1948. Jay R. Gill has been 
named sales manager. 
° te * 


Clark Enters Brazil 


BUCHANAN, Mich.— Clark 
Equipment Co., through its wholly 
owned subsidiary, Clark Equipment 
International, C. A., has joined with 
the Brazilian firm of Maquinas 
Piratininga to form a new company 
which will manufacture and dis- 
tribute Clark’s line of materials 
handling and construction equip- 
ment in Brazil. Headquarters of the 
new firm, Equipamentos Clark 
Piratininga, S. A.. are in Sao Paulo. 

. 


° > 
High Court Gives Dealer 
OK to Erect Building 
DENVER. — Davidson Chevrolet 
Co. and other property owners were 


: 


Supreme Court to erect business 
structures in the 2500 block of S. 
|Colorado Blivd., Denver. 


| The Supreme Court ruled that 
| District Judge Edward J. Keating 
| of Denver erred in reversing a de- 
|cision that the land could be used 
|for business purposes. The auto 

firm and two other property own- 
|ers sought to have the land's zon- 
|ing changed from residential to 
| business. Davidson wanted to build 
jan auto dealership. 

+ + = 


|Ward Baking Buys GMCs 


| PONTIAC.—Sale of 350 GMC de- 
| livery trucks equipped with Hydra- 





given permission by the Colorado | 


‘Matic transmissions to Ward 
| Baking Co. has been announced 
| by GMC. 

* * * 


McCarthy Boats to Carry 


Chrysler Autos to Buffalo 
BUFFAL O.— Chrysler Corp. will 
ship all autos from Detroit to 
Cleveland and Buffalo via T. J. 
McCarthy Steamship Co. 


Nicholson Transit Co., which for- | 


merly competed with McCarthy in 


the Detroit-Buffalo trade, will carry | 


Chrysler products from Detroit to 
Duluth. 


* x * 


Alhambra (Calif.) Police 


Lease 12 Oldsmobiles 
ALHAMBRA, Calif.- 


mobile “88” four-door sedans from 
Dealer Ted Larsen. The cars will 
be used by the police department. 

Seven are for patrol duty, and 
five are without police identifica- 
tion and will be used by plain- 
clothes personnel. All are stock 


| Their Best Customers... 





Dealers Top, Say Jobbers 


CONWAY, Ark.—Another round 
of auto jobbers from Little Rock 
to Oklahoma City label the retail 
auto dealer as their best customer. 

One jobber manager said many 
auto dealers are glad that jobber 
salesmen keep in touch with their 
parts and service managers be- 
cause they can buy from the 
jobbers in most cases just as low 
as they can from their factories. 

Another said that consistent and 
regular calls on service and parts 
departments plus a fast and de- 
pendable service will make cus- 
tomers for the jobber. 

W. E. Browne, manager of the 


has headquarters in Little Rock, 
said that personal contact with 
service and parts managers was 
the most important thing in build- 
ing volume with the auto dealer. 

He said his store sold virtually 
all the dealers in its trade territory 
and that several of them bought a 

|large percentage of their require- 
ments from his salesmen. 

A jobber in Oklahoma said that 
he thought the most important 
feature of the jobbing business 

| was to have large stocks so that 
almost any part desired would be 
available. 

He pointed out that it is usually 


The City of | 
Alhambra has leased 12 new Olds-| 


models except for the addition of 
such equipment as sirens, red lights 
and radio intercommunication sys- 
tems. 

* * * 
‘Suit of Armor’ Improves 


Goodyear Captive-Air Tire 
AK RON.—tThe steel-cord ar- 


Captive-Air Safety Tire has al- 
most eliminated the roadside tire 
change, according to Phil W. 
Drew, head of the company’s tire 
engineering department. 

The “suit-of-armor” develop- 
ment consists of a two-ply layer 
| of steel cord nested between two 
plies of nylon cord. This results 
in a tire with two separate air 
chambers which keeps going for 
100 miles or more even if the 





outer chamber loses its air supply. | 


Before the steel-wire reinforcing 
was added, large nails, in rare 
cases, could work through both 
the tire thread and the inner 
shield, Goodyear said. 

- * + 


|General Motors to Expand 


Training Center in Atlanta 


ATLANTA. —General Motors is 
adding 3,253 square feet of space to 
its classroom area at the local GM 
Training Center. 

Completion is scheduled for mid- 
summer. 

+. * * 


McMurray Heads C. of C. 
BLACK MOUNTAIN, N. C— 
William H. McMurray jr., secretary- 
treasurer, and part owner of the 
McMurray Chevrolet Co., has been 
elected president of the Black 
Mountain Chamber of Commerce. 
* a * 


Seiberling to Enter 


Small-Car Tire Field 


AKRON.—Seiberling Rubber Co. 
is entering the small-car tire mar- 
ket, according to J. A. Fouche, sales 
|manager. He said Seiberling will 


Conway branch of the large Crow-| far more profitable for the dealer| Sell its premium brand “Safety” 


Burlingame Auto Parts Co., which 


YOU NEED 


THE NADA USED CAR GUIDE 





—published in 8 regional editions so 


you have 


complete information 


about conditions in your own 
trading area 


—published every 30 days, to 
give you the up-to-the-minute facts 
and figures you need in your 
business every day 


—gives you the average wholesale 
value, average retail value and 

(in most areas) the average loan, 
PLUS detailed line drawings of 
most models, for quick visual 
identification of features 


and it’s still 


NATIONAL 
Usep CAR 


2000 K Street, N.W 





MTR Ae e118 3 


Only®S-00 per year 


Quantity prices 
on request 


DEALERS 
Guipe Co. 


Washington 6, D. C. 





to get the parts immediately and 
that this is where the well-stocked 
independent jobber comes in. 

| This jobber also pointed out that 
| when a dealer receives good service 
that he is inclined to become a 
| regular customer. 

| As for credit and all around busi- 
|ness dealings, the group of five 
| jobbers interviewed were unani- 
mous in recommending the auto 
dealer as the best in their book. 

“Most of our effort is directed 

toward the auto dealer,” one job- 
ber reported, “and the next in 
line is the independent body and 
paint shop, The independent auto 
repair shop is definitely on the 
decline except in the larger cities 
and, there, they tend to special- 
ize.” 

“The bulk of the repair business 
for all maks, new and old, goes to 
the authorized dealer. Consequently 
the auto dealer’s shop is our best 
|market and we want to see him 
grow and grow.” 


8 Scotsman Units 
Go to 4 Winners in 


S-P Mile-A-Thon 


SOUTH BEND.—Studebaker- 
Packard has announced the four 
winners of its Scotsman Mile-A- 
Thon contest. Also announced were 
the organizations, designated by 
the winners, which will receive 
duplicate prizes. 

The contest was based on esti- 
mates of miles-per-gallon achieved 
by Scotsman sedans and pickups 
in cross-country trips in April. Top 
figures were 33.956 m.p.g. for the 
sedan and 29.541 for the pickup. 

Winners were: First prize—two 
Scotsman station wagons: John E. 
Ward, Cleveland, Miss. The second 
wagon will be given to the Cleve- 
land (Miss.) Volunteer Fire De- 
partment. 

Second prize—two Scotsman 
four-door sedans: Gordon C. Fos- 
ter, Milpitas, Calif. The second se- 
dan will be presented to the Odd 
Fellows Home for the Aged of 
California, Saratoga, Calif. 

Third prize—two Scotsman two- 
door sedans: Mrs. Willa J. Russell, 
St. Helens, Ore. The second sedan 
will be turned over to the Polio 
Foundation, Portland, Ore. 

Fourth prize—two Scotsman 
pickup trucks: G. H. Laing, Ameri- 
cus, Ga. The second pickup will be 
given to the Methodist -Orphans 
Home, Macon, Ga. 

‘ 





|tire in several sizes. They will be 


| 


moring of Goodyear’s new | 





available in both black and white 
sidewall and in tubeless constryg. 
tion. 

| Some tires will be imported from 
| Seiberling Rubber Co., Great Brit. 
ain, Ltd., and some will be produceg 
| in the Akron plant. All wil! be fo; 
the replacement market. Sizes wij 
| range from 5.20-13 to 6.40-15. 

cd * od 


Goodrich Center Moved 


PORTLAND, Ore.—Pacific North. 
west sales headquarters and ware. 
| house facilities of B. F. Goodrich 
Tire Co. have been moved to 4609 
N. W. St. Helens Rd., according 
|to C. E. Newman, zone manager 

* * * 


Bohn Purchases Stock 


Of Plastic-Houseware Firm 
DETROIT.—_Douglas Jocelyn, 
| president of Plastray Corp., and §. 
D. Den Uyl, president of Bohn 
Aluminum & Brass Corp. an- 
nounced that Bohn has acquired al] 
outstanding stock of Plastray, 
manufacturer of plastic houseware, 
Den Uyl called Bohn’s acquisition 
of Plastray another step in a long- 
|range program of diversification. 
He said Plastray management will 
remain intact. The plant is at 
Walled Lake, Mich. 
* * x 


Dealer Directory Revised 


By Shatterproof Glass 


DETROIT.—Shatterproof Glass 
Corp. announced its new national 
directory of authorized Shat-R- 
Proof dealers is being distributed 
to claims personnel of all major 
insurance companies. 

The revised directory lists more 
than 5,200 dealers by city and state, 


the firm said. 
= x = 


Sapinsleys Rebuying Firm 

PAWTUCKET, R. I.— Milton C. 
Sapinsley, founder of Crescent Co, 
manufacturers of insulated wire 
and cable, and his son, John M. 
Sapinsley, will repurchase the com- 
pany, which they sold to Penn- 
Texas Corp. in 1953. 








BRINGS YOUR CUSTOMERS 
BACK...AGAIN AND AGAIN 
LUBRIPLATE LUBRICANTS are different . . . they are so much 


. . better that your customers will feel the difference in the way 
their cars ride and handle. You make more money, too. You 
can charge more for a LUBRIPLATE grease job because it is so 
much better. And remember . . . the guy up the street doesn’t 


sell LUBRIPLATE. 


in all S.A.E. 


Write us for 





LUBRIPLATE H.D.S. MOTOR OIL 


is made especially for use in today’s high 
speed, high compression engines, both gaso- 
line and diesel. Has high film strength, re- 
sists oxidation. Fully detergent. Available 


numbers. 


LUBRIPLATE LUBRICANTS are nationally 


advertised. Point-of-sale material available. 


dealer’s proposition and name 


of a nearby supplier. 


LUBRIPLATE DIVISION, Fiske Brothers 
Refining Company, Newark 5, N. J., Toledo 5, Ohio. 
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On the Financial Front 





Retail installment contracts pur-| 
chased by General Motors Accep- 
tance Corp. in the first quarter of 
1958 totalled $759 million, compared 
with $839 million in the same 
period last year. 

Retail receivables outstanding at| 
the end of the 1958 first quarter 
amounted to $3,464 million, com-| 


pared with $3,614 million on Dec.} 
31, 1957, and $3,377 million on 
March 31, 1957. 

Wholesale receivables outstand- 


ing, which arise from financing of 
dealer inventories, totalled $1,069) 
million on March 31. This compares | 
with $848 million at the close of 
1957 and $952 million on March 31, 
1957. 

Combined retail and wholesale 
receivables outstanding averaged 
$4415 million for the first three 
months of 1958, compared with an| 
average of $4,071 million for the} 
first quarter of 1957. 
GMAC net income for the first} 
quarter of 1958 totalled $15,123,272, 
compared with $12,568,761 for the 
corresponding period of 1957. These 
totals include the earnings of 
Motors Insurance Corp. a wholly- 
owned subsidiary. | 

> 


Ist Quarter Good; | 
Reynolds Sees Dip 


Reynolds Metals Co. reported | 
earnings of $9,910,345 for the first 
quarter of 1958, but President Rich- 
ard S. Reynolds jr. told sharehold- 
ers that profits are not expected to} 
remain at that level for the rest of| 
the year. 

The quarterly profits were a frac- 
tion of one percent above the $9,- 
$80,571 earned in the first three 
months of 1957. Sales were $115,-| 
600,000 for the 1958 period, com-| 
pared with $105,181,000 a year ago. 

First-quarter profits, Reynolds | 
said, reflect substantial “puts” of 
aluminum to government agencies. | 
These put rights will drop consider- 
ably in the near future, he noted, 
and it is not expected that com- 
mercial sales will increase fast) 


enough to absorb this production. 
> > = 





Ranco 


Ranco, Inc., fiscal first half, 1958 
vs. 1957: Sales, $13,588,839 and $16,- 
115,578; earnings, $855,557, or 86) 
cents a share and $1.43 a share 
(no dollar figure given). 

> > > 


Commercial Solvents 
Commercial Solvents Corp., first- 
quarter report, 1958 vs. 1957: Net 
earnings, $357,271 and $520,054; | 
sales, $13,294,254 and $14,721,241. 
7” > 





Air Reduction 
Air Reduction Co, New York, 
first-quarter report, 1958 vs. 1957: 
Sales, $43,254,129 and $46,243,507; 
earnings, $3,370,716 and $4,333,945.) 
. a * 


Hall Lamp Triples Earnings 


As 1957 Sales Set Record 


C. M. Hall Lamp Co., Detroit, 
earned $589,931 in 1957 compared 
With $197,138 in 1956. Sales were 
$9 million, highest in the com- 
Pany’s 49-year history, and were 
66 percent above 1956 sales of 
$5.4 million. 

Harry D. Hirsch, president, said 
1958 earnings are expected to be 
“substantial” despite the recession. 
He said the company showed a 
profit during each of the first three 
months of this year and that sales 
Were “substantially greater” than 
in the 1957 period. 

* . 


3M Reports 3-Month Net 


Down Nearly $2 Million 

First-quarter sales of $85,207,362, 
Compared with $89,475,428 for the 
like period of 1957, were reported 
by Minnesota Mining & Mfg. Co. 

Herbert P. Buetow, president of 
3M, said the three-month net in- 
Come totalled $7,969,374, compared 
with $9,762,181 a year ago. 

a * - 


National Automotive Fibers 


Reports First-Quarter Loss 
National Automotive Fibers, Inc., 
Teported a net loss of $249,713 in 
the first quarter of 1958, compared 
With earnings of $553,791 in the 


corresponding period a year earlier. 


Net sales in the three months 
were down from $15,447,758 in 1957 
to $5,988,866. 


> 2 + 


Tidewater Oil 


Tidewater Oil Co., first-quarter 
report, 1958 vs. 1957: Revenue, 
$134,277,000 and $158,714,000; earn- 
ings, $803,000 and $11,479,000. 


FWD Notes Rise 
In Sales, Profits 


Four Wheel Drive Auto Co. re- 
ported sales and profits in the first 





quarter and six months ended) 


March 31 were up from correspond- 
ing periods a year earlier. 
Maurice E. Ash, president, said 
net income for the quarter totalled 
$181,083 on sales of $8,430,448, com- 


pared with $113,968 and $5,456,551 a|of 1958 were $449,329,000, and net 


year ago. 
The six-month net, Ash continued, 


was $266,445 on sales of $13,078,879. low the $475,686,000 billed in the) 
In the corresponding period in the| first quarter of 1957. Net income 
previous year, net income totalled| was 9.1 percent lower than the 
$240,601 on sales of $10,678,920. | $14,198,000 of the March quarter a| 

* * * | year ago. 


McLouth Steel 


McLouth Steel Corp., first-quarter ; Tel-A Sign 
report, 1958 vs. 1957: Income, $454,-| Tel-A-Sign, Inc., Chicago, annual 
037 and $3,431,813; sales, $29,224,971| Teport, 1958 vs. 1957 (fiscal year 
and $48,435,737. jended Feb. 28): Sales, $1,911,101 | 
* and $1,134,357; earnings, $118,774 
and $50,767. 


* * 


Houdaille Industries 


Houdaille Industries, Inc., 
quarter report, 1958 vs. 1957: Sales, 
$12,865,385, and $19,921,541; earn-| Hastings Mfg. Co. Hastings, | 
ings, $182,686 loss and $400,647) Mich., first-quarter report, 1958 vs. | 
profit. | 1957: Earnings, $82,591 and $96,035; | 
| sales not given. 

= 


aioe Hastings Mfg. | 





Controls Co. of America .. 9 


Controls Co. of America, Schiller| 1957 Sales Set Record, 
Park, Ill., first-quarter report, 1958) ¢,_.. . 
vs. 1957: Sales, $6,308,342 and $7,-| "crvomechanisms Report 
345,454; earnings, $206,446 and $284,- 
721. 


Record sales in 1957 has been re-| 
| ported by Servomechanisms, Inc.,| 


> - > 
Westinghouse Reports Dip t->4 Compares WIR $15,108, 
In Quarter’s Billings, Profit | Net profits, after taxes, amounted 
Sales billed of Westinghouse | to $308,776, compared with $615,606 
Electric Corp. in the first quarter) in 1956. 


Acme Steel 
Acme Steel Co., Chicago, 


> . 


income was $12,903,000. 
The billings were 5.5 percent be- 





first- | 





| Hawthorne, Calif. Net sales totalled | #8 


47 


quarter report, 1958 vs. 1957: Sales, 
$28,535,962 and $44,213,939; earn- 
ings, $439,827 and $2,234,451. 

* > + 


Associated Spring Reports 


Drop in Sales, Earnings 


Associated Spring Corp. reported 
sales and earnings were down sub- 
stantially in the first quarter. 


Sales totalled $9,778,025, compared 


| with $12,788,730 in the first quarter 


of 1957. Earnings amounted to $41,- 
220, as against $716,408 in the cor- 


| responding period a year ago. 
« * = 


Seiberling Reports 
Loss of $200,000 


Seiberling Rubber Co. reported 
a first-quarter net loss of $200,000, 
compared with a profit of $182,542 
in the corresponding period a year 
0. 

Sales in the quarter were about 
8% percent below the 1957 level. 


J. P. Seiberling, president, blamed 


the slump on manufacturing prob- 
lems in the Canadian subsidiary. 

He said any recession in the 
replacement-tire market has 


| passed its low point and the out- 


look for the rest of 1958 is good. 


How’d you like to avoid customer complaints about erratic 
brakes in wet weather . . . brakes that either “grab’’ or lose their 


stopping power completely. Or the kind of brakes that “‘lock- 
up” in humid weather? You can be a hero... 





save yourself 


headaches . . . by combining your expert workmanship with the 
top quality of J-M Custom Four-Star® Linings! 


The secret of the superior performance of J-M linings is this: 
They’re made of a wet mix of metallic-impregnated asbestos 
fibres densely compounded to resist moisture. And they’re 
patiently cured by the combination of both hydraulic pressure 
and oven baking at controlled temperatures. Result: a brake 
lining that maintains its frictional stability under any driving 
conditions. Now’s the time to order! For the name of your J-M 
distributor write Johns-Manville, Box 60, New York 16, N. Y. 


Backed by the name known to millions of car owners! 


JOHNS-MANVILLE 





Ts 





























48 AUTOMOTIVE NEWS, MAY 19, 1958 
te 
MERCURY—’58 Monterey Hardtop, $2,729¢ 
(ps). 
. °57 Monterey 4-dr., $1,710* (ps). 
. ‘56 Montclair Hardtop, $1,545* (pg), 
verage rFrrices O se ars 501d a uction Monterey Sport sedan, $1,335* (pa) 
'55 Montclair Hardtop, $1,165* (ps), 
ba a, Hardtop, $755*; Custom “ 
$580*. 
(Compiled by Automotive News from Auction Reports.) ae eer Hardtop, $720. 
12 es 1 OLDSMOBILE—’56 (88) Hardtop, $1,579, 
4 : * (os) Hardt $1,250* 
% "55 (98) ardtop, ’ (Ps); 4dr, 
4 os 4 9 $1,155* (ps). _ 
4 5 3 9 6 '54 (88) 2-dr., $980° (ps); Super 4-dr,, 
9 if 22 92% 89 ak tak ° 
8 8 72 : 53 (98) Hardtop, $710* (ps), $595 
0 “ 9 8 1 (ps); Super (88) 4-dr., $550* (pg) 
8 0 8 g9 » BZ 8 0 $355°. ; 
6 2 3 1 82 3 *52 conv., $200°*. 
5 43 3 4 PACKARD—’54 Clipper 4-dr., $650*, 
2 ; 3 a PLYMOUTH—’57 Belvedere (8) 4-dr., $1. 
; 650*. 
eh 3 ’56 Custom (8) station wagon, $1,475+. 
Savoy (8) 4-dr., $900, $890. ; 
’55 Belvedere (8) 2-dr., $795; Plaza (6) 
2-dr., $685. 
’54 Savoy 4-dr., $450°. 
PONTIAC—’'56 Star Chief 4-dr., $1,175*, 
’55 Chieftain Hardtop, $1,110*; 4-dr, 
$1,015*; 2-dr., $860°. $3 
9 . ‘ . ’53 2-dr., $415°; conv., 75°. 
"6 '57 "56 57 "66 '57 "56 67 "66°57 "66 *S7 "67 "57 °S8 "57 °58 57 =°58 57 °58 "57 °58 RAMBLER—’57 Cross Country (6) station 
May June July Aug. Sept. “‘ Nov. ° Jan, Feb. March Apr. ne, wagon, $1,795. 


Prices of 57s added and '49s dropped in November, 1956. Prices of '58s added and '50s dropped in December, 1957. 
Figures alongside bars represent dollars. 


Market Trend 


A robust used-car market 
pushed up the average price of 
units sold at wholesale auction 
by $14 to -$969 last week, accord- 
ing to Automotive News’ index. 

Leading the way upward were 
58s, which rebounded $77 above 
the previous week’s level. At the 
same time, ’56s went up $20, ’55s 
advanced $6, ’53s increased $3 and 
"54s rose $1. The price of ’52s 
remained unchanged. 

The price of 51s went down $1 
and ’57s dropped $2 to establish 
a new low. 

At a group of representative 
auctions last week, the average 
consignment consisted of 210 
units, compared with 216.5 a week 
earlier. The sales ratio rose from 
69.7 percent in the previous week 
to 71.5 percent last week, highest 
level recorded in two months. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 


drive, and (ps) indicates power 
steering. 
* > * 


BUFFALO 


Thruway Auto Auction. Sale every Mon- | 


day. Prices are for sale of May 5. 

Free entry fee again brought the 
trades out of the woods. Good at 
bang bang prices. Sold 54 cars from 75 
consignments. 

BUICK—’'56 Special Hardtop, $1,250*. 

'54 Special 2-dr., $570°*. 


CHEVROLET—'56 Two-ten 2-dr.. $750. 
'55 Bel Air 2-dr., $800°; Two-ten 2-dr., 
$780*, $750, $750, $625; 4-dr., $850° 
(ps). 
’ Bel Air 2-dr., $555*°, $530°; Two-ten 
2-dr., $485°, $460. 
‘53 Two-ten 4- dr., 2 at $400*; Bel Air 
2-dr., $460, $145°. 


DeSOTO—’55 Fireflite Hardtop, $925* (ps). 


‘653 Firedome 4-dr., $365. 
DODGE—’'53 Coronet 4-dr., $160*. 
| FORD—’58 Fairlane (8) Victoria, $2,355°. 
'57 Fairlane (8) Victoria, $1,610*°; Cus- 
tom 4-dr., $1,080. 
"56 Fairlane Town sedan, $1,010*; Cus- 
tom 2-dr., $1,000°*. 
’55 Custom 2-dr., $475. 


'53 Crest Hardtop, $345; Custom 4-dr., 


$435, $300. 
*51 2-dr., $140. 
MEROURY—’'56 Custom 2-dr., $1,010*. 
| OLDSMOBILE — '56 (88) Super Holiday, 


$1,530° (ps); (88) coupe, $1,285*. 
"55 (88) Hardtop, $1,275* (ps), $1,150° 
(ps); 4-dr., $1,055° (ps); (88) Super 


Frequency Rates: Listing (mien awriaitadai 


column—maximum 5-inches on 2 columns.) For Display Rates contact Want Ad Dept. Automotive News, Detroit 26, Michigan. 


MICHIGAN 








Colonel 
All cars paid for 
The Bank of Denver 
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DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
4595 So. Santa Fe Littleton, Colo. 
Ph: SU 1-6673 — Ed. G. Smith 
Auction Every Friday at 12:00 Noon 


We Issue Auction Checks and Titles Are 
Guaranteed by Empire Auction Insurance 
Agency 








CONNECTICUT 








NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our 2th year 
of continuous operation. 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 








FLORIDA 
DAYTONA BEACH — Florida Auto 


Auction. City Airport. Tues., 11 
A.M. Dealer-owned. Dealers only. 





MICHIGAN 








' @GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half aie west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill Nagy 
“Michigan's . Best" 

Phone: ARdmore 6-4720 








APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just '/2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 





MISSISSIPPI 


JACKSON — Greater Jackson Auto 
Auction, Wilmington St., Box 8468. 
Wed., 12:30. Check, Title Guarantee. 


MISSOURI 


KANSAS CITY—K. C. Auto Auction, 
1900 Truman Rd. Two big sales each 
Wed.-Fri. All models both days. 





ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 














2-dr., $1,110* (ps). 

53 (98) Hardtop, $580° 
dr., $375* (ps). 

52 4-dr., $235°. 


(ps); (88) «-| 


PACKARD—'46 4-dr., $105. 
PLYMOUTH — '55 Belvedere 4-dr., $660; | 
Savoy 4-dr., $500. 
’54 Plaza 4-dr., $345; Savoy 2-dr., $310. | 
'52 conv., $160. 
PONTIAC—'53 Chieftain Catalina, $300* 
(ps); sedan, $270. | 


RAMBLER—’53 station wagon, $200. | 

MISCELLANEOUS—’56 English Ford sta- | 
tion wagon, $930. 

'52 GMC truck, $120. 


PORTLAND, ORE. | 


Portiand Auto Auction, Inc. Sale every | 
Tuesday. Prices are for sale of May 6. 


BU 10 K — ’'57 Century Hardtop, $2,200* 

Hardtop, $1,850°; 2-dr., 

"56 Special 4-dr., Hardtop, | 
$1,430* (ps). 

"55 Special Hardtop, $1,150* (ps); 4-dr., 
$1,000°; 2-dr., $810°; Century Hard- 
top, $1,130°*. 

‘53 Super Hardtop, $595°*; 

"52 Special 4-dr., $375°*. 


CADILLAC—'56 (62) coupe, $2,320* (ps). 


$1,450° (ps); 


4-dr., $480°. 


CHEVROLET—’5S Impala (8) coupe, $2,- 
620°, $2,.565° (ps). | 
’S7T Bel Air (8) Hardtop, $1,835°; 4-dr., | 
$1,820° (ps), 3 at $1,750° (ps), $1,- 
680°; Two-ten (8) 4-dr., $1,815*; 2- 
dr., $1,475*; One-fifty (6) 4-dr., $1,- 
295. 
"56 Bel Air (8) station wagon, $1,690°; 
Two-ten (8) 4-dr., $1,050; (6) 2-dr., 
$985°; (6) 4-dr., $915; One-fifty (8) 


(Copyright, 1958, by Automotive News) 


2-dr., $1,020. 

"55 Bel Air (8) station wagon, $1,310* 
(ps); 2-dr., $1,150°%; Two-ten (8) 4- 
dr., $1,060*, $1,000; (6) 2-dr., $900. 

*54 Bel Air Hardtop, $800*°; Delray se- 
dan, $730; Two-ten 4-dr., $670; 2-dr., 
$500°. 

'53 Two-ten station wagon, $735; 4-dr., 
$555; Bel Air 4-dr., $580°; Hardtop, 
$550°* (ps), $450. 

"52 Hardtop, $450°; 2-dr., $350*; 
$295°. 

"50 4-dr., $130°. 

DeSOTO—’57 Firesweep (8) Hardtop, $1,- 
810° (ps). 

"56 Firedome (8) Hardtop, $1,350*° (ps). | 

"51 2-dr., $150*. 


4-dr., | 


"55 station wagon, $1,250, $1,220*. 
STU DEBAKER—’ 57 station wagon, $1,575, 





FORD—’58 Fairlane (8) 500 4-dr., $2,450*. 
‘57 Country Squire station wagon, $1,- 
875° (ps); Fairlane (8) conv., $1,775; 
Hardtop, $1,590*; Custom (8) 300 2-| 
dr., $1,450°; 4-dr., $1,360; 
Wagon, $670°*. 

"56 Fairlane (8) station wagon, 
(ps); Hardtop, $1,300°; 4-dr., 
$1,240°, $1,200*, $880°; 2-dr., 
Crest Hardtop, $1,500° (ps); Custom | 
(8) station wagon, $1,150; 4-dr., $970, | 
$890; Styleline (8) conv., $1,135°. 

‘55 Fairlane (8) Hardtop, $1,195*; 2-dr., 
$1,005*, $875; Custom (6) Ranch | 
Wagon, $1,075*; 4-dr., $965, $855; 2- 
r., $945. | 

"54 Country Squire (8) station wagon, | 
$1,025°, $875; Crest (8) 4-dr., $755°| 
(ps); Hardtop, $755; (6) 4-dr., $700. 

"53 Ranch Wagon, $675; Hardtop, $630°. | 

"52 2-dr., $285. 

"51 Hardtop, $275. 


"32 Customized (8) roadster, 


Ranch | 
$1,535° | 


$1,250°, | 
$1,180; 


$1,100. 


52 Commander (8) 4-dr., $200* 
MISCELLANEOUS—'57 Volkswagen §sta- 
tion wagon, $1,640; 2-dr., $1,495. 
’56 Volkswagen 2-dr., $1,150; Ford 1-ton 

pickup, $850°. 

’55 Volkswagen 2-dr., $900. 

53 GMC *%-ton pickup, $530; Pontiac 
delivery, $380. 

"52 Ford (6) pickup, $480. 

"46 Ford (6) %-ton panel, $110 
LITTLETON, COLO. 
Colorado Auto Auction, Inc. Sale every 

| Monday. Prices are for sale of May 5. 
Demand was terrifically good. Clean 

cars were bringing money. 

BUICK—'55 Century Riviera, $960° (ps); 
Super Riviera, $870* (ps) 

"54 Special Riviera, $695*; Century Rivi- 
era, $820°, $640°. 

"53 Super Riviera, $490* (ps). 

"52 RM 4-dr., $170°. 

CADILLAC 57 (62) 4-dr., $3,500° (ps); 
conv., $3,575*° (ps); coupe, $3,175* 
(ps) 

"56 (62) coupe de Ville, $2,850* (ps), 
$2,600° (ps), $2,500° (ps); coupe, §$2,- 
485° (ps), $2,200° (ps) 

"55 (62) 4-dr., $2,245° (ps), $1,850° 
(ps) 

CHEVROLET — ‘58 Impala (8) Hardtop, 
$2,740° (ps); Bel Air (8) 2-dr. §2,- 
325°, $2,325, $1,975*; Brookwood sta- 
tion wagon, $2,500*; Biscayne 2-dr., 
$1,850. 

"57 Bel Air (8) 4-dr.. $1,775* (ps), 2 
at $1,745, $1,700*, $1,670* (ps). $1,- 
650°, $1,555°; Two-ten (8) 4-dr.. §$1,- 
695° (ps), $1.620°, $1,600° $1,575° 
(ps). $1,360, $1,295; station wagon, 
$1,765*. 


"56 Two-ten (8) station wagon 
(Continued on Page 50, Coli. 


$1,475° 
3) 


$4.00, 13-times; $3.50, 52-times. Display (niinimum space, 1 inch on 1 
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_ NEW YORK 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.). 





NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David 8. Spielman 
John W. Becker 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 
Albany 5, N. Y. 


Monday — |! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 


Eve: 





NEW YORK 








Thruway Auto Auction, Inc. 
Route 18B Buffalo, New York 
EVERY TUESDAY 

Insured Checks — Insured Titles | 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 


Fiying Dealers — Land at Buffalo Air-Park, 
5 miles south of Buffalo Municipal Airport. | 
Hard surface runway - Unicom Radio. Auction | 
is only five minutes away. Call us, we'll | 
pick you up. 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A 





PENNSYLVANIA 





MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No, 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M, 


%& Dual Lane Selling 
%& Auction Checks 
% Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 





—- 





TENNESSEE 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





WASHINGTON __ 





SOUTH SEATTLE AUTO AUCTION 


10644 E. Marginal Way Seattle 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 


“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 





WEST VIRGINIA 


We Waa Bale 
DEALER AUCTION 


te oe tm 


MID-ATLANTIC DEALER AUCTION Box 84 
HUNTINGTON, W. VA. 





Crossroads 


- - - where they meet . . . buyers 
and sellers . . . new and used car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 


You will reach both groups through 
an ad in Automotive News. 
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Power... get action... to move 


people...to sell goods 
THE CHICAGO DAILY NEWS 


set a new record for general 
advertising linage in the first 
quarter of 1958* 


* January, February and March added up to the best first quarter in Daily News 
history for general advertising linage. This record start for 1958 follows a record 
year. In 1957 the Daily News carried more general advertising linage than ever 
before . . . and of course, more than any other evening paper in the nation. 

Source: Media Records 


USE THE POWER OF THE “NEWS?” 
IN CHICAGO 











“rst! ARTIC-KAR 


The Best Buy In Automotive Air Conditioning 


Since 1949. 
DEALERS! 


Earn More Profit 
Than Ever Before 


New LOW! LOW! 
PRICES. 


Be Under Competi- 
tion With A Trouble 
Free, Easily Installed, 
Nationally Adver- 
tised, Customer Ac- & 

cepted, Low Priced 1958 THUNDERBIRD 
Unit. 


All NEW 
ICEBERG Under- 
dash Unit. 


Ebony Black and 
Silver or Luxurious 
White and Gold. 
Thermostat, Clutch, 
Three Speed Dual 
Fans, Extra High Air 
Volume. 


ICEBERG UNDERDASH 





SET IT! FORGET IT! 


Thermostatically Controlled For Perfect Comfort 





FOREIGN AND SPORTS CAR DEALERS, YOU, TOO, 
CAN HAVE ARTIC-KAR AIR CONDITIONING 


ARTIC-KAR 


A Product Of 
Capitol Refrigeration and 
Manufacturing Company 


3922 Kalloch Drive Dallas, Texas 
Phone FR 1-3471 


Twenty-seven 
Models Engineered— 
Tested—Proven 


WRITE OR WIRE 


TODAY > 


For Complete 
Information 
















From Home Office to Service Station, 
SINCLAIR is 





“Spot is doing a great job for Sinclair. And,’”’ adds James J. 
Delaney, Sinclair Refining Company’s Advertising Manager, 
“‘we now boast the biggest campaign for size, scope and 
duration, in spot radio history. It’s been so successful that 
a questionnaire sent to Sinclair marketers and distributors 
brought a resounding 95% request 

for continued use of Spot Radio!” 


SPOT SALES 
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Used-Car Auction Prices 





(Continued from Page 48) 


(ps); Bel Air (8) 4-dr., $1,275* (ps), 
$1,205*, $1,140*%, 2 at $1,125*; One- 
fifty (8) 4-dr., $1,335, $865. 

'55 Bel Air (6) station wagon, $1,160; 
Two-ten 4-dr., $835, $780. 

’54 Bel Air 4-dr., $600*°, $585°*. 

’53 4-cdr., $425*, $400. 


CHRYSLER ’57 ‘300’" conv., $3,000* 


(ps). 

"56 Windsor Newport, $1,655* (ps), $1,- 
495* (ps), $1,455* (ps). 

55 NY 4-dr., $1,205* (ps), $1,120* (ps); 
Windsor 2-dr. Hardtop, $1,000* (ps). 

*53 Windsor 4-<dr., $175* 


DeSOTO—’56 Adventurer Hardtop, $1,745* 


(ps). 


DODGE—’57 Coronet (8) 2-dr., $1,650*, 


$1,640*, $1,625* 
"56 Coronet 4-dr., $990* 
’53 Diplomat, $420* 


FORD—’58 Fairlane (8) 500 Hardtop, $2,- 


325* (ps), $2.280* (ps). 


57 Thunderbird, $2,815*; Fairlane (8) 
500 2-dr., $1,820* (ps), $1,755* (ps), 
$1,735* (ps) $1,680° (ps), $1,550, 
$1,500, $1,475*, $1,450; conv., $1,750*; 
Country sedan, $1,765* (ps); Custom 


(8) 300 4-dr., $1,400*, $1,375* (ps), 
$1,350*; Custom (8) sedan, §$1,275*, 
$1,250, $1,210, $1,150, $1,130. 


"56 Country sedan station wagon, $1,-| 


300: Fairlane (8) Hardtop, $1,295* 
(ps), $1,165*, $1,075 

‘55 Fairlane (8) Hardtop, $1.000*, $935°*; 
Custom (8) 4-dr., $875*; station wag- 
on, $830 

"54 Main 4-dr., $410 


| HUDSON—’53 Hornet 4-dr., $290. 
| IMPERIAL ‘57 Hardtop, $3,105* (ps), | 


$3.005* (ps), $2.950*° (ps) 


| 
| LINCOLN—’'57 Premiere Hardtop, $3,005* 


(ps), $2.765* (ps) 
‘56 Premiere 4-dr $1.865* (ps) 
"53 Capri Hardtop, $640° (ps) 


| MERCURY—'57 Colony Park station wag- | 


on, $2.370* (ps) Monterey Hardtop. 
$1.720* (ps), $1,700* (ps), $1,545*, 
$1,.535° 

"56 Custom station wagon, $1,190* (ps) 

"55 Montclair 4-dr.. $1,030° (ps) 

"54 Custom 4-dr.. $485 

"52 4-dr 275 


"50 4-dr., $155 


OLDSMOBILE—'5S7 (98) Hardtop. $2,260* 


(ps); (88) conv., $2,010*°; 4-dr., $1,- 
905° (ps) 
"56 (98) Hardtop, $1,.665* (ps): (S88) 


(ps); (88) Hardtop, $1,380* 

"55 (98) Hardtop. $1,305° (ps), $1,100° 
(ps) (88) 2-dr $1.200° (ps) $1.- 
075° 

"54 (98) 4-dr., $1.005* (ps) 

"51 (98) 4-dr.. $110° 


PLYMOUTH — ‘57 Belvedere (8) Hardtop 


$1.650*: Savoy (8) 4-dr., $1,300 

"56 Suburban station wagon $1,.035° 
$1,100; Plaza (6) 2-dr., $660 

"55 Belvedere (8) Hardtop, $795*; Savoy 
(6) 4-dr S70°, $550 

"D4 Belvedere 4-dr.. $450 


PONTIAC "5SR Chieftain (8) 4-dr.. $2,- 


580° 

‘S57 Star Chief Hardtop, $1,705° 

"55 Star Chief Safari, $1,300*; Chieftain 
2-dr., $850° 

"54 Star Chief 4-dr.. $495°. $450° (ps) 


RAMBLER—'‘56 station wagon, $1,300* 
| MISCELLANEOUS—'56 Willys ‘-ton pick- 


up, $940 

"55 Chevrolet %-ton pickup, $780, $725; 
Dodge %-ton pickup, $645; 1-ton truck, 
780 

"54 Dodge \%-ton pickup, $515, $365 

‘53 Chevrolet %-ton pickup, $465, $430 


| 
WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale every 


Wednesday. Prices are for sale of May 7. 


Consignment of cars held up even 
though a cold rain fell most of the day. 
Sunshine should be just around the cor- 


ner and spark up business for everyone. 


BUICK—'56 Special conv.. $1,.300°. 


"53 Super 4-dr.. $425°, $310°; Special 4- 
dr., $330, $250 

"52 RM Hardtop, $205°. 

"S51 Super station wagon, $185*; Special! 
4-dr., $130°, 


CADILLAC — ‘57 sedan de Ville, $3,.650° 


(ps) 

"56 sedan de Ville, $2.565° (ps). 

"54 (62) 4-dr.. $1.250° (ps); (60) Super 
4-dr., $1,190° (ps) 

"53 (62) conv., $835° 

"52 (60) Super 4-dr.. $850°, $400°: (62) 
4-dr.. $375°. 

"51 (62) 4-dr., $425°, $225°. 

"50 (61) coupe, $340° 

"48 (62) 2-dr.. $160° 


CHEV ROLET—'57 Two-ten (6) 2-dr., $1,- 


250, $1,225, $1,215 

"56 Bel Air (8) Hardtop, $1,250°, $1,- 
240°; Two-ten (8) 4-dr.. $975, $960, 
$915, $900, $840, $800. 

"55 Bel Air (8) station wagon, $1,060*°; 
Hardtop, $900°; One-fifty (6) 2-dr., 
$460. 

‘54 Bel Air station wagon, $800*; One- 
fifty 2-dr., $410. 

"53 Two-ten 2-dr., $580; Bel Air 2-dr., 
$410*, $360°. 

"52 2-dr., 2 at $145 

"51 4-dr., $245°*, $215, $180, $150. 

'49 4-dr., $115 


CHRYSLER—’52 Windsor 4-dr., $150°*. 
DODGE—'56 Suburban (8) station wagon, 


$1,190 
"55 Coronet station wagon, $910. 
"54 Coronet 4-dr., $575*. 
’53 Meadowbrook 4-dr., $140. 


F OR D —'56 Country Squire (8) station | 
wagon, $2,375* (ps); Custom (8) se-/| 


dan, $1,225*; Ranch Wagon, $1,135*; 
2-dr., $845; Fairlane (8) 2-dr., $1,005*. 

’55 Custom (8) Country sedan, $1,145*; 
4-dr., $800*, $760°, $730, $670*; Fair- 
lane (8) conv., $1,055*, $705; Victoria 
sedan, $1,045*, $940*, $865. 

’54 Custom (8) Country sedan, $780, 
$700, $465, $450; 4-dr., $430°. 

*53 Custom (8) sedan, $575*, $345, $320; 
Main (8) 2-dr., $240. 

"52 4-dr., $275; 2-dr., $225, $170. 

"51 conv., $270, $165. 


MERCURY—’'54 Monterey Hardtop, $705*; 


Custom 2-dr., $540*. 

‘53 Montclair 2-dr., $490*; Monterey 4- 
dr., $430. 

"51 4-dr., $185. 


NASH—’'53 Statesman 4-dr., $410*, $200°. 


50 4-dr., $110*, 


OLDSMOBILE—’57 (88) Hardtop, $1,900* 


(ps). 
"56 (98) 4-dr., $1,400* (ps). 
’55 (88) Hardtop, $1,280* (ps). 
'54 (98) 4-dr., $865*. 
’53 (88) 4-dr., $350* (ps). 











’52 (98) 4-dr., $195*. 
"51 (88) 4-dr., $200*, $190*, $160*. 
"50 (88) station wagon, $180*. 
PACKARD—’54 ‘‘300’’ Hardtop, $585*. 
’63 ‘‘200"" 4-dr., $175. 
’52 ‘200’ 4-dr., $320*, $285*, $220°. 
"51 4-dr., $190*, $135. 
PLYMOUTH — '57 Savoy 4-dr., $1,275*, 
$1,215 
’56 Savoy coupe, $995; Suburban station 
wagon, $935 


’5S Savoy 4-dr., $705*; Plaza 4-dr., $685, 


$500 
’54 station wagon, $600. 
‘53 station wagon, $390; 4-dr., $285. 


PONTIAO — ‘56 Chieftain 4-dr., $1,135*, | 


$1,000". 
'55 Star Chief Hardtop, $1,100* (ps), 
$930". 
’54 Star Chief 4-dr., $560*. 
53 Custom Hardtop, $485*, $320*, $310*, 
$250°*. 
"52 2-dr., $190* 
'51 4-dr., $160°. 
50 2-dr.. $100* 
RAMBLER—’'55 station wagon, $790 
"54 station wagon, $720 
"51 2-dr., $100 
STU DEBAKER—’53 Champion 4-dr., $190. 
"51 2-dr., $120 
WILLYS—'56 1-ton, $1,010. 
MISC ELLANEOUS—'57 Volvo 2-dr., §$1.- 


335; Renault Dauphine 4-dr., $1,140. | 


"55 Volkswagen conv., $1,050; Dodge %- 
ton pickup, $650 
‘51 Hillman Minx 4-dr., $105 


LOS ANGELES 


Harold Henry’s Los Angeles Auto Auc-| 


tion. Sale every Tuesday. Prices are for 
sale of May 6 


|} BUICK—'57 RM Riviera $2,530° (ps); 


Special Riviera, 2 at $2,050° (ps) 
‘56 Special Riviera, 2 at $1,500* (ps), 
$1,255*; Century Riviera, $1.460° (ps) 


"55 Century conv $1,125* (ps); Super 
Riviera, $1,115* (ps); Special Riviera, 
$1.030* 

54 RM Riviera, $945* (ps); 4-dr., $695* 
(ps); conv., $685°; Super 4-dr., $750*, 


$740° (ps); Century Riviera 715° 

53 Super Riviera, $425°, $405°*:; 4-dr., 
$350°; Special 2-dr., $370*. 

59 


"52 Special 4-dr., $205 
51 Super Riviera, $125°*. 


Super Hardtop, $1,510* (ps). $1,395* CADILLAC—'57 Eldorado conv., $4,300° 


(ps); Seville, $4.300° (ps): (62) sedan 
de Ville, $4,000° (ps); coupe de Ville, 
$3.855" (ps) conv., $3.640° (ps); 
coupe, $3.600° (ps); (60) 4-dr., $3,- 
930° (ps) 


"56 (62) sedan de Ville, $2,865* (ps), | 


2.700° ips) 

55 (60) 4-dr.. $2.325° (ps); (62) coupe 
de Ville, $2,290° ‘ps), $2,280° (ps). 
$2.260° (ps), $2.245° (ps); conv., $2,- 
120° (ps), $1,850° (ps); coupe, $2,100° 
(ps). $2,050° (ps) 

"54 (62) coupe de Ville, $1,980° (ps); 
coupe, $1,.780° (ps): conv $1,.635° 
(ps): 4-dr.. $1.600° (ps), $1,275 

"53 coupe de Ville, $855° (ps) 

"52 (62) 4-dr $575° (ps); (60) 4-dr., 
$525° (ps), $520° (ps) 

"51 coupe de Ville, $635°, $540°, $460°. 

"50 coupe de Ville, $495°*. 

"49 sedan, $240°, $105° 

"48 coupe, $255*, $190°; conv., $205* 
4-dr $170° 

"47 4-dr.. $140° 

CHEVROLET —'58 Impala (8) Sport coupe, 
$2.510° (ps), $2.565° (ps): Biscayne 
(8) 2-dr 2.225°; 4-dr., $2,025°; Bel 
Air (8) 4-dr $2.170° (ps); Delray 
(6) 2-dr.. $1,825 

"57 (8) station wagon, $2,035°; Bel Air 
(8) Sport coupe, $1.980° (ps), $1,.925° 
(ps), $1,835°; Sport sedan, $1,855*° 
Two-ten (8) station wagon, $1,800°; 
Sport coupe, $1.415; Two-ten (6) 2- 
dr $1,490; One-fifty (6) Handyman, 
$1,410 

"56 Corvette, $1.980°; Bel Air (8) Sport 
sedan. $1.535° (ps), $1,.530° (ps); 2- 
dr.. $1,385°; Two-ten (8) Sport coupe. 
$1,.370°; sedan, $1.065°, $1,025; Two- 
ten (6) Delray, $1,140°; sedan, $700; 
One-fifty (8) 4-dr.. 2 at $905° $895, 
$825 

"55 Bel Air (8) 4-dr $1,055°, $795°; 
Bel Air (6) coupe, $985; Two-ten (8) 
4-dr 780; Two-ten (6) 4-dr., $730°; 
One-fifty (6) sedan, $485 

"S54 Bel Air 4-dr., $550 

"53 Bel Air 4-dr., $580° (ps): conv., 
$460; One-fifty station wagon, $475; 
sedan, $425, $335; Two-ten 2-dr.. $425; 
4-dr., $425, $375, 

"52 4-dr., $335; conv., $335. 

"51 sedan, $320, $230, $220°. 

"50 4-dr., $150°, $135. 

"49 2-dr.. $145 


CHRYSLER—'57 Windsor station wagon, 


$2.900°* (ps). 

‘56 Windsor Nassau, $1,635° (ps) 

"55 **300"' coupe, $1,650° (ps); NY St. 
Regis, $1,450° (ps); Windsor 4-dr., 


$850*. 

"53 NY 4-dr., $350° (ps); Windsor 4-dr., 
$285. 

DeSOTO—'58 Firesweep Sportsman, $2,680* 
(ps). 

‘57 Fireflite conv 2,250* (ps): Fire- 


sweep Sportsman, $2,090° (ps); Fire- 
dome 4-dr., $1,730° (ps). 
'55 Firedome coupe, $1,055*. 


DODGE—'57 Royal (8) 2-dr. Lancer, $2,-/| 


100* (ps), $1,960°: 4-dr., $1,775*; 
Coronet (8) club sedan, $1,750* 

"56 Custom (8) Royal Lancer, $1,325* 
(ps); Royal (8) 2-dr., $1,250*. 


'53 Coronet (8) 4-dr., $345*, $260*; club | 


sedan, $330. 


EDSEL—'58 Corsair Hardtop, $2,370* (ps). | 
FORD—'58 Thunderbird, $4,135* (ps), 2) 
at $4,100* (ps), $4,050* (ps), $4,000*| 


(ps), $3,975*; Fairlane (8) 500 Town 
sedan, $2,250* (ps). 

"57 Thunderbird, $3,000* (ps), $2,930° 
(ps), $2,790*° (ps); Fairlane (8) 500 
Skyliner club sedan, $1,875*; conv., 
$1,855* (ps); Town sedan, $1,815* 
(ps), $1,675* (ps); Victoria, $1,700* 
(ps), $1,675*; Fairlane (8) Victoria, 
$1,615*, $1,605*, $1,595*; Country se- 
dan, $2,070* (ps), $2,065* (ps), $2,- 
055* (ps), $2,010* (ps), $2,000* (ps), 
$1,905*, $1,760*; Ranch Wagon, $1,- 
720°, $1,670*, $1,365; Custom (8) 300 
sedan, $1,595*, $1,495", $1,450*°, $1,- 
350, $1,180, $1,150. 

‘56 Thunderbird, $2,455* (ps), $2,405*, 
$2,200*; Country sedan, $1,525*; Fair- 
lane (8) Victoria, $1,340* (ps); club 
sedan, $1,295*; Town sedan, $1,250* 
(ps); 4-dr., $1,150*, $1,100*; Custom 


(Continued on Page 51, Col, 1) 
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FREE TELETYPE RESERVATIONS 
FOR ALL ALBERT PICK HOTELS 


handle the car 
that sells itself 


VOLVO} 


West Coasts. Public nll oreo —_ 


Dealers report fantastic success 
stories from the East and 


acceptance of this 
sensational Swedish- 
built 5 passenger 
family sports car 
has exceeded even 
the most optimistic 
calculations. A 
gigantic national advertising, promotion 
publicity and merchandising campaign 
helps you ring up amazing profits 





ACT NOW — Dealership Franchises available ~ 
to a limited number of qualified 
dealers in the following states: Alabama 
Arkansas, Kansas, Lovisiana, Mississippi 
Missouri, Oklahoma, Tennessee and Texas 


for immediate information contact 
Mr. Nils Olof Sefeidt, President 


SWEDISH MOTOR IMPORT, Inc. 


1901 Milam Street - Houston 2, Texas : 
CA 4-9456 ~ 


Impressive 


A 4 bos APPROACH! 





Hand your next 
prospect a 


FULL COLOR 
BUSINESS CARD 


These colorful business cords ore now avoil 
able to the following deolers 

© suck * DeSOTO © FORD 

*@ CHEVROLET® DODGE © PLYMOUTH 
© CHRYSLER © EDSEL © PONTIAC 


Write today for Free Sample Folder 





UTLEY BROTHERS, Inc 


63 Aled) S DETROIT 12. MICH. 


NOW SERVING OVER 4000 DEALERS 





AUTO 
TURNTABLES 


Manufactured by 


Macton Machinery Co. 


DYKE LANE 
Stamford 2, 
Cona. 
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i sedan, $260*; Victoria, $140°, 
99 2-dr., $195. 

IN—’54 Hornet 4-dr., $390. 
§3 Hornet 4-dr., $390. 

y J—’'53 2-dr., $195. | 

INPERIAL- ’56 4-dr., $2,340* (ps). 

ER 53 4-dr., $285*, $275*. 
"§2 4-dr., $225°*. 
"1 4-dr., $235°. 

LINCOLN — '57 Premiere coupe, $3,245° 
(ps), $3,025* (ps); conv., $2,935* (ps); 
sedan, $2,740* (ps). 

53 Cosmopolitan coupe, $450* (ps); | 
Capri 4-dr., $445° (ps). 

"52 Capri coupe, $345*. 

"$1 coupe, $135*. 

MERCURY —'57 Monterey Phaeton, $2,- 
000°; 4-dr., $1,950*°; coupe, $1,850° | 





(ps). 

6 Montclair coupe, $1,150* (ps). 

"55 Monterey coupe, $1,050; 4-dr., $845°*; | 
Montclair conv., $975*; Custom 2-dr., 
$775 

4 4-dr., $505*; Sun Valley, $500*. 

§3 Hardtop, $450°; 4-dr., $300. 

"§2 coupe, $385*; 4-dr., $300, $215; 2- 
dr., $240. 

1 coupe, $250°, $250, $185*; 4-dr., 
$175. 

49 station wagon, $135. 

OLDSMOBILE—'57 (88) Super Holiday, 
$2,265* (ps), $2,235° (ps). 

66 (98) Holiday, $1,745* (ps); (88) 
Super Holiday, 2 at $1,715* (ps); (88) 
Holiday, $1,475* (ps), $1,335°*. 

"55 (98) conv., $1,320* (ps); Holiday, | 
2 at $1,315* (ps), $1,215*° (ps). } 

"SM (88) Holiday, $825°*. 

"53 (88) Super Holiday, $695* (ps); 4- 
dr.. $260°: (98) Holiday, $595* (ps), 
$365* (ps); (S88) sedan, $395*. | 

"62 (S88) 4-dr., $335°. 

"$1 2-dr., $170°. 

"SO 4-dr., $145°. | 

PLYMOUTH—'58 Suburban station wagon, | 
$2,650* (ps). 

‘9? Fury (8) Sport coupe, $2,300*; Sub- 
urban, $2,000°; Belvedere (8) Sport 
coupe, $1,950° (ps); club sedan, §$1,- 
680°; Savoy (8) Sport coupe, $1,635; 
club sedan, $1,520%; Savoy (6) club 
sedan, $1,285; Suburban, $1,630°. 

‘% Fury (8) coupe, $1,630°; Belvedere 
(8) conv., $1,225* (ps); Suburban, 
$1,100°. 

‘SS Savoy (8) 4-dr., $850°; Savoy (6) 
4-dr., $770; club sedan, $695. 

‘SM Plaza (6) 4-dr., $455; Savoy club 
sedan, $385*. 

"SS club coupe, $360, $250; sedan, $350. 

"Sl 4-dr., $135. 

PONTIAC —'56 Star Chief Catalina, $1,- 
390° (ps); Chieftain Catalina, $1,245°, 
2 at $1,080*; 2-dr., $795. | 

‘SS Safari station wagon, $1,425*° (ps); 
Chieftain coupe, $875*. 

‘HM Star Chief Catalina, $780°*. 

"53 Chieftain 4-dr., $405°; 2-dr., $395°; 
Catalina, $525* (ps), $370°, $335°. 

52 Catalina, 2 at $285*; conv., $220°. 

‘SO Catalina, $225*, $220*, $170°; coupe, 
$130; conv., $100. 

"49 4-dr., $100. 

RAMBLER—'56 Cross Country, $1,515. 
"SS 2-dr., $950; station wagon, $910. 
"SM station wagon, $670*. 

‘51 station wagon, $190. 

STUDEBAKER — 56 Commander station | 
wagon, $1,065*, $1,050°. 

‘SS President 4-dr., $755*. 

‘53 Commander coupe, $590*, $560: 4-| 
dr. $295. 

WILLY S—’54 4-dr., $360. 

"53 station wagon, $540. 


MISCELLANEOUS — ‘58 Borgward 2-dr., 

$1,820; Citroen 4-dr., $1,030; Volks-| 
wagen coupe, $2,450. | 

"ST Chevrolet %4-ton pickup, $1,255, $1,- 
080; Ford Ranchero, $1,775*, $1,610; | 
F-100 pickup, $1,290; English Ford, 
$1,270; Fiat 2-dr., $995; MG Magnette, 
$1,500; Powell station wagon, $490; 
Renault Dauphine, $1,160; Triumph 
roadster, $1,925, $1,850; Volvo 2-dr., 
$1,525. 

‘56 Ford F-100 pickup, $870, 2 at $850, 
$810; DKW 2-dr., $895; Citroen 4-dr., 
$300; Morris station wagon, $640; 
Simca 4-dr., $650; Volvo station wag- 
on, $1,100. 

‘55 Ford %-ton stake, $760; F-100 pick- 
up, $730*, $715*, $675, $660; 1-ton 
pickup, $625; GMC ‘%-ton cab and 
chassis, $500; Hillman Husky, $715. 

‘34 Hillman Hardtop, $625; Renault 4- 
dr., $460. 

"53 Ford F-100 pickup, $485. 

‘52 Ford Consul, $290; Hillman conv., 
$220; MG roadster, $700. 

‘51 Ford 2-ton tow truck, $925. 

"50 Chevrolet %-ton flat bed, $420. 


JENISON, MICH. 


Grand Rapids Auction, Sale every Tues- 
day. Prices are for sale of May 6. 

Market very solid, Clean cars sold well 
from start to finish of sale. 120 cars 
changed hands from 180 offerings. 


BUICK—'57 Special 4-dr., $1,690°*. 

"56 Special station wagon, $1,525* (ps); 
4-dr., $1,145; Century 4-dr., $1,400* 
(ps); Cuper 4-dr., $1,340* (ps); RM 
sedan, $1,435* (ps), $1,315* (ps). 

"55 Century 4-dr., $1,050; 2-dr., $850*; 
Super 2-dr., $950* (ps); Special 4-dr., 
$850*; 2-dr., $775*. 

"54 Century 2-dr., $750*. 

"53 Special sedan, $350*; Super 2-dr., 
$345*; RM 4-dr., $265* (ps). 

‘49 RM 2-dr., $175*. 

"41 4-dr., $120. 

CADILLAC—'58 (62) coupe, $4,450* (ps). 

‘56 sedan de Ville, $2,335* (ps). 

‘55 (62) club coupe, $1,510* (ps). 

54 (62) coupe, $1,300* (ps). 

GEYROLET-—'ss Biscayne station wagon, 
265, 

57 Bel Air station wagon, $1,975*, $1,-! 
865; conv., $1,590; Two-ten station 
Wagon, $1.775* (ps) $1,700* (ps), 














tom 4-dr., $1,180*, $795. 
’55 Montclair coupe, $675*; Monterey 2- 
dr., $650°. 
NASH—’51 Statesman 2-dr., $105, 
OLDSMOBILE — '57 (88) station wagon, 
$2,030*; conv., $2,025* (ps). 
°56 (88) conv., $1,635* (ps); Holiday, 
$1,430*; 4-dr., $1,305*, $1,250*, $955*; 
(88) Super Holiday, $1,500* (ps); 





(Continued from Page 50) conv., $1,440*; (98) Holiday, $1,365* 
(ps). 
Yietoria, $1,260* (ps), $1,260*; 2-dr., $1,665; Delray, $1,500*; sedan, $1,- "55 (98) conv., $1,350* (ps); (88) Super 
$1,050*; conv., $1,050* 485, $1,140. 4-dr., $1,065* (ps), $1,035* (ps), $1,- 
% Thunderbird, $2,080*, $1,810*; Coun- ’56 Two-ten station wagon, $1,345, $1,- 215* (ps). 
try sedan, $1,355*, $1,325* (ps), $1,- 300; Bel Air sport coupe, $1,215*, $1,- "54 (88) Super Holiday, $825* (ps); (98) 
195*; Fairlane Victoria, $975*; 4-dr., 195; 4-dr., $1,185*; Delray, $1,065*; Holiday, $760* (ps); (88) 2-dr., $700*. 
*. Custom Ranch Wagon, $975"; One-fifty 2-dr., $795*. "53 2-dr., $285*. 
@dr., $770; Main coupe, $660. ’55 Two-ten 4-dr., $760*%; 2-dr., $730. ’52 4-dr., $265*. 
Crest (8) conv., $600*; 4-dr., $470;| °53 Two-ten 4-dr., $295. PACKARD—’ 55 ‘‘400’’ coupe, $1,075* (ps); 
oria, $700*, $645; Custom sedan.| nop , - 4-dr., $920* (ps). 
oe. Country sedan, $715; Main | _ a OF Royal cub coupe, $1,608 PLYMOUTH—’58 Custom station wagon, 
nch Wagon, $525°. | °56 Custom Ro; 4-dr. ,180* . $2,140*. 
ap Crest Victoria, $550* (ps); Custom; +55 Coronet oonan, ssi.” a ee "57 Plaza (8) 2-dr., $925. 
coupe, $460*; conv., $415; sedan, $405* ’54 station wagon, $430*. "56 Belvedere (8) 4-dr., $1,085*; Savoy 
(ps), $365*, $315. 53 4-dr., $200*. (8) 2-dr., $995*. 
2 Victoria, $290*; 4-dr., $255, $215,| FORD—’58 Country Squire station wagon, *52 Suburban station wagon, $265. 
. | $2,400* (ps). PONTIAC—’56 Chieftain Catalina, $990*. 


57 Skyliner 2-dr., $2,280* (ps); Country| '55 Chieftain 4-dr., $865*. 
sedan, $1,755*, $1,645; Fairlane (8) 54 Chieftain club coupe, $415°*; 2-dr., 


500 coupe, $1,605* (ps), $1,375; 4-dr., $210. 
$1,550°: Fairlane o> ae, $1,280*; RAMBLER—’ 54 station wagon, $575. 
Custom sedan, $1,340*, $1,275, $1,155. sat a 56 Commander 4-dr., 
’56 Countr uire, $1,350*; Count se- , : 
dan. $1230) Custom soupe. 817202; | MISCELLANEOUS—'58 Volkswagen Kar- 
4-dr., $915, $825; Fairlane 4-dr., $975*.| ,. ™mann Ghia, $2,125. 
’55 Fairlane Victoria, $930* (ps), $930*; ,54 Chevrolet %-ton pickup, $500. 
Country sedan, $915*; Custom’ (8) 2- 52 Chevrolet milk truck, $215, 
dr., $785*, $690. Cc 
"54 Custom 2-dr., $310*. 
'53 Custom 2-dr.. $255*. -HICAGO 
35 coupe, $225. Greater Chicago Auto Auction. Sale 
LINCOLN—’55 Capri 4-dr., $865* (ps). every Thursday. Prices are for sale of 
MERCURY—’58 Montclair 4-dr., $2,650*| May 8. 
(ps). Sold 344 cars from 481 consignments. 
"57 Monterey 4-dr., $1,650*. BUICK—’57 Century 4-dr., $1,910* (ps); 
‘56 Montclair coupe, $1,300* (ps); Cus- | Riviera coupe, $1,820* (ps); Special 
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’S7 (62) coupe de Ville, $3,505* (ps); 
sedan de Vilje, $3,415* (ps). 
Model Breakdown '56 Eldorado doupe, $2,750" (ps); (62) 
e conv., $2,475* (ps); 4-dr., $2,035* 
Of Auction Averages (ps); (60) Special 4-dr., $2,395* (ps). 
"55 6 ° 1,985* , e 
May, 1958 April, March, o ‘ 2) - conv, F : (ps), $1,688 
(ps); 4-dr., $1,545* (ps). 
1968......... 92071 4008 9R,r7s | "8. Cen) comer ae Vile, e008"; 4-1 
besconesvonene coupe de e, s ; 4-dr., 
1.637 1.652 ey $470*, $350* (ps). 
= , , , "51 (62) 4-dr., $350*. 
a 1,173 1,152 1,166 "50 (62) 4-dr., $280*. 
913 906 895 48 Limousine, $640*. 
597 606 598 a ae Biscayne (8) station 
wagon, 2,320* (ps); Bel Air (8) 
359 369 359 Sport sedan, $2,285*. 
218 237 243 ‘57 Bel Air (8) conv., $1,815* (ps); 
2 183 182 185 Sport sedan, $1,700* (ps); Sport coupe, 
$1,670*; 2-dr., $1,670*; 4-dr., $1,650* 
Overall (ps), $1,555*; Two-ten (8) 4-dr., $1,- 
Average $ 969 $ 969 $ 985 305*; 2-dr., $1,300%; Two-ten (6) 
2-dr., 3 at $1,240, $1,230, $1,210; One- 





Estate Wagon, $1,900°. ‘56 Bel Air (8) Sport sedan, $1,415*; 

’56 RM Riviera coupe, $1,530* (ps); Sport coupe, $1,000; Two-ten (6) 2-dr., 
Super Riviera coupe, $1,400* (ps); 4-| ,_ $980, $740. 
dr., $1,305 (ps); Century Riviera| ‘55 Bel Air (8) conv., $1,115°; 4-dr., 
4-dr., $1,360 (ps); Special Riviera $985*, $950*; Sport coupe, $755*; Two- 
coupe, $910, ten (6) station wagon, $1,000*. 

’55 Century Riviera coupe, $1,145* (ps),| °54 Bel Air (8) conv., $400*; Bel Air 
$1,065*, $920*; 4-dr., $960* (ps); Su- (6) 2-dr., $395*; Two-ten (8) 2-dr., 
per Riviera coupe, $885* (ps); RM/| $375. 


4-dr., $870* (ps); Special Riviera, 
coupe, $765*, $600*; 4-dr., $645°*:; | Air (6) 4-dr., $450; coupe, $305, 
conv., $600*. : 2-dr., $270. 

'54 Super Riviera coupe, $755*, $600*: 52 Bel Air (6) coupe, $290*. 


RM conv., $750* (ps); Century Rivi- | CHRYSLER—'57 (300) Sport coupe, §$3,- 





era coupe, $625*; Special 4-dr., $575*, 000* (ps). 
$570*, $525. 55 Windsor 4-dr., $925* (ps); Hardtop 
’53 Super conv., $475*; Riviera coupe, | 2-dr., $885°, $665° (ps) 
$400°, Pe) +53 NY 4-dr., $505* (ps), $280* (ps), 
945° 
CADILLAC—'58 (62) sedan de Ville, $4,- eo 
800° (ps); 4-dr., $4,430* (ps); coupe,| DeSOTO—'57 Firedome Sportsman 2-dr., 


$4,360* (ps), $4,350* (ps), $4,200°| $1,790° (ps), $1,610. 
(ps). | (Continued on Page 52, Col, 1) 





Spring changeover means a big FR AM Filter turnover! 


| RECUR mere or wer et ee ee 





A FAST 5 MINUTE oil and air filter service at 
Spring changeover time can put an extra $5.00 
bill in your pocket! 

EXTRA MONEY comes easy when you sell 
FRAM Full-Filtration Oil and Air Filter car- 
tridges. 

More drivers prefer FRAM Filters than any 
other brand—survey after survey proves it. 


YOU GET MORE sales support from FRAM! 


Your service department can show higher profits with a 
lower inventory when you stock the “original equipment” 
line. Every FRAM Filter is engineered to meet the most 
rigid filter-type specifications for protection . .. for 


performance. 





ae ee 8 8 


Month after month of giant, full page adver- 
tisements in the biggest national magazines. 
Powerful sales messages that keep hammering 
home the outstanding quality of FRAM Filters 
... Pulling customers in to FRAM Authorized 
Service Dealers for a Spring FRAM Filter 
change and an oil change. 


TODAY, 4 OUT OF 5 automobile manufactur- 
ers install FRAM Filters as original equipment! 


See your FRAM supplier for the right assortment of OiL*>AIR+ FUEL* WATER 


FRAM Filter cartridges that will suit you best. 


FRAM CORPORATION 
Providence 16, Rhode Isiand 










fifty (6) 2-dr., $1,145, $1,135, $1,105. 


"653 Bel Air (8) Sport coupe, $540*; Bel 
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Savoy (6) 4-dr., $880*; Plaza (6) 4- 
‘56 Fireflite 4-dr., $1,225° (ps). | (ps); (6) 2-dr., $505. i dr., $615. 
’'55 Firedome edr., *$1,040°, $045°. | IMPERIAL—’57 Southampton 2-dr., $3,- 55 Savoy (6) 4-dr., $580°; Plaza (6) 
’48 Suburban, $315. | 130* (ps). __ 2-dr., $450°. oe 
DODGE—’57 Coronet (8) conv., $1,930*| LINCOLN—’58 Mark III coupe, $4,750° 54 Belvedere coupe, $570, $325*; Savoy 
(ps); Custom Royal (8) 4-dr., $1,710°, (ps); 4-dr., $4,530° (ps). 4-dr., (3410°; 2-dr., $275; Plaza 4-dr., 
’57 Premiere coupe, $2,825° (ps), $2,- $330; 2-dr., $255. : 
’56 Custom Royal (8) 4-dr., $1,120°; 775* (ps); Landau, $2,910* (ps); 4-| PONTIAC—'S7 Star Chief Catalina, $2,- 
(8) 4-dr., $1,065*. dr., $2,770* (ps). 080* (ps), $2,010* (ps); Chieftain 4- 
"55 (6) 4-dr., $470*; Custom '56 Premiere coupe, $1,860° (ps); 4-dr., , dr . 2 at $1,645°. ‘ 
Royal (6) 4-dr., $450* (ps). $1,850* (ps), $1,725* (ps). 56 Star Chief Catalina, - $1,320* (ps), 
53 Meadowbrook 4-dr., $245; Coronet ’55 Capri coupe, $1,400° (ps). $1,245°, $1,225°, $1,150* (ps), $1,135° 
Diplomat, $210 '54 Capri 4-dr., $645*; coupe, $580* (ps), (ps); C hieftain 4-dr., $1,000°; Cata- 
F OR D—’58 Fairlane 500 Victoria 2-dr., $550°. Jina, $920 c ’ 
$2,480* (ps), $2,280* (ps) MERCURY—’57 Turnpike Cruiser, $2,100* 55 Star Chief conv , $1,100* (ps); Chief- | 
’57 Thunderbird Hardtop, $2,670*; Coun- (ps); Colony station wagon, $2,100* __ tain 4-dr., $815°. ; oan : 
$1,870* (ps), $1,775*, $1,- (ps). " 2 i $775*; Chief- 
1,655°; Fairlane (8) 500 Vic- ’55 Montclair conv., $1,250° (ps), $1.- ain 4-dr., $550°. 
toria Pa. $1,650*, $1,600°, $1,565*, 220° (ps); Monterey conv., $1,080* RAMBLER : 58 Custom (8) 4-dr., $1,880. 
Ranchero, $1,425; Ranch Wag- (ps); 4-dr., $470° Kd guven 14) 4 wean $1,680*. 
25 y 410; "5 onterey coupe, 5* $500*; 4-dr., 56 § -dr., b 
on, a 1 “ons ‘es30° herey coupe, $725", © ? STUDEBAKER—'57 Champion 2-dr., $1,- 
e 275° 5° -dr.,| NASH—’! ssac (8) © y Club, 050 
Sane’ frie, G8| ao lor (8) Country Club. | wisCELLANEOUS — '58 Volkswagen S/R| 
(6) 2-dr., $975, $620. , | °55 Statesman (6) 2-dr., $870°, $850°. 2-dr., $1,860, $1,835 (Export); 2-dr., 
'56 Thunderbird, $2,260* (ps); Country | OLDSMOBILE — ‘57 (98) Holiday 4-dr., a at $1,800 (Export) 
$1,370*, $1,325*; Fairlane (8) $2,200* (ps); (88) 4-dr., $1,675°*. '56 MG conv., $1,510 
Victoria, $1,325* (ps), $1,290*, $1,150°, '56 (88) Holiday 2-dr., $1,385°; 4-dr., 55 GMC %-ton pickup, $605. 
(ps), $1,125*, $1,100°, $1,090°, $1,365°. 
$1,025". $1,000*; Custom (8) ‘55 (98) Holiday 4-dr., $1,405° (ps); OMAHA 
$750. 2-dr., $1,360° (ps), $1,050°; conv., : ‘ 
"SS (8) Victoria, $1,075°, $1,325*: (88) Super 4-dr., $1,300° Richard Abel Auto Auction, Sale every 
$955*; conv., $795*; Custom (8) 2-dr., (ps), $1,110* (ps); Deluxe 4-dr., $1.-| Thursday Prices are for sale of May 8. 
$670°, $525; Crest (8) 105* (ps), $1,020*, $940°; Holiday ‘ Demand for '57 and older; prices good. 
Custom (6) 2-dr., $475°*. 2-dr., $1,040*, $1,030° (ps). Partial lsting. 
"54 (8) conv., $820°; Victoria, ‘54 (88) conv.. $1,005* (ps); Holiday| BUICK—'56 Century Hardtop, $1,320° 
Custom (8) 2-dr., $415*. 2-dr., $975*, $735°, $720°. '55 Super 4-dr., $995* (ps); Riviera 2- 
(88) Holiday 2-dr., $660° (ps) dr., $990* (ps); Special 4-dr., $955°; | 


HUDSON—’'55 Hornet (8) Hollywood, $580* "53 





Used-Car Auction Prices 


(Continued from Page 51) 
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$2,275* (ps). 
’57 Fury (8) Sport coupe, $2,040°; 
vedere (8) 4-dr., $1,310*. 


vedere (8) 4-dr., $1,030*; 2-dr., $925°*; 


'56 Fury (8) Sport coupe, $1,200*; Bel-| 





conv., $460°; 4-dr., $215* (ps); (98) Riviera 2-dr., $900* (ps); Special 2- 
4-dr., $360* (ps), $215* (ps). dr., $880*. 
PACKARD—'54 Panama, $525* (ps). | _ "66 Bardtep, $150"; S-dr., Ores”. 


PLYMOUTH—'58 Fury (8) Sport coupe, | CADILLAC—'52 (62) coupe, $975°*. 
| CHEVROLET—’57 Corvette sedan, 
Bel- | 


$2,465; 


! 





Two-ten (8) Sport coupe, $1,520*; 4-| 
dr., $1,420, $1,395, $1,390*, $1,350*, 
$1,250*; 2-dr., $1,145; One-fifty (6) 
2-dr., $1,225. 

'56 Bel Air (8) conv., $1,500*, $1,375°*; 
4-dr., $1,225*; Two-ten (6) 4-dr., 
$950. 

'55 Bel Air (8) Sport coupe, $1,250*; 
2-dr., $800°. 

’53 Sport coupe, $425. 

'51 4-dr., $225. 

"50 2-dr., $145. 

CHRYSLER—’50 Windsor 4-dr., $120. 
DODGE—’57 Custom Royal (8) Hardtop, 
$1,950* (ps). 
| 51 4-dr., $205. 
| FORD — '57 Fairlane (8) 2-dr., $1,570*; 
4-dr., $1,555*; Custom (8) 4-dr., $1,- 
405*, $1,395*. 
'55 Fairlane (8) sedan, $1,045; conv., 
| $1,015* (ps); 4-dr., $990*; Custom (8) 
conv., $930* (ps), $900* (ps); club 
| sedan, $790; 4-dr., $650 

'53 conv., $550°. 

*49 club coupe, $125. | 

MERCURY—’'57 Montclair Hardtop, ee 
740°. 

'56 Monterey Hardtop, $1,075*. | 

‘55 Montclair Hardtop, $1,400*. 

| OLDSMOBILEE—'56 (98) Holiday 4-dr., 
| $1,780* (ps). | 
| '55 Super (88) 4-dr., $1,200* (ps), $1,-/ 
170* (ps); (S88) 4-dr., $995°*. | 

’53 Super (SS) 2-dr., $585*. | 
PLYMOUTH— 57 Savoy (8) 4-dr., $1,510*. 

'55 Belvedere (8) 4-dr., $1,005* (ps). 

"52 4-dr., $260 

*49 club coupe, $120. } 

RAMBLER—’52 station wagon, $375". } 
STUDEBAKER—’51 (4-dr., $135°*. 
| MISCELLANEOUS—'55 Ford ‘%-ton pick-| 


up, $550. 








profitable to use. 


New HOLMES 
TOWING SLING 


The new Universal Car Guard Tow- 
ing Sling provides a very fast, safe method 
of handling all cars, without scarring, 
denting or defacing light chrome and 
body parts. This is made possible by 
suspension on high strength, durable 
fabric straps that affords a new type of 
cushioned safety. The Holmes Sling is 
furnished with V-type spacer bars, lifting 
straps and 2 sets of chains with 4 differ- 
ent hook attachments. It is easy to install, 


New HOLMES 
PUSH BUMPER 


This husky new Push Bumper and grill 
guard was designed to provide protection 
for all wrecker users. It is furnished with 
heavy mounting brackets which fasten 
directly to the truck frame and replace 
the original bumper. The Holmes Push 
Bumper is supplied with brackets to fit 
most popular trucks and can be obtained 
with an optional replaceable rubber fac- 
ing. Send today for full details on this 
much needed truck bumper. 


HOLMES 525 WRECKER 


The 525 Model is a 12 ton wrecker of moderate size, 
ideal for handling any automobile or average truck. 
This unit has a rated capacity of 6 tons per boom. 
It is fast, flexible and built with a long 
range of operation capable of perform- 


ing a wide variety of work. The 
unit and platform-type body 
may be very profitably 
used on any of the 
popular 1% or 2 ton 
trucks. Send TODAY 
for details. 





Le 


Chattancoga 7, 


Tennessee 





ee 
"50 GMC %-ton pickup, $345 Chevrolet 
\%-ton pickup, $295. 
VALDOSTA, GA. 
Tom Hewitt Auto Auction. Sale every 
Friday. Prices-are for sale of May 9, 
We had over 200 cars today and 15% 


of them sold, Dealers got the ‘‘High De. 
lar’’ for their cars. The weather was req 
nice today. 





BUICK—’57 Super Hardtop, $1,940* (pag) 

56 Special Hardtop, $1,365*; 2-dr., $1. 
075* (ps). F 

'55 Special Hardtop, $925* (ps 

"54 RM 4-dr., $720; Super Hardtop 
700* (ps). E 

’52 Hardtop, $150*. 

CADILLAC—’52 (60) 4-dr., $625* 

’49 4-dr., $100°*. 

CHEVROLET — '58 Impala (S) Hardtop 
$2,390*; Bel Air (8) 4-dr., $2,055: 
Biscayne (8) 4-dr., $1,785. ; 

’57 Bel Air (8) Hardtop, $1,75¢ conv. 
$1,615*; 4-dr., $1,470* (ps); Two-tep 
(8) Hardtop, $1,500*. 

*56 Bel Air (8) conv., $1,16( 4-dr, 
$1,130; station wagon, $1,125* : 

‘55 coupe, $850*° (ps); station wagon 
$765, $760; 4-dr., $690; 2-cr., $645 
$465. 

’54 station wagon, $760. 

'53 4-dr., $455°*; 2-dr., $225. 

CHRYSLER—'57 Imperial Hardtop, §2. 
900°, F 

DeSOTO—’'55 4-dr., $700*. 

DODGE—'57 Royal (8) 4-dr., $1,650*, 

"53 2-dr., $185. 

| FORD—’58 Fairlane (8) Hardtop, $2,250 
(ps), $1,850; 4-dr., $2,015* ‘ountry 

sedan (8) station wagon, $2,150*: Cus- 
tom sedan, $1,800. 

‘57 Fairlane (8) conv., $1,600*; Hardtop 
$1,575*: 4-dr., $1,235; Custom ¢) 
4-dr., $1,355° (ps). 

‘56 Thunderbird sedan, $2,220* (pg) 
Fairlane 4-dr., $1,135* (ps) Ranch 
Wagon station wagon, $1,05/ Main 
2-dr., $700 

"55 Hardtop, $930*; station wagon, 
$859*: 4-dr.. $705*; 2-dr., $540 

"54 4-dr., $500; 2-dr., $280*, 

"53 2-dr., $375 

’51 sedan 225. 

"50 4-dr $100 

"49 sedan. $160. 

*41 2-dr., $210 

LINCOLN—'55 Custom 4-dr., $920* 

MERCURY 56 Monterey 4-dr., $935* 

’53 4-dr., $255* 

'52 Hardtop, $300*. 

OLDSMOBILE 56 Super (S88) 4-dr., $1,- 

460°. 

54 Super (SS) 4-dr.. $710*; (SS) sedan 
$470 


PACKARD—'53 
PLYMOUTH 


4-dr., $115 
56 Belvedere (S 4-dr 









$990* 
"51 4-dr., $165 
PONTIAC 55 Safari (8) station wagon, 
$1,210*; 4-dr., $950*. 
"51 4-dr.. §$ 5*. 
MISCELLANEOUS—'58 M. G A. 2-dr 
$2,090 
’57 Ford pickup, $1,000. 
"55 M G conv., $1,000; Ford -ton 
pickup, $650; Chevrolet pickup, $560 
*53 Ford -ton. $305 
"51 Chevrolet %-ton pickup, $21( 
EBENSBURG, PA. 
Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of May §& 


The demand continues at a very high 
level if offerings are clean and ready to 
co. Sold 70 cars out of 84 consignments. 


BUICK—'55 Century Riviera 2-dr.. $965* 
‘53 Super Riviera 2-<dr., $395* (ps) 
Super 4-dr., $390 
"52 Super 4-dr., $240°; RM Riviera 2- 
dr., $105* 


‘51 Super Hardtop, $250* 


CADILLAC—'56 (62) coupe, $2.350* (ps) 
CHEVROLET 57 Bel Air (8) 4-dr.. $1- 
590° (ps); Two-ten (8) 4-dr., $1.477* 
Deluxe (6) 4-dr., $1,200; One-fifty (6 
2-dr., $1,080 
"56 Two-ten (8) 4-dr., $1,120 6) 2-dr 
$850; One-fifty (6) 2-dr., $910 
"55 Two-ten (8) 2-dr.. $725; (6) 4-dr 
$670 
"54 coupe, $520; 2-dr., $500, $455°*, $370 
"53 4-dr.. $485°. $480, $460, $340*, $290 
$250; Hardtop, $410 
"51 4-dr., $210*, $135° 

CHRYSLER—'52 2-dr., $235 

DODGE—'53 Meadowbrook 4-dr., $250; 2- 
dr 270 

"S51 4-¢r.. $120. 

FORD 57 Fairlane (8) 4-dr $2,225° 
(ps); Custom (6) 4-dr., $1,350°, $1,- 
300°; (8) 2-dr.. $1.280, $1,065 

"56 Ranch Wagon (8) station wagon, 
$1,105; Custom 2-dr.. $1,040* 
"55 Custom (8) 2-dr., $590. 
"53 Custom (8) 2-dr., $405*, $385*; (6) 
280 
"52 4-dr., $260°; 2-dr., $185. 
MERCURY—'51 4-dr., $105 
NASH—'53 Statesman Hardtop, $370 
"52 Ambassador 4-dr., $205 

OLDSMOBILE—'56 Super (88) Hardtop, 
$1,435°. 

PACKARD—'52 Hardtop, $310*. 

PLYMOUTH—'57 Savoy (8) 4-dr., $1,435*: 
(6), $1,175*; Plaza (6) 2-dr., $1,045; 
sedan, $970. 

"55 Belvedere (6) 4-dr., $550°. 
"53 4-dr., $340; station wagon, $385. 

— ‘55 Star Chief Hardtop, §$1,- 

"53 Chieftain (8) 4-dr., $255°. 
"52 2-dr., $190°. 
"50 4-dr., $120. 

MISCELLANEOUS — ‘53 Chevrolet 1-ton 
truck, $350. 

"49 GMC *%-ton pickup, $195. 
SEATTLE, WASH. 
South Seattle Auto Auction. Sale every 


Wednesday, Prices are for sale of May 7. 
We need more cars. 


BUICK—'55 Special station wagon, $1,- 
205* (ps); sport coupe, $1,165*; 4-dr., 
$875*; RM conv., $1,090* (ps). 

"54 Century conv., $975*; Super 4-dr., 
$910* (ps). 

CADILLAC—'53 coupe de Ville, $1.055* 
(ps). 

CHEVROLET—’'57 Bel Air (8) Hardtop, 
$1,850°; 4-dr., 3 at $1,750* (ps), 2 at 
$1,700"; sport coupe, $1,730; Two-ten 
(8) 4-dr., $1,590*, $1,585*; 2-dr., $1- 
495°. 

"56 Two-ten (8) 4-dr., $1,350*, $1.160; 
Delray (8) 4-dr., $1,255; (6). $1,020; 
4 One-fifty (6) station wagon, $1,110. 
55 Bel Air (8) conv., $1,350*%; Two-ten 
(8) 4-dr., $865; One-fifty (8) 2-dr., 
$725; (6), $685. 
- > Air sport coupe, $690*, 
el Air sport co *; 4-dr, 
nena P upe, $610*; dr. 

CHRYSLER — '57 Windsor Hardtop, $2.- 
=e (ps); Saratoga Hardtop, $2, 200* 
Ps). 


(Continued on Page 60, Col. 3) 











Offer your customers mirrors that do away 


UT TRU 


These New Mirrors give single, sharp image because they are “front-surface" 


Ranch 
















E-Z-I° 
3-WAY 
MIRROR 


Glare-free, “single image” vision for night driving 


Se. With this front-surface E-Z-I Mirror, 

headlights behind you are distinct, Sccvassinstio’ Not just two positions, but three! 
ail yet glare-free. You judge more accu- 123 
te rately how er the cars eee behind (1) DAYTIME, you get a sharp, soothing yellow-green image. 
am you. No guessing, no blinding! An 


= optically better front-surface mirror (2) NIGHT IN CITY, you filter out low-beam headlight glare. 
+e —it eliminates double image. (3) NIGHT ON HIGHWAY, you de-glare “brights” behind you. 


‘ih: E-Z-I Mirrors are standard equipment on top-line Buick 
‘0 models—available in Buick accessory departments. 


CROMIR® OUTSIDE MIRROR 


Better, “single image” vision 
for clear or rainy weather 


Cromir is an outside mount, front-surface, chromium-alloy mirror, 
It provides clean, sharp, single images. No ghosting! No blurs! 
It’s clearer in wet weather because moisture droplets run off, 

don’t cling. Cromir is guaranteed for as long as the first 


owner keeps the car. Available from makers of outside mirrors. 


These mirrors are sold only through new car dealers. 





LIBBEY-OWENS- FORD... a Great Nam in Gls 
LIBERTY MIRROR DIVISION, Brackenridge, Penna. 






ow ns 
eo. 6 





Tune in THE PERRY MASON SHOW, Saturday Nights, CBS-TV Network 








Yale & Towne Mfg. Co. advanced 
Elmer F. Franz and John A. Bal- 
dinger to vice-presidents. Franz will 
continue as treasurer and Baldinger 
as general manager of the Yale 
Materials Handling division. 


> > > 
Ebey Appointed Manager 
Of Ball Sales for Hoover 


Robert W. Ebey has been ap- 
pointed manager of ball sales for 
Hoover Ball & Bearing Co., Ann 
Arbor, Mich. Ebey joined the com- 
pany in 1957 as supervisor of inside 
sales. 

Ebey is taking over duties pre- 
viously supervised by John B. Fyfe, 
assistant sales manager, who will 
retire next Jan. 1. Until then Fyfe 
will serve in a staff capacity and 
continue to take an active part in 


Cars for Schools in Tulsa— oo ball-sales program, the firm 
R. W. White, left, president, Fuller-White Chevrolet Co., Tulsa, and Bill White jr., | °° oe 
right, vice-president, present four 1958 Chevrolets (the 30th, 31st, 32nd and aa Firestone Shifts Sage 
J. B. Sage, former assistant Min- 


provided by the firm) to Dr. Charles C. Mason, center, superintendent of the Tulsa 
neapolis district manager for Fire- 





Public Schools. This is the 11th year Fuller-White has provided dual control cors for | 


Tulsa public high school youngsters. 





WE HANDLE ALL THE DETAILS 


| 





IN THE GUARANTY PROGRAM 


It’s a simple matter to put all your new car customers on the Valvoline Guar- 
anty Program. Just fill in the Application Form when you make out the bill 
of sale. 

Valvoline will make out the new car guaranty and mail it to your customer 
with a letter requesting him to bring the guaranty to your Service Manager 
for signature. 





Never has a program covered so much with 
such a small amount of effort or detail. 


ALVOLINE 


OIL COMPANY + FREEDOM, PA. 


AN-558 


Division of 


Ashland Oil & Refining Company - 





| will go to the insurance company 


|work of the tax department and 
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stone Tire & Rubber Co. was 

named manager of the Oklahoma 

City sales district. Sage joined the 

company at Austin, Minn., in 1943. 
* > + 


Hadsall Named Director 


Of AMC Exhibits, Previews 

Guy Hadsall jr., assistant auto- 
motive merchandising manager of 
American Motors Corp., has been 
appointed to handle all AMC 
automotive shows and exhibits. 

Hadsall, a 21-year veteran at 
both the factory level and as a 
retail auto salesman, will be 
responsible for automobile shows, 
dealer previews and other spe- 
cial displays. 


Gornall, Riopelle Direct 
Sales for Bendix Division 


Two new sales managers have 
been appointed by the Eclipse Ma- 
chine division, Bendix Aviation 
Corp. 

Robert K. Gornall has been pro- 
moted to sales manager of carbure- | 
tors with headquarters in Detroit, | 


Mass. Moves 





To Halt Evasion | 
Of Auto Taxes | 


BOSTON.—The possibility that 
thousands of Massachusetts auto- | 
mobile owners have escaped pay- 
ment of State excise taxes is being 
investigated by the Registry of 
Motor Vehicles. Steps are being 
taken to remedy the situation with 
a new registration form, according 
to Registrar Clement A. Riley. 


oe 
and John A. Riopelle has been Pro- 
moted to sales manager of fuel 
nozzles in Elmira. 

* * = 


Woodring Gets New Post 


William H. Woodring has 
appointed to the newly created pogt 
of automotive products field sales 
manager for S. C. Johnson & 
Inc., Racine, Wis. He had been na. 
tional accounts manager for auto. 
motive products. 


Sheehan to Direct Sales 
Of Boltaflex 500 Vinyl 
William L. Sheehan has been 
named to direct 
sales of General 
Tire & Rubber 
Co.’s new semi. 
rigid viny] sheet- 
ing for vinyl-to. 
metal  applica- 
tions. 
Sheehan will 
headquarter at 
Jeanette, Pa, 
where the new 
material, Boltafiex 
500, recently went 





W. L. Sheehan 
into production. 
> 


* + 


Sawyer Moves Up 

Donald W. Sawyer has been ap- 
pointed assistant general sales 
manager in charge of field opera- 
tions for the Tractor & Implement 
division of Ford Motor Co. Sawyer, 
formerly Minneapolis district sales 
manager, succeeds L. E. Dearborn, 
now the division’s general sales 
manager. 

> = > 


Dual Post for Crews 


Gaylon R, Crews has been elected 
secretary-treasurer of Mobay 
Chemical Co., New York. He joined 
Mobay as treasurer in September, 
1957, after serving as controller of 
the Consumer Products division of 
Monsanto Chemical Co. 


The investigation was started 
after a check on an automobile in-| Dayton Rubber Shifts Pape 
volved in a violation disclosed the Lewis C. Pape has been named 
registration card, which was Sup-| general sales manager for Dayton 
posed to be on file in the registry,| Rubber Co.'s Foam division, Ashe- 
was missing. Riley said it is im-| ville, N. C. He formerly was general 
possible to say how many such) sales manager of American Latex 


cards are missing, but asserted: products Corp. a bsidi 
“There is reason to believe it could Dayton Rubber. ae “Se 


run into hundreds or ——— _ ~ 
The Registry is supposed to 
have a ound for every automobile Robertshaw Ups Mayne 
registered in Massachusetts. Infor- James F, Mayne has been named 
mation from the card is forwarded | field sales manager for the automo- 
to the State tax department, which tive accessory division at Fulton 
sends it to local boards of assessors Sylphon division of Robertshaw- 
for excise tax collection. If a card Fulton Controls Co. He formerly 
is missing from the files, the tax) was assistant sales manager of the 
department and assessors do not|company’s Bridgeport Thermostat 
get the information. | division, Milford, Conn. 
Riley has ordered the pains eT : =-s 
1959 registration forms held up. He 
= — car oad enetur per- | DeSoto Shuffles Staff 
foration, so one part of the blank|In Portland Office 
Wayne B. Lucas, former distribu- 
and another to the State Tax Com-| tion clerk in DeSoto’s Portland 
mission. I want to be sure we Fe) (Ore.) region, has been promoted to 
covered for 1959.” He said a study | district manager and assigned to 
is under way to coordinate the/ the Portland district. 
He replaces A. H. Jacobsen, who 


|'the excise department of the) was transferred to the Seattle dis- 
(Continued on Page 55, Col. 1) 


registry. 





Chrysler Salesman Honored— 


The top Chrysler and Imperial salesman in the country, Carl Neufeld, right, of 
Henry Caplan, Inc., Brooklyn, was honored by the City of Detroit along with 99 
other members of the Chrysler Centurion Chapter. Mayor Louis Miriani, left, pro- 
claimed “U. S. Auto Salesmen's Salute Day" and read the proclamation to Nevfeld 
and his wife, Simone. Detroit's Common Council presented resolutions honoring all 
100 Chrysler salesmen. Neufeld responded with gifts of model cars for Miriani’s 
grandchildren. 
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(Continued from Page 54) 


trict. John F. Munster, former 
Seattle district manager, has been 
named business management man- 
ager in the Portland regional office. 
He succeeds Carl Brush, who has 
been appointed assistant regional 
manager in the field. 
= 


* * 


Bamber, Griffin Move Up 


Robert G. Bamber has been ap- 
inted assistant secretary and 
assistant treasurer of Borg-Warner 
Corp.’s Spring division, and Edward 
J. Griffin has been named assistant 
controller. . 
> 


Nordstrom Promoted 

Wilber C. Nordstrom has been 
named manufacturing vice- 
president of Standard Products Co., 
Cleveland. He joined the company 
in 1950 and most recently was 
general manufacturing manager. 

= * + 


Flintkote Boosts Feick 

William Feick jr. has been elected 
vice-president of Flintkote Co., pro- 
ducer of box and paper board, 
building materials and automotive 
products. He will continue as treas- 
urer of the company. 

> > > 


Chrysler Names Moran 


To Purchasing Post 

John D. Moran has been named 
director of procurement program- | 
ming for Chrysler Corp., reporting | 
to Emlyn Lioyd, director of pur-| 


chasing. 
Moran will administer the pro-| 
curement programming, timing, 


engineering coordination and tech-| 
nical services activities of the pur-| 
chasing department. He has been | 


Shipment of Mail | 
By Truck Sought | 
In Industry’s Bill | 


WASHINGTON, — Trucking-| 
industry representatives are seek-| 
ing introduction of a bill to au- 
thorize the Postoffice Department! 
to ship mail by truck. The bill has 
the endorsement of the Postoffice, | 
according to the ATA. 


The measure is the result of a 
series of conferences among rep- 
resentatives of the American 
Trucking Assn., ATA conferences, 
Assistant Postmaster General E. 
George Siedle and Postoffice De- 
partment lawyers. 

Siedle, who heads the Postoffice 
Department Bureau of Transporta- 
tion, said abandonment of some 
passenger trains has prompted the 
Postoffice to look for other ways 
of moving the mail. He said his de- 
partment would expect the truck- 
ing industry to continue to take 
the lead in getting the bill intro- 
duced. 


The bill would: 


1. Authorize the Postmaster Gen- 
eral to ship mail by truck without 
advertising for bids, after once} 
stating what the mail service needs | 
are, including in detail the kind of | 
service, both over-the-road, pickup | 
and delivery and at terminals. 

2. Make furnishing of mail trans- 
portation mandatory on every car- 
tier selected and named in the 

aster General's “statement of 
services.” 

3. Provide for relief to carriers| 
suffering undue hardship. 

4. Give the Interstate Commerce | 
Commission power to determine 
fair and reasonable charges for 
mail hauls, and to make “reason- 
able classifications of carriers and 
to make rates for all carriers in 
the same classification,” where just 
and equitable. 

5. Give carriers the right to 
apply to the ICC for a redetermi- 
nation of rates, at any time begin- 
ning six months after the ICC has 
set rates. 

6. Limit the routes over which 
& carrier may contract to carry 
mail to those routes or to the 
territory prescribed in its certifi- 
cate, permit or exemption. 

7. Limit eligiblity of carriers to 
those already holding certificates 
of public convenience and necessity 
from the ICC, or a state regulatory 

ly. 


with Chrysler 29 years and most 
recently was on special assignment 
to the staff of the administrative 
vice-president. 

= * > 


Yale Promotes 


Roy Perler, Yale industrial truck 
salesman in New York City, has 
been promoted to Eastern regional 
sales manager of Yale Materials 
Handling division, Yale & Towne 
Mfg. Co. 

> 2 
General Finance Appoints 


Darras as Detroit Manager 


General Finance Corp. has ap- 
pointed Albert C. Darras as re- 
gional manager for the Detroit 
area. 


Darras was formerly manager of 
the company’s Gratiot Avenue auto- 
mobile financing office in Detroit 
and has been associated with Gen- 
eral Finance since Sept. 15, 1952. 


> * = 


Goodrich Ups Connelly 


Charles E. Connelly, a member of | 
the B. F. Goodrich display depart- 
ment for 33 years, has been named 
manager of displays and exhibits 
for the company, replacing Ray-| 
mond F. Stratton, retired. 

> > 





. 


Kaucheck, Roy Promoted 


To New Chrysler Posts 


Thomas J. Kaucheck has been! 
appointed director of procurement 
and inventory operations and 
Lawrence E. Roy manager of staff 
functions for Chrysler Corp.’s Serv- 
ice Parts and Accessories Supply 
division. 


Kaucheck, manager of parts in-| 
ventory for the Service Parts and 
Accessories Supply division since) 
1955, joined Chrysler Corp. in 1928. 

Roy, who also has been with | 
Chrysler Corp. since 1928, had been| 
planning superintendent of inven-| 
tory control since 1955. 

> > > 

Cook Joins Zinc Institute 

Albert R. Cook has been ap- 
pointed market development en- 
gineer for the American Zinc Insti- 
tute, Inc. He formerly was sales 
development engineer for Northern 
Aluminium Co., Ltd.. England. | 

> * > 

Dewey & Almy Ups Ellis | 

Herbert M. Ellis has been named 
Eastern regional sales manager of 
the Battery Separator division, 
Dewey & Almy Chemical Co., divi-| 
sion of W. R. Grace & Co., Cam- 
bridge, Mass. He had been a sales| 
representative. 

> > > j 


Croysdale Joins Ace Rubber 


Robert T. Croysdale has been 
appointed factory manager of Ace 
Rubber Products, Inc. Akron. 
Prior to joining Ace, he was plant} 
manager of Phoenix Mfg. Co., 
Joliet, Til. 


> > . 


Sommer Named Sales Chief 


Howard C. Sommer has been 
named sales director of General| 
Tire & Rubber Co.’s_ industrial! 
products division. Prior to joining 


General Tire, Sommer was with 
Dryden Rubber division, Sheller 
Mfg. Corp. 


> * > 


GMC Names Brisendine 


Julian M. Brisendine has been| 
named Atlanta branch manager of | 
GMC Truck & Coach division. 

. a * | 


Smith, Black to Manage 


White Branches in South 


White has appointed two new 
branch managers in the Southern 
Region. They are: 

Gary S. Smith, who succeds L. B. 
Feagin in Birmingham, and Robert 
F. Black jr., who replaces the late 
J. S. Rees in New Orleans. 

” * © 


GMAC Elects Howard 


To Vice-President Post 


Roy M. Howard has been elected 
vice-president of General Motors 
Acceptance Corp., with responsi- 
bility for branch operations staff 
administration. 

He joined the company in San 
Francisco in 1922 and later served 
in Indianapolis, Cincinnati and 
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Pittsburgh. He was promoted to 
regional manager with headquar- 
ters in Boston in 1946 and was 
transferred to the executive office 
in 1955. 


* * * 


White Joins Allied Van 


James J. White has joined Allied 
Van Lines as Eastern field man- 
ager. He will cover the north- 
eastern region, which extends from 
Nova Scotia to North Carolina. 

* + a 


Bertram Named Sales Chief 


Walter H. Bertram, Cleveland 
sales manager for Associated 
Spring Corp., has been promoted to 
sales manager of the corporation’s 
Raymond Mfg. division, Corry, Pa. 
He succeeds Lourie P. Baker, who 
died. 


* * * 


Zink Promotes Schaeffer 


George A. Schaeffer has been 
promoted to Midwestern regional 
manager of the SureFit division of 
Howard Zink Corp. 


* * + 
Willys Promotes Covelle, 
Delaplain in Export Unit 





Willys-Overland Export Corp., a 
subsidiary of Willys Motors, Inc. 

Covelle has been named vice- 
president and general manager 
and Delaplain has been appointed 
senior vice-president in charge of 
overseas manufacturing and mar- 
keting development. 

* * * 


Coll Named Midwest Chief 
Of Lincoln, Mercury Sales 


E. F. Coll has been appointed 
Midwest regional manager for the 
Lincoln and Mer- 
cury sales office 
of the M-E-L 
division. He for- 
merly was Lin- 
coln and Mercury 
district sales 
Manager in 
Cleveland. 

Coll joined Ford 
Motor as a zone 
manager for the 
Pittsburgh sales 
district of Lincoln 
and Mercury division in 1948 and 
was promoted to district sales man- 
ager in 1949. He was appointed 


E. F. Coll 


| Cleveland district manager in 1955. 


L. K. Covelle jr. and J. C. Dela-| Prior to joining the company, he 
| plain will assume new duties with! was with the Army Ordnance De-| 
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partment as administrative chief 
for the Pittsburgh district. 


General Supply Appoints 
Zenzen, Wall to New Posts 


Two appointments have been 
announced by General Supp}y Co. 
and General Leasing Corp. 

John A. Zenzen has been named 
manager of national accounts and 
government sales, and Ed Wall has 
been appointed territory manager 
for Colorado, Utah, Wyoming and 
parts of Western Nebraska. 

a * * 


Sible, Buick Salvage Chief, 
Ends 40 Years of Service 


Jack Sible, supervisor of Buick 
salvage operations for 15 years, 
ended a 40-year career at Buick 
when he retired. 

Sible, 62, joined Buick as a drill 
press operator in 1918, and worked 
as a time checker, stockkeeper and 
foreman until taking the salvage 


job in 1943. 
+ * * 


Firestone Boosts Brown 


James R. Brown, formerly a dis- 
trict store supervisor for Firestone 
Tire & Rubber Co. in Detroit, has 


(Continued on Page 56, Col. 2) 


ECO REMOTE 
TIREFLATORS* 


\ speed service...cut costs... 


\ 
\ 
aya. 


modernize your shop 


Eco Tireflators inflate tires automatically 
to the exact pressure required to lengthen 


tire life and give the best performance. And 
Eco Remote Tireflators save lube-room 


space and put air right where you need it, 
when you want it. You save time because 
there is no need to “inflate and check” or 
hunt for lost gages. You build customer 
confidence because you give accurate air 


service with the most modern equipment. 


Before you spend another day wasting 
valuable shop time with inconvenient, 
inaccurate air equipment find out how litt 
Eco Tireflators cost and how much they s 
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Fruehauf Rips 
Slow Progress of 


New Highways 


DETROIT.—Roy Fruehauf, pres- 
ident of Fruehauf Trailer Co., de- 
plored the lag in the nation’s high- 
way construction program and 
called it “a pay-before-you-go proj- 
ect.” 

“This program was started on a 
pay-as-you-go basis but actually 
it’s pay-before-you-go,” he said at 
the firm’s annual meeting. “The 
trucking industry and the motorist 
have been paying for the new road 
system since 1956 but they don’t 
have the new road system yet.” 

Fruehauf expressed confidence 
that construction would be speeded 
up since President Eisenhower 
signed a bill providing $1.8 billion 
of additional Federal and state 
money for roads. 

“This action will restore the 
highway-building program to the 
original schedule, and a year from 
now we may expect to have some 
2,500 to 3,000 miles of the new 
highway available.” 








WHEN WILL 
BLAKE'S CAR 
BE READY? 


Here’s how you can help increase 


ERVICE JOBS UP TO 50% 


with your present setup! 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 
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been appointed manager of the 
firm’s Akron sales district. He has 


been with Firestone since 1946. 
” * * 


Sun Electric Appoints 
Johnson and Cashel 


Two divisional sales managers 
have been appointed by Sun 
Electric Corp. 

E. W. Johnson has been ap- 
pointed to the New York Eastern 
division, arid A. T. Cashel to the 
Detroit Eastern division. 


* * * 


CCC of Arkansas Names 
Crain to Head New Branch 


Commercial Credit Corp. of 
Arkansas, has opened a branch 
office in Hot Springs, with S. W. 
Crain as manager. 

Crain, who had been with CCC’s 
Little Rock office, will be assisted 
by Jim Burnett, who formerly han- 











Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 





SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum benefit. 


Lecilone 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


Name 
Firm. 


Address 





EXECUTONE, INC., Dept. 
415 Lexington Ave., New York 17, N. Y. F 
Without obligation, please send booklet describin 
how Executone helps turn out more service jobs. 








In Canada—331 Bartlett Ave., Toronto 
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dled dealer accounts in the Hot 
Springs area for CIT. 


* * + 


Valpey Elected President 


Of Standard Products 


F. Russell Valpey has been 
elected president of Standard Prod- 
ucts Co., Cleveland, automotive 
parts firm. 


He joined Standard Products in 
1940 as Washington representative, 
and most recently has been senior 
vice-president and chairman of the 


management policy committee. 
* * * 


Avis Names Collins 


Russell G. Collins has been ap- 
pointed director of industry rela- 
tions for Avis Rent-a-Car System. 
He will be responsible for sales 
development activities with air- 
lines, rail and bus companies, 
steamship lines, travel agencies, 


hotels and allied travel industries. 
* > * 


Plymouth Appoints Brown 


Richard Brown has been ap-| 
pointed Portland regional manager 
for Plymouth. He succeeds Hugh 
Cochran, 





« * * 


Myers Joins K-D Mfg. 

C. Paul Myers has been named 
marketing and merchandising di- 
rector of K-D Mfg. Co. He had 
been a sales engineer with U. S. 
Asbestos division, Raybestos- 
Manhattan, Inc. 

* * * 


American Metal Products 


Appoints Roby Chairman 
Douglas F. Roby, former presi- 


| dent of American Metal Products 


Co., has been named chairman, 
succeeding Frederick C. Matthaei. 


| Other new officers are: 


Andrew M. Mras, president; R. J. 
Williams, executive vice-president; 


| Frederick C. Matthaei jr., research 


and development vice-president; A. 
C. Janis, treasurer; J. H, Larson, 
secretary. 

+. * = 


IH’s Stump Retires 


Sam Stump, Dayton (O.) branch 
manager for International Harves- 


|ter for 25 years, has retired. He 


was succeeded by J. S. Combs, for- 
mer zone manager in the Cincin- 
nati district. 
> . > 
Uhrden Names Jarvis 
Paul L. Jarvis has been named 


| director of sales promotion and 


marketing of Uhrden, Inc., Denni- 
son, O., manufacturers of Tubar 
materials-handling equipment. 

> > > 


Hutchinson Joins Dunlop 


Arthur D. Hutchinson has joined 
the Los Angeles division sales staff 
of Dunlop Tire & Rubber Corp. 

* * > 


Approved Products Names 


Davidson to Sales Post 


Approved Products Mfg. Corp., 
Chicago, has appointed Morton 
Davidson national sales manager. 
He has been in the automotive 
sales field 27 years. 


The company manufactures re-| 
placement oil filter cartridges and 
oil filter lines for cars, trucks and| 


tractors. 
- * oa 


Comptroller Appointed 


LeRoy A. Engelhardt has been! 
appointed plant comptroller of the| 
Plymouth assembly plant in De- 
troit. He will be directly responsible} 
for all plant accounting, budget and 
cost analysis activities at the plant. 

* * * 


CCC Premotes Alvis 


I. C. Alvis has been appointed 
assistant manager of the Jackson 
(Miss.) division of Commercial 
Credit Corp. He had been credit 
manager in the Memphis division. 

* * * 


Wagner Unit Reassigns 
Hogan and Comiskey 


The automotive parts division of 
Wagner Electric Corp. has ap- 
pointed W. F. Hogan as manager of 
its Detroit automotive parts branch 
office, replacing R. R. Comiskey, 
who was promoted to other duties. 

E. G. Anderson was appointed 
manager of the Buffalo automotive 









branch office. Previous to these 
appointments Hogan had been 
manager of the Buffalo automotive 
office and Anderson had been a 
salesman in the Minneapolis branch 
territory. 

+ + * 


Mitchell Appoints Gaynor 


Jim Gaynor, Gaynor Sales 
Agency, St. Paul, has been ap- 
pointed district manager for an 
eight-state area by Mitchell Mfg. 
Co. He will handle room air- 
conditioner sales in Minnesota, 
North Dakota, South Dakota, Iowa, 
Nebraska, Kansas, Missouri and 


Northern Wisconsin. 
* * = 


Zumbrink, Musgrave Get 


New Dayton Tire Post 


Dayton Rubber Co. has created 
two new executive posts in the 
replacement-tire field. 

Al Zumbrink has been named 
tire-replacement sales manager, 
and Harm Musgrave was appointed 
retail sales manager for the re- 
placement sales department. 

= = > 
Wood Conversion Names 


Six to Executive Posts 


Marland S. Wolf has been named | 


sales vice-president of Wood Con- 


| version Co. and A. L, Spafford 


manufacturing vice-president. 

W. B. Lincoln has been appointed 
treasurer; D. E. Hinton, secretary, 
A. O. Wiberg, comptroller, and W. 
E. Olson, assistant secretary. 

= * = 


Clowes Named Maday V-P 


Robert Clowes has been ap- 
pointed vice-president of Maday 
Body & Equipment Corp., Buffalo, 





Roberts Nears 
Four Decades 


In Car Business 


MARTINS FERRY, 0O. 
F. Roberts, Belmont County's 
oldest active automobile dealer, 
has sold cars to three generations 
of Ohioans during his 39 years in 
business here. He's operated from 
the same location for 35 of those 
years. 

He heads Roberts Pontiac Sales 
and Service. Roberts and his 
brother Byron, now a dealer in 
St. Louis, entered the auto busi- 
ness in 1919 with a Chevrolet fran- 
chise and added Buick in 1923. 

Byron left the firm in 1925, and 
Harry switched to Hudson later 
that year. He handled DeSoto and 
Plymouth along with Hudson from 
1933 to 1939 and acquired his Pon- 
tiac franchise in 1941. He added 
GMC in 1948. His son, Jack, now 
is associated with him. 

The Roberts dealership is housed 
in a building that was constructed | 
in 1913 for $2,200—including the 
lot. “That wouldn't pay for the 
structural steel today,” Roberts ob- 
served. 

The veteran dealer recalls that 
automobile financing was no prob-| 
lem during his early days because 






Harry 


inine out of 10 cars were sold for| 
| cash. 


“Most people waited until they 
had the money before they bought,” 
he said. 


Willys Promotes 


Beattie, Ritchey 


TOLEDO.—Willys Sales Corp. 
has appointed James Beattie jr. as 


|assistant general sales manager 





Cc. M. Ritchey James Beattie jr. 
and C. M. Ritchey as director of 
advertising and merchandising. 
Beattie has been Western division 
manager with headquarters at San 








$$ 


manufacturer of truck bodies and 
distributor of truck accessories, 
= * * 


Seeh Directs Dodge Scles 
In San Francisco Region 


Jack E. Seeh has been appointeg 
San Francisco regional manager 
of Dodge. He 
joined Dodge jn 
1955 as Los Ange. 


les district man. 
ager. Prior to 
his promotion, he 
was assistant 
regional manager 
for Dodge in Las 
Angeles. He ig 
responsible 
for Dodge sale 
in Northerg 


California 
Nevada, Utah and Idaho. 


= * * 


Yale Appoints Tamblyn 
Gerald A. Tamblyn has been 
named sales manager of the new 
industrial tractor shovel line being 
introduced by Yale materials han 
dling division, Yale & Towne Mfg 
Co. 


the case 
| of the 


embarrassed* 





demo 


& *(expensive, too) 


Perfect demonstrator performance 
makes sales! New MILEAGE 
MINDER with magnetic TROUBLE 
TRAP will make every customer dem- 
onstration better, by ending stop-sign 
stalling, gas odors, rough idling and 
faltering acceleration. 


MILEAGE MINDER is a fuel pres 
sure stabilizer and purifier. Its exclu- 
sive patented action smooths the flow 
of fuel from pump to carburetor— 
without reducing or restricting car 
manufacturers’ engineered fuel pres- 
sures. Has no valves, balls, adjust- 
ments or settings. Instead, MILEAGE 
MINDER’s effective patented princi- 
ple maintains full pressure — without 
the hammering pulsations that cause 
flooding, overriding the carburetor 
float level and gas waste. 


In addition, each MILEAGE MINDER 
is equipped with two effective filters— 
first, a sintered bronze filter removes 
all gunk, dirt and dust; second—a 
magnetic TROUBLE TRAP captures 
and holds all iron oxides, weld chips, 


| thread shavings, rust particles or other 


ferrous metallic impurities. 


Widely advertised and publicized in 
national magazines and endorsed by 
master mechanics everywhere. 


Make your demos run better . . . re 
duce free service worries . . . make 
your economy minded customers 
happy . . . by installing MILEAGE 
MINDER on every car you handle. 


Price maintained at 
$7.95 with liberal 
trade discounts. 
| Sold by leading dis- 
|tributors every- 
where . . or write 


PASER 
MANUFACTURING CO., 
533 Turk Street, 








Francisco. He has been with Willys 
since 1949. 

Ritchey joined Willys as Kansas 
City zone manager in 1953. He 
succeeded Beattie as Eastern divi- 
sion manager in New York a year 
ago. 














eet your host customers...in the pages 0 


Today, more than ever, your best new-car prospects are 
people with better-than-average incomes — $7,500 a year 
and up. They number less than a fifth of all U.S. families, 
yet year after year they buy more than a third of all the 
new cars sold. 

You reach the best of this prime market when you adver- 
tise in Holiday. For Holiday's 875,000 families enjoy incomes 


nearly triple the national average, earned from the occu- 
pations least affected by economic squalls. What’s more, 
they own 1.2 million cars — and they use them! They drive 
a whopping total of 12.4 billion miles a year, using 900 
million gallons of gas and 42 million quarts of oil on the way. 

No wonder pages of car advertising in Holiday are up 
more than 50% over this same period last year! 


HOLIDAY readers go more, do more, buy more! 
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N.Y. Laws Cut 
Installment Rates 


ALBANY.— Gov. Averell Harri- 
man has signed a seven-bill pack- 
age designed to cut charges for 
installment buying of autos and 
other goods. 

One measure sets a ceiling of $7 
per $100 a year on charges for an 
auto loan. It will take effect Oct. 1. 
Charges up to $13 for $100 are now 
permitted. 


Other bills require dealers to | 
spell out insurance terms in auto-| 


sales contracts, provide for refunds 
if loans are paid early and bring 
all types of credit insurance under 
State control. 





AUTOMOTIVE NEWS, MAY 19, 1958 


Current Prices on U. S. Cars 





The following prices imciude the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment, 


(Copyright, 1958, by Automotive News) 


BUICK—Special—4-dr. sed., $2,700; 2-dr. 
sed., $2,636; 4-dr. hardtop, $2,820; 2-dr. 
hardtop, $2,744; conv., $3,041; 4-dr, 2-seat 
stat. wag., $3,145; 4-dr. 2-seat hardtop 
stat. wag., $3,261. Century—4-dr. sed., $3,- 
316; 4-dr. hardtop, $3,436; 2-dr. hardtop, 
$3,368; conv., $3,680; 4-dr, 2-seat hardtop 


Auto Markets 


(Continued from Page 13) 


with the 
Dealers Assn. 


and 704 cars, or 28.5 percent from 
April last year. 

April’s poor showing left the 
total for the first four months of 
this year at 7,315 cars, down 24.9 
percent from the corresponding 
1957 period. 

New-truck purchases last month 
totalled 184, down 10 from March 
and 52 below April last year. This 


year’s fourth-month total of 610 
fell 135 below a year ago. 
Chevrolet again led the sales 


parade in April with 535 deliveries. 
Ford trailed with 411. Sales of 


other makes were: Plymouth, 174; | 


Oldsmobile, 128; Dodge, 99; Pontiac, 
65; Buick, 63; Mercury, 39; Cadillac, 
35; Rambler, 32; DeSoto, 30; Chrys- 


ler, 17; Volvo, 16; Volkswagen, 16; | 


10: Metro-| U@r, 5; Packard, 3; Opel, 2; Willys, 


| 2, and miscellaneous, 29. 


Edsel, 11; Studebaker, 
politan, 9; Renault, 9; Triumph, 9; 
MG, 6; Hillman, 5; Isetta, 5; Lin- 
coln, 4; Opel, 4; Packard, 2; Vaux- 
hall, 2; Imperial, 1; Nash, 1, and 


miscellaneous, 20.—(Justin Henley.) 
* * > 


Pittsburgh 


New-car registrations in 
Pittsburgh area during the week 
ended May 2 “increased for the 
sixth consecutive week,” according 
to the Bureau of Business Research 
of the University of Pittsburgh. 

The bureau's seasonally adjusted 
index of general business activity 
stood at 86.3 percent of the 1947-49 
average. It had been 85.3 a month 
earlier and 88.7 at the beginning 
of March. 

Steel-mill operations edged up to 
49.5 percent of practical capacity 
during the week.—(Leon M. Leffing- 
well.) 


> a > 
Minneapolis 
New-car registrations in Henne- 
pin County (Minneapolis) during 


April totalled 5,939, compared with 
2,642 in March, although they 
trailed the April, 1957, total of 6,158. 

Dealers said that the “Auto Buy 
Week” had helped considerably in 
boosting April sales. 

Chevrolet was well out in front 
with 1,689 cars registered, followed 
by Ford, with 1,133. Other registra- 
tions were: Plymouth, 568; Buick, 
391; Oldsmobile, 380; Pontiac, 338; 
Rambler, 277; Mercury, 262; Cadil- 
lac, 143; Dodge, 135; Edsel, 122; 
Studebaker, 83; Chrysler, 79; De- 
Soto, 68; Lincoln, 41; Volkswagen, 


’ 36; Packard, 11, and miscellaneous, 


183. 
New-truck deliveries during April 
amounted to 482, compared with 
215 in March and 517 in April a 
year ago. A breakdown by makes 
follows: Chevrolet, 170; Ford, 163; 
GMC, 37; International, 34; Dodge, 
21; Volkswagen, 15; White, 10; 
Studebaker, 9; Mack, 7; Willys, 6; 
Reo, 2, and miscellaneous, 8.— 
(Donald M. Lyons.) 

” om” 
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Omaha 


Chevrolet again led all cars in 
sales in the Omaha market in April, 
with 354 registrations out of a total 
of 1,142. The April total was well 
ahead of the previous month’s 
count of 870. 

Other top sellers included Ford, 
243, Plymouth, 88; Oldsmobile, 73; 
Buick, 75, and Pontiac, 73. Foreign 
cars continued to gain, with a 
total of 59 registrations, paced 
by Volkswagen, with 20. 

A total of 141 new trucks were 
sold in April, compared with 92 in 


Columbus Automobile|the previous month. Top makes 
|included Chevrolet, 

That represented a decline of 312| Ford, 24; 
cars, or 15 percent, from March| White, 13. 


34; GMC, 29; 
International, 23, and 
(Arthur R. Oleson.) 

> 


: > 


Houston 


A total of 3,101 new cars and 


| 558 new trucks were sold in Harris 


| County 


(Houston) 


|}compared with 3,051 cars and 500 
| trucks in March. 
By makes, new-car registrations | 





j 


| Reo, 1, and Volkswagen, 1. 
| Fenoglio.) 
the) 


were: Chevrolet, 1,003; Ford, 645; 
Oldsmobile, 249; Plymouth, 220; 
Buick, 212; Pontiac, 157; Mercury, 
95; Cadillac, 78; Rambler, 


| 129; 
is 


during April,|2-dr. hardtop, $3,878. 


69; | 


Dodge, 62; Chrysler, 27; MG, 26; | 


wagen 22; Metropolitan, 18; DeSoto 


perial, 16; Hillman, 14; Triumph, 
11; Volvo, 10; Morris, 9; DKW, 6; 
English Ford, 6; Vauxhall, 6; Jag- 


Truck registrations were: Chev- 


| Studebaker, 26; Edsel, 22; Volks- | 


| 
|17; Lincoln, 17; Renault, 17; Im-| Qcma ne 


| $2,728. Corvette 





stat. wag., $3.831. Super—4-dr, hardtop, 
$3,789; 2-dr. hardtop, $3,644. Roadmaster 75 
—4-dr, hardtop, $4,667; 2-dr. hardtop, $4,- 
557; conv., $4,680. Limited—4-dr, hardtop, 
$5,112; 2-dr. hardtop, $5,002; conv., $5,125. 
(Variable-pitch Dynafiow standard on Cen- 


tury and Super; Flight-pitch Dynfiow | 300-D. Power 


standard on Roadmaster 75 and Limited. 
Powering steering standard on Super, Road- 





sed., $4,295; 4-dr. hardtop, $4,403.50; 2-dr. 
hardtop, $4,346.50; conv., $4,760.50; 4-dr. 
2-seat stat. wag., $4,868; 4-dr. 3-seat stat. 
wag., $5,083, 300-D—2-dr. hardtop, $5,173; 
conv., $5,603. (TorqueFlite and power steer- 
ing standard on Saratoga, New Yorker and 
brakes standard on 300-D.) 

CONTINENTAL—4-dr. sed., $6,072; 4- 
dr. hardtop, $6,072; 2-dr. hardtop, $5,825; 


master 75 and Limited. Power brakes| cony., $6,283. (Turbo-Drive, power steer- 


standard on Roadmaster 75 and Limited.) 


CADILLAC — Series 62 — 4-dr. hardtop, 
$4,891; 4-dr. extended-deck hardtop, $5,- 
079; 2-dr. hardtop, $4,784; conv., $5,454; 
Sedan de Ville 4-dr. hardtop, $5,497; Coupe 
de Ville 2-dr. hardtop, $5,251. Eldorado— 
Seville 2-dr. hardtop, $7,500; Biarritz conv., 
$7,500; Brougham 4-dr. 


| 
| 


| seat stat. 


ing, power brakes standard on all models.) 

DeSOTO — Firesweep — 4-dr. sed., $2,- 
818.50; 4-dr. hardtop, $2,953; 2-dr. hard- 
top, $2,889.50; conv., $3,218.50: 4-dr. 2- 
wag., $3,266; 4-dr. 3-seat stat. 


| wag., $3,408, Firedome—4-dr. sed., $3,085; 


hardtop, $13,074. | 


Sixty Special—4-dr. hardtop, $6,232, Sertes | 


75—S8-pass. sed., $8,460; 8-pass. limousine, 
$8,675. (Hydra-Matic, power steering, 
power brakes standard on all models.) 


CHEVROLET (Prices are for six- 
cylinder models. For V-8s, add $107.) Del- 
ray—4-dr. sed., $2,155; 2-dr. sed., $2,101; 
2-dr. util. sed., $2,013. Biscayne — 4-dr. 
sed., $2,290; 2-dr. sed., $2,236. Bel Alr— 
4-dr. sed., $2,440; 2-dr. sed., $2,386; 4-dr. 
hardtop, $2,511; 2-dr, hardtop, $2,447; 2-dr. 
Impala hardtop, $2,586; Impala conv., $2,- 
734, Station Wagons—2-dr. 2-seat Yeoman, 
$2,413; 4-dr, 
2-se at Brookwood, $2,571; 4-dr. 3-seat 
Brookwood, $2,678; 4-dr, 2-seat Norpad, 


(V-8 std.), $3,631. 
CHRYSLER — Windsor — 4-<r. 
4-dr. hardtop, $3,279; 2-dr. hardtop, 
$3,214; 4-dr. 2-seat stat. wag., $3,616; 4- 
3-seat stat. wag., $3,503. Saratoga— 
sed., $3,818; 4-dr. hardtop, $3,955; 


sed., $3,- 


4-dr. 


2-seat Yeoman. $2,467; 4-dr. | 


— hardtop cpe. or conv. | 


New Yorker—4-dr. | 


4-dr. hardtop, $3,234.50; 2-dr. hardtop, $3,- 
177.50; conv., $3,488.50. Fireflite — 4-dr. 
sed., $3,582.50; 4-dr. hardtop, $3,731; 2-dr. 
hardtop, $3,675; conv., $3,972; 4-dr, 2-seat 
stat. wag., $4,030; 4-dr. 3-seat stat. wag., 
$4.172. Adventurer—2-dr. hardtop, $4,071; 
conv., $4,369. (TorqueFlite standard on 
Fireflite and Adventurer. Power brakes 
standard on Adventurer.) 


DODGE — Coronet Six —4-dr. sed., $2,- 
529.50; 2-dr. sed., $2,448.75; 2-dr. hardtop, 
$2,571.50. Coronet V-8—4-dr. sed., $2,637; 
2-dr. sed., $2,556.25; 4-dr, hardtop, $2,764; 


2-dr. hardtop, $2,679; conv., $2,941.50. 
Royal—4-dr. sed., $2,797; 4-dr. hardtop, 
$2,915.25; 2-dr. hardtop, $2,854. Custom 
Royal—4-dr, sed., $3,030; 4-dr. hardtop, 


$3,142; 2-dr. hardtop, $3,071; conv., $3,298. 
Regal Lancer—2-dr., hardtop, $3,245.25. 
Station Wagons—2-dr. 2-seat Suburban, 
$2,970.25; 4-dr., 2-seat Sierra, $3,034.75; 
4-dr. 3-seat Sierra, $3,176.25; 4-dr, 2-seat 
Custom Sierra, $3,212.25; 4-dr. 3-seat Cus- 
tom Sierra, $3,354.25. 
EDSEL—Ranger—4-cr. 
dr. sed., $2,519; 4-dr. 


sed., $2,592; 2- 
hardtop, $2,678; 


Used-Car Notes 


ATLANTA.—A new State board 
to regulate used-car dealers has 
in by Gov. Marvin 
board was created by 
the last session of the General As- 
sembly to police the used-car 
business. 

The main job of the board is to 
“eliminate curbstone operators who 
do not pay sales taxes.” Small but 


rolet, 219; Ford, 163; International,| jegitimate busi ill e be 
59; GMC, 52; White, 26; Dodge,|sfetea  mnenses: will no 
15; Mack, 14; Studebaker, 3; Auto-| 


car, 2; Willys, 2; English Ford, 1; 


Buffalo 


Sales of new cars in Buffalo and 
Erie County, N. Y., during March 


i 


Board members are John S. 
Hood, Savannah; Paul E. Bennett, 


(Ruby) Augusta; Frank Blankenship, At- 


lanta; James S. Smith, Macon, and | 
Robert Mathews, Rome. 
> > 
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Alford Opens U. C. Lot 
PORTLAND, Ore.—G. E. Alford, 


totalled 3,113 compared with 5,982) ¢ormer new- dealer in thi 
in March, 1957, according to a re-| ee en oe oe ore ae 


port by the Buffalo Automobile|~ & Union Ave. Floyd Nyberg is 


Dealers Assn. 


New-car sales in the first three) 


months of this year totalled 7,990, 


|compared with 9,203 in the cor-| 








| 


responding period of 1957. 
Chevrolet led in March with a 


total of 801. Ford was second with Independent 
600, followed by Plymouth with) assy 


266. 
Sales of other makes: Buick, 237; 


has opened a used-car lot of 4215 


general manager. 
> > > 


Roanoke Independents 
Organize, Elect Breeden 









ing offices is a feature of Wonder- 
land Motor Sales’ newly opened 
used-car lot at 28520 Ford Rd., in 
suburban Garden City. The build- 
ing is 20 by 40 feet. 

Wonderland Motor Sales is 
headed by Bill Kasina, formerly a 
salesman for Johns Brothers, Inc. 
(Ford), and Al Long Ford, Inc., 
Detroit. Wally Woznick is manager 
of the lot. 


Tony Can’t See 
Or Drive a Car, 


But He Can Sell 


UPPER DARBY, Pa.—Auto sales- 
man Tony D’Amico combines a 
skilled sales talk and an excellent 
memory to overcome a great handi- 
cap. He is blind. 

D'Amico and his seeing-eye dog, 





| Velda, call on prospects whom Tony 
| has contacted by phone. 


He has a price list transcribed in 


ROANOKE, Va. — The Roanoke) braille and he can quote a price 


Automobile 
has 


Dealers | Without hesitation. The latest fea- 
elected Raymond L.| tures of a car are read to D'Amico 


Breeden sr. as its first president.|#nd he never forgets them. 


Other officers of the newly or-| 


How does the customer react? 


Oldsmobile, 212; Pon ti ac, 206;| sanized group are Jack Hicks,| He’s somewhat amazed at first. But 
Rambler, 134; Dodge, 106; Mercury, | vice-president; Kenny Hoover, sec- | 


99; Cadillac, 81; Chrysler, 66; De-| 
36; Lincoln, a7; | Ter 


Soto, 42; Edsel, 


Metropolitan, 8, and miscellaneous, | 


163.—(George E. Toles.) 








Part of a Fleet— 


A three-compartment refrigerated chest 
placed behind the driver's seat of In- 
ternational model AM-152 truck with 
Metro-Lite body enables S. S. Pierce Co., 
Boston, large grocery retailer, to include 
perishables and frozen foods in its line 
of home-delivered products. Top’ com- 
partment has temperature of 45 degrees 
Fahrenheit for vegetables and other 
perishables. Lower two compartments 
are maintained at 18 degrees Fahren- 
heit for in-transit storage of frozen 
foods. International unit is one of 16 
recently added to the company's delivery 
fleet. 


~|To Convene in August 


| 








y, and Tom Scott, treasurer. 
> > > 


Georgia Independents 


ATLANTA.—The Georgia Inde- 
pendent Automobile Dealers Assn. | 
will hold its 1958 convention Aug. | 
10-12 at the Bon Air Hotel, Au- 
gusta, Ga. 

Pete Hudson, Savannah, is pres- 
ident of the association; Carey) 


then he’s soon captivated by Tony 
and Velda. 


D’Amico has been blind since the 
age of five. His wife has partial 


|sight but cannot see to read or 
| write. Their three-year-old son has 


normal sight, however. 


Burns Elected President 


By Decatur (Ill.) Dealers 


DECATUR, Ill.—F. William 
Burns has been elected president of 


Paul, Atlanta, is board chairman, | the Decatur Automobile Dealers 


and Miles Elliott, Atlanta, 


ecutive vice-president. 
x > ” 


Ranch-Type Office Building 
Is Feature of Detroit Lot 


| 


| treasurer; 


is ex-| Assn. Other officers include: 


H. Grier Gregory, vice-president; 


|\Frank J. Gollings, secretary- 


Harry P. Hazelrigg, 
William Starr and Homer G. Won- 


2-dr. hardtop, $2,593, Paecer—4-dr, sed, 
$2,735; 4-dr, hardtop, $2,863; 2-dr. har 
top, $2,805; conv., $3,028, Cors 
hardtop, $3,425; 2-dr. hardtop, $3,346, 
Citation—4-dr. hardtop, $3,615; 2-dr. harg 
top, $3,535; conv., $3,801. Station Wagon 
—Roundup—2-dr, 2-seat, $2,876. Villager 
4-dr, 2-seat, $2,933; 4-dr. 3-seat, $2,999 
Bermuda—4-dr. 2-seat, $3,190; 4-dr, 3 
seat, $3,247. (Automatic trans missig, 
standard on Corsair and Citation.) 


FORD (Prices are for six-cylinder 
models, For V-8s add: $107 for station 
wagons, Fairlane sedans and Fairlane 59 


sedans and hardtops; $123 for Fairlane 
hardtops; $137 for Custom 300.) Custos 
300—4-dr. sed., $2,109; 2-dr. sed., $2,055; 


business sed., $1,967. Fairlane—4-cir, seq, 
$2,275; 2-dr. sed., $2,221; 4-dr. hardtop, 
$2,418.73; 2-dr. hardtop, $2,354.12. Fae. 


lane 500—4-dr. sed., $2,427.72; 2-dr, sed, 
$2,373.72; 4-dr. hardtop, $2,498.72; 2-dr, 
hardtop, $2,434.72; conv., $2,649.88; re. 
tractable hardtop (V-8 standard), $3. 
162.69. Station Wagons — 2-<ir. 2-seat 


Ranch Wagon, $2,396.76; 2-dr. 2-seat De 


Rio Ranch Wagon, $2,503.24; 4-cir. 2-geat 
Ranch Wagon, $2,450.76; -dr, 2-seat 
Country Sedan, $2,557.24; 4-dr. 3-geat 
Country Sedan, $2,664.24; 4-dr 3-seat 


Country Squire, $2,793.90, Thunderbird — 
2-dr. hardtop (4-passenger), $3,630.85 (V.4 
standard). 

IMPERIAL — Imperial — 4-dr. sed., $4, 
945; 4-dr, hardtop, $4,945; 2-dr. hardtop, 
$4,838.50. Crown—4-dr. sed., $5,632; 4-dr, 
hardtop, $5,632; 2-dr. hardtop, $5,388; 
conv., $5,758.50. LeBaron—4-dr. sed., $5,. 
968.50; 4-dr, hardtop, $5,968.50. (Torque. 
Flite, power steering, power brakes stand. 
ard on all models.) 


LINCOLN—Capri—4-dr, sed., $4,951; 4 
dr. hardtop, $4,951; 2-dr. hardtop, $4,803, 
Premiere—4-dr. sed., $5,565; 4-dr. hardtop, 
$5,565; 2-dr. hardtop, $5,318. (Turbo-Drive, 
power steering, power brakes standard on 
all models.) 

MERCURY—Medalist—4-dr. sed. $2,617; 
2-dr. sed., $2,547. Monterey—4-cr. sed. 
$2,721; 2-dr. sed., $2,652; 4-dr. hardtop, 


$2,840; 2-dr. hardtop, $2,769; conv., $3,- 
081, Montelair—4-dr. sed., $3,236; 4-dr, 
hardtop, $3.365; 2-dr. hardtop, $3,284; 
conv., $3,536; Turnpike Cruiser 4-dr, 
hardtop, $3,577; Turnpike Cruiser 2-dr, 
hardtop, $3,495. Park 4-dr. hard- 
top, $3,944; 2-dr. hardtop, $3,867; conyv., 
$4,118. Station Wagons—2-dr. 2-seat Com- 
| muter, $3,035; 4-dr. 2-seat Commuter, 


$3,105; 4-dr, 3-seat Commuter, $3,201; 2-dr, 
2-seat Voyager, $3,535; 4-dr. 2-seat Voya- 


ger, $3,635; 4-dr. 2-seat Colony Park, 
$3.775. (Multi-Drive Mere-O-Matic, power 
steering, power brakes standard on Park 


Lane; Mere-O-Matic standard on Montclair, 
Voyager and Colony Park.) 


OLDSMOBILE — Series 88 — 4-dr. sed. 


$2,837; 2-dr, sed., $2,772; 4-dr. hardtop, 
$2,971; 2-dr. hardtop, $2,893; conv., §$3,- 
221; 4-dr. 2-seat stat. wag., $3,284; 4-dr. 


2-seat hardtop stat. wag., $3,395. Super #8 

4-dr. sed., $3,112; 4-dr, hardtop, $3,339; 
2-dr. hardtop, $3,262; conv., $3,529; 4-dr. 
2-seat hardtop stat. wag., $3,623. Series 98 

4-dr. sed., $3,824; 4-dr. hardtop, $4,096; 
2-dr. hardtop, $4,020; conv., $4,300. Jet- 
away Hydra-Matic, power steering, power 
brakes standard on Series 98.) 


PACKARD — 4-dr. sed., $3,212; 
hardtop, $3,262; 4-dr. 2-seat stat. wag., 
$3,384. Hawk —2-dr. hardtop, $3,995. 
(Flightomatic and power brakes are stand- 
} ard on all models.) 


PLYMOUTH —(Prices are for six-cylinder 
nodels. For V-Ss, add $107.) Piaza—4-dr. 
ved., $2,169; 2-dr, sed., $2,117.50; bus. cpe., 
32,028.25. Savey—4-dr. sed., $2,304.75; 2 
uf. sed., $2,254.25; 4-dr. hardtop, §2,- 
399.50; 2-dr. hardtop, $2,328.50, Belvedere 
—4-dr. sed., $2,439.75; 2-dr. sed., $2,388.50; 
4-dr, hardtop, $2,527.50; 2-dr. hardtop, §2,- 
456.50; conv. (V-8 std.), $2,762. Fury— 
2-dr. hardtop (V-8 std.), $3,066.50. Ste 
tion Wagons (Suburbans)—2-dr. 2-seat De- 
luxe, $2,431.50; 4-dr. 2-seat Deluxe, $2, 
485.50; 2-dr. 2-seat Custom, 
4-dr. 2-seat Custom, $2,607; 4-dr. 
Custom, $2,747; 4-dr. 2-seat Sport, 
759.75; 4-dr. 3-seat Sport, $2,899.75. 


PONTIAC—Chieftain—4-dr, sed., $2,638; 
2-dr. sed., $2,573; 4-dr. hardtop, $2,792; 
2-dr. hardtop, $2,707; conv., $3,019; 4-dr. 
2-seat stat. wag., $3,019; 4-dr. 3-seat stat 
| wag., $3,088. Super Chief—4-dr. sed., $2, 
834; 4-dr. hardtop, $2,961; 2-dr. hardtop, 
| $2,880. Star Chief—4-dr. sed., $3,071; 4 
dr, hardtop, $3,210; 2-dr. hardtop, $3,122; 
|4-dr. 2-seat stat. wag., $3,350. Bonneville 
|—2-dr. hardtop, $3,481; conv., $3,586. 


| RAMBLER — American — Deluxe 2-dr. 
sed., $1,789; Super 2-dr. sed., $1,874. 
| Deluxe Six—-4-dr. sed., $2,047. Super Six— 
}4-dr, sed., $2,212; 4-dr. hardtop, $2,287; 
| 4-dr. 2-seat stat. wag., $2,506. Custom Six 
|}—4-dr. sed., $2,327; 4-dr. 2-seat stat. 
| wag., $2,621. Rebel V-8—Super — 4-dr. 
sed., $2,342; 4-dr. 2-seat stat. wag., §2, 
| 636. Custom — 4-dr. sed., $2,457; 4-dr. 
hardtop, $2,532; 4-dr. 2-seat stat. wag., 
$2,751. Ambassador — Super — 4-dr. sed., 
$2,587; 4-dr. 2-seat stat. wag., $2,881. Cus- 
tom-—4-dr. sed., $2,732; 4-dr, hardtop, $2,- 
822; 4-dr. 2-seat stat. wag., $3,026; 4-dr. 
2-seat hardtop stat. wag., $3,116. 


STUDEBAKER—Scotsman 6—4-<dr., sed., 
$1,874; 2-dr. sed., $1,795; 2-dr, 2-seat stat. 
wag., $2,055. Champion 6 — 4-dr. sed., 
$2,253; 2-dr. sed., $2,189. Commander V-8 
—4-dr. sed., $2,378; 2-dr. hardtop, $2,493; 
4-dr. 2-seat Provincial stat. wag., $2,644. 
| President V-8—Classic 4-dr. sed., $2,639; 


2-dr. 





|derlin, directors. Hazelrigg also) 2-dr. hardtop, $2,695, Hawks—Silver Hawk 


DETROIT.—A ranch-type build-| was named to a two-year term on /|6 cpe., $2,219; Silver Hawk V-8 cpe., $2,- 
ing with a knotty-pine interior,|the board of the Illinois Automo- 


Thermopane windows and two clos- | 


tive Trade Assn. 


—— 


New Commercial Car Registrations, 


3 States for April, 1958-1957 


| 352; Golden Hawk V-8 2-dr. hardtop, 
| $3,282. (Overdrive standard on Golden 
Hawk. Heater standard on Scotsman.) 

















Truck istrations by states are 
er. ee, woutty, a Stude- 
° ° representatives in 
eiete capitate. way Mack | baker | White | Willys | Misc. 
Ilinois "58 | | 870 21 132 714 176 463) | i 3 49; 101, += 2612 
57] 1009 36 183} 1159 233 375 | 54 30 4 61} 52| 3226 
North Carolina "58 | | 44) | 57 346) 410) 136) 96! 8) 24 24| 27| = «1269 
57) 639 19) 90 533) 104! 110) 34] 14} 2 14! 15} 1594 
Utah "58 | | 98) 1] 49 89 43) 68 2| 3) 8| 29| 8) 39% 
‘57| 105} | 27) 120 33} 47) 6) 5] 3} 21 18; 386 
3 States Reported ‘58 | 1409 22 238 | 1149) 329; 667) 140] 22 65 102 136| 4279 
To Date for April '57| 1753 56} _300|_—1812; += 370) —S 532) S94, 49 59| 9%) 85| 5206 
Year "58 | a 55321 693) 9432) 45153) 11868) 21425) 2546; 1058! 2874| 4361  6330| 161233 
To Date ‘57! 158} 70508 917} 11787| 58212) 16241} 22648) 3111| 2074) +3906} ~—5637| +3783) 198982 





“The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
| exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 


R, L. Polk & Co, cannot assume any liability by reason of inaccuracies or omissions."—R. L, Polk & 


Co. 
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Goliath Lists 


YORK.—Goliath Importers, 

ys, Inc., last week listed its 181 
dealers in the U. S. In addition, 
firm has 11 distributors and 
‘ey dealers” in the country. 


The distributors and key dealers | 


are: 

Joe Fisher, Portland, Ore.; 
Wiliam E. Waters, Inc., San 
francisco; Murphy Imports, Inc., 

r City, Calif.; Dunn Auto 

(0., Salt Lake City; Aaron Mosko 
Motor Co. Englewood, Colo.; 
Yon Hamm-Young Co., Ltd, 
Honolulu. 

Goliath Midwest Distributors, St. 
tpuis; Breaux Ballard Buick Co., 
wwuisville; Country Cars, Inc.,| 
Thiensville, Wis.; Rountree Enter- 

s, Inc., Shreveport, La., and | 

Goliath Northeast Distributors 
Corp., Troy, N. Y. 

Dealers under Fisher are: 

Action Auto Sales, Lewiston, Id.; 
Ray Bennett Motors, Klamath| 
falls, Ore.; Blair & Jacobs Motors, 
Payette, Id.; Burley Motor Co., Inc., 
Burley, Id.; Jim Busch Ford Sales, 
sshland, Ore.; Hamlin Motor Co., 
Medford, Ore. and J & R Invest- 
ment, Inc., Seattle. 

May & Mead, Inc., Eugene, 
Ore.; Moore Buick Co., Walla 
Walla, Wash.; Munson-Smith, 
Tacoma, Wash.; Redmond Motor 
Co., Redmond, Bend and Prince- 
ville, Ore.; Service Motor Co. 
The Dalles, Ore.; Simpier Motor 
Co, Everett, Wash, and Lioyd 
Stephens Motor Co., Longview, 
Wash. 

Streitweiser Buick, Hillsboro, 
Ore.; Wilson & Terrill, Mountain 
Home, Id.; J. S. Wolke, Grants 
Pass, Ore.; V. L. Hedahl Motors, 
Silverdale, Wash.; Northwest For- 
dgn Motors, McMinnville, Ore.; 
Peterson’s Auto Mart, Hoquiam, 
Wash.; Mades Motor, Bellingham, 
Wash., and Goliath Northwest, Inc., 
Portland, Ore. 

Under Waters in California: 
Antioch Motors, Inc., Antioch; 
Bassett Buick, Redding; Mel Card- 
well Motors, Inc., Modesto; Coro- 
nado Auto Sales, Vallejo; Farrar- 
Halbach Buick, Santa Cruz; John 
Fife Edsel Sales, Yuba City, and 
Fire Proof Garage, Livermore, 
Calif. 

Foreign Car Center, Fairfield; 
Marty Franich, Watsonville; Har- 
tke Motors, San Jose; Home 
Motors, Hayward; Forman Motor 
Co., Berkeley; Marin Foreign Cars, 
Inc, San Rafael, and K. B. Mc- 
Carthy, Eureka, Calif. 

H. V. MeKevitt, Berkeley; 
Nevada Truck Sales, Reno, Nev.; 
OLeary Motors, Inc. Santa 
Rosa; Redwood Motors, Crescent 
City; Renney Motors, Stockton; 
Newcastle Sports Car Center, 
Hermosa Beach; Walton Motor 
Co. San Carlos, and Daland 
Motors, Milbrae. 

Reese Starr, Richmond; Bud 
Laughlin Auto Sales, Sacramento; 
Frank Walt Motors, Palo Alto; 
Herman Hubbs, Oakdale; Williams 
Chevrolet Co., Garberville; Spots- 
wood motor Sales, Los Gatos, and 
Garatti Motors, Novato. 

Dana-Frane Co., Oakland; Fred 
R. Nichols, San Francisco; Ma- 
donna Motors, Gilroy; Frank E. 
Beckett Co., Fresno, and S & M 
Motors, San Francisco. 

Under Murphy Imports in Cali- 
fornia: 

Atchison-Dolan, Inc., San Pedro; 
Carl’s Motors, Wilmington; Desert 
Motors, Victorville; Mickey Finn 
Foreign Cars, Long Beach; Fisher 
Imports, Inc.; Heinz Motor Co., 
Anaheim; Hillers Garage, Inc., 
Huntington Park; C. S. Mead, Inc., 
Pasadena, and Leo Meek, Bakers- 
field. 

Miracle Corner Imports, Na- 
tional City; Motor Service Co., 
Santa Paula; Roland Oldsmobile, 
Les Angeles; Rorick Buick, 
Oceanside; Ruppert Motors, Inc., 
Pomona; Sachs Imports, Inc., 
San Diego, and Shays Auto Sales, 
Whittier. 

Snyder-Lynch Motors, Inc., Holly- 
Wood and Reseda; John M. Stokes, 
Bellflower; Herb Swanson’s, Mont- 
Tose; Walt Waldrip, Lancaster; 
Munroe Motors, Los Angeles; 
George Zarounian, Dinuba, and 
mele Corner Imports, National 

y. 





J. §. Dealers, Distributors .. . 


192 Outlets 


Under Dunn Auto: 


Blackfoot Motor Co., Blackfoot, 
Id.; Vern Davis Motor Co., Price, 
Utah; Ken Garff Sales, Inc., Vernal, 
Utah, Marrich Motor, Ephriam, 
Utah; Rawson & Lund Motor Co., 
Ogden, Utah; Taylor Motor Co., 
Kamas, Utah, and Thomas Motor 


Co., Rupert, Id. 


Tri State .Motor Co., Cedar City, 
Utah; Arthur Ahl, Missoula, Mont.; 
Blair & Jacobs Motors, Payette, Id.; 
Burley Motor Co., Burley, Id.; Vern 
Davis Motor Co., Price, Utah. 


Under Mosko Motor: 


Kuboski Motor Co., Montrose, 
Colo., and Carl E. Oberholtzer, 


(Foreign Cars, Inc.), Grand Junc-| 


tion, Colo. 

W. E. Dinneen, Inc., Cheyenne, 
Wyo.; Lee’s Auto Mart, Colorado 
Springs, Colo. 

Under Goliath Midwest 
Louis: 

ABC Motors, 


in St. 


Inc., 


| 
| 


| 





Wichita;| 
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Auffenberg Buick, Inc., St. Louis; 
Broughton Motors, San Antonio, 
Tex.; Brown Cars, Inc., Richmond, 
Wayne Co. Ind. and County 
Motor Co., Union, Mo. 


Dockum Pontiac Co., Oklahoma 
City; Goliath Sales & Service, 
Lake Charles, La.; Levi L. Ched- 
ester Garage, Sioux City, Calif.; 
McGraw Motor Sales, Little Rock, 
Ark.; Mothershead Motor Co., 
Crystal City, Mo.; Perry Motor 
Imports, Inc., Kansas City, and 
Saals Automotive Service, Sparta, 
iil. 


World Wide Automobile Corp., 
Memphis; Young Oldsm obile- 
Cadillac, Ada, Okla.; Ben Stepman 
Motor Co., St. Louis; Schroeder & 
Son, Colby, Kans.; Wiley Motor 
Co., Harrisburg, Ill.; Hunter Motor 
Co., Carbondale, Ill., and Andrews- 


| Netzel, Inc., Kankakee, III. 


Pattison Pontiac Co., Inc., New 
Orleans; “Autohouse,” Inc., Baton 
Rouge, La.; Fred Vincel Co., Clay- 
ton, Mo.; National Import Motors, 
Inc., Wichita, and Murray St. Auto 
Exchange, Alexandria, La. 


Under Breaux Ballard: 
Worts Motor Sales, Ashland, Ky. 


Under Country Cars: 


Curly’s Auto Sales, Sheboygan, 











“By golly, my neighbor was 
right ... this dealership really 
treats a man right.” 





Wis., and Holmgren Motor Co., 
Ishpeming, Mich. 
Under Goliath Northeast: 
Emmick Motor Co., Elmira, N. Y.; 
Churchill Motors, Rochester, N. Y.; 
Henry Carroll, Inc., Vestal, N. Y.; 


Small Car Associates, Great Bar-/| timore: 
rington, Mass.; Montagna Motors, | 
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North Adams, Mass.; Wigwam 
Motors, Inc., South Burlington, Vt., 
and I. B. A., Inc., Rome, N. Y. 


I. D. Vedder Co., Johnstown, 
N. Y.; Robert Pump Service 
Station, Scotia, N. Y.; De Sena- 
Gill Motors, Cooperstown, N. Y.; 
Lloyd Long, Inc., East Provi- 
dence, R. L; Lloyd Long, Inc., 
Attleboro, Mass.; Miner-Scott 
Motor, Inc., Buffalo, and De Foe 
Motor Co., Baltimore. 


Sport Cars of Syracuse, Ltd., 


Ar VE” | Syracuse, N. Y.; Wellesley Auto 


Sales, Inc., Wellesley, Mass.; Mar- 
ion Motors, Poughkeepsie, N. Y.; 
Lindholm Motors, Rutland, Vt.; 
August Osterlund, Inc., West New- 
ton, Mass.; Fred W. Burgwald, 
Oakland, Md., and Victor Imported 
Cars, Inc., Oyster Bay, N. Y. 
Pusey Allied Motors, Washing- 
ton, D. C.; Van Scoy Motors, Inc., 
Brewster, N. Y.; Imported Automo- 
bile Associate, Inc., Bayside, N. Y.; 
Kemwel Automotive Corp. New 


| York City; Pepper Motors, Inc., 


Valley Stream, N. Y.; De Foe Motor 
Co., Holyoke, Mass., and Bob’s Auto 
Exchange, Harrisburg, Pa. 


Walt’s Car Exchange, Jamestown, 


|N. Y¥.; Park Circle Motor Co., Bal- 


Sea-Wan Motors, Inc., 
(Continued on Page 62, Col. 4) 





TEMPERATURES MADE T 


INSIDE THE CAR 


Comfort’s always in season in General Motors 


cars. With winter’s icy blasts outside, 


Harrison Heaters and Defrosters keep passengers 


snug and warm—windows clear and clean. 


And during the warm weather months, 


Harrison Air Conditioning beats blazing heat, 


sweltering humidity, dirt and road noise for 


IN THE COOLING SYSTEM 


the coolest, most comfortable ride on the road. 


Harrison Radiators, Thermostats and Oil 


Coolers insure top engine and transmission 


performance for the world’s finest cars 


and trucks. Harrison heat control products, 


backed by more than 47 years’ experience, 


are engineered to assure dependable, 


economical service. If you have a heating or 


cooling problem, look to Harrison for the answer. 





ARRTSON 
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HARRISON RADIATOR DIVISION « GENERAL MOTORS CORPORATION ¢ LOCKPORT, NEW YORK 
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(Continued from Page 52) DIFFEREN CE 


DeSOTO—’57 Firesweep Hardtop, $1,920*| ‘50 sedan, $135*. j 
(ps). CADILLAO — ’56 coupe de Ville, $2,275*| = —_—_— ‘4 8 
'56 Firedome 4-dr., $1,250°*. (ps). ; 53 


Quantity 


| 
| Used-Car Auction Prices ||) ‘wx customers can eu 11 
| 


| Boner 56 Custom Royal Hardtop, $1,-| ‘54 (62) 4-dr., $1,210*° (ps). 


335°. 53 (62) 4-dr., $865* (ps). ost Sen On ‘ | 
| FORD —'57 Thunderbird conv., $2,295*:| ‘52 (62) coupe, $590*. : . - 4 

- Country Sedan station wagon, $1,885*; | ‘49 (62) 4-dr., $380°*. = Za $4 

; , ' ; $145. ’ = a 4 C 
op eT ee ag es, ? ; £ - 2 


Ranch Wagon station wagon, $1,845*; | 48 hearse, 
Fairlane (8) 4-dr., 2 at $1,765° (ps); CHEVROLET ‘57 Bel Air (8) conv., $1,- | 3 C 
2-dr., $1,380°. 750* (ps); 4-dr., $1,590° "$2 8 
’56 Country Sedan station wagon, $1,- | 56 Two-ten (8) station wagon, $1,320°; | "$1 © 
375*; Custom 4-dr., $1,040*%, $975. | 2-dr., $905; Bel Air (8) 4-dr., $1,150°, | 
$780. $850*; Delray (8) 2-dr., $930°. al 
’55 Custom 2-dr., $870*, $750; Main (6)| ‘55 Bel Air (6) 4-dr., $850°; Two-ten| 12 
4-dr., $650. station wagon, $845°, $820; 2-dr., | 5 P 
bes Fairlane Victoria sedan, $800*; Crest $745*, $695 ‘ ‘51 
-dr., $725* (ps), $665. °S 2-dr., $435°. 
53 station wagon, $600°; sedan, $585* yupe, $450; 2-dr., $440°%, $405,/ 
55°, *. 
HUDSON ’55 Hornet 4-dr., *870* (ps). 2 4-cr., $300*, $255, $195. j When your customers C 
LINCOLN—’57 Premiere sport coupe, $2,- 51 4-dr.. $195, $180, $145*, $135*, $125; | change to Wotr’s Heap, $v 
965° (ps). ny By 100% Pure Pennsylvania, é 
"53 sport coupe, $675* (ps). 50 conv., $345; 4-dr., $235. | they get... 
MERCURY — ‘57 Monterey sport coupe,, CHRYSLER—'53 NY 4-dr., $335°*. i 
$2,055* (ps), $1,760*; 4-dr.. $1,580°*. DODGE—'55 Coronet coupe, $700*. j @ Lower oil consumption tor 
‘56 Monterey sport coupe, $1,520* (ps); 52 2-dr., $165*, $135. 2 ‘ 
4-dr., $1,330°, F 0 R D —'58 Thunderbird sedan, $3,900*| 6 oe aio bitls $5" 
| °55 Montclair sedan, $1,190* (ps). (ps); Fairlane (6) 4-dr., $2,000°. | moother engine per- I 
"56 (BS) 4-dr., $1,340° '57 Fairlane (8) conv., $1,725; 4-dr., $1, formance, longer life ¢ 
| °55 (88) Hardtop, $1,360° (ps); (98) 475; Custom (8) 2-dr., $1,000. It all adds up to an im- 
sport coupe, $1,340*° (ps). i ’56 Fairlane (8) 2-dr., $945* (ps), $945; | > 
me (98) a. Oe. - i Custom (8) 2-dr.. $850°, portant difference to them 
| PLYMOUTH ‘57 Suburban (8) station ‘55 Fairlane (8) 4-dr., $910*; Victoria | . . . and to you, too, be- 
wagon, $1,650; Savoy sport coupe, $1,- sedan, $900*, $750*; 4-dr., $740; Cus-| cause satisfied customers 
aaanaiaas 595°, $1,540*, $1,285; (6) 2-dr., $1,- tom (8) 4-dr., $745; 2-dr.. $640. keep coming back for more. 


py | 295, $1,290. '54 Crest (6) sedan, $485; Custom (8) | That’s why it pays to stock, 
a WHELAND | he ean 0) ar, seb oe 
bs , > Custom (6) 2-dr., $240. i play . ; 
| S4_ club coupe, $405 53 Cam ‘ rior remium ualit 
PONTIAC—'56 Star Chief 4-dr., $1,310*| ‘52 Crest (8) sedan, $355 pe P y 
VISTON, | (ps). ‘51 sedan, $280, $130, $100. motor oil that makes the 
‘ WILLYS—'56 Jeep, $705. 50 a-dr., $340. _—_ ry Ste ~~ a 
ee Be A ’ ‘er NEOUS—’S4 } » a. | HUDSON—'53 Hornet 4-dr., $165. 00% ure Pennsylvania. 
; 4 - 3 ~~ a MERCURY—'57 Voyager station wagon, | 
MAIN “OFFICE AND "MANUFACTURING PLANTS | ; S 2,145° (ps). om 
. * | "56 Montclair conv., $1,175°. | Cour aad 
es , ’ e 2-dr. b 
CHATTANOOGA TENNESSEE | DYER, IND 55 Montclair coupe, $950; 2-cr., $600,| [ihe 
_ 2. | Len Pollak’s Dyer Auto Auction. Sale “54 aSonterey 4-dr., $245° . f mn 
| 4 3 -dr., $345*. ) ana 









Ades bid lab BL % ae 


a 8.98 E yet .te 


aunt 


650. 
BUICK—'56 Special 4-dr., $1,050. an 4-ar.. $206. 





be > RM 4-dr., $945° (ps); Special 4-dr., OLDSMOBILE. 'S7 (98) 4-dr., $2,400°. 
56 (98) Holiday 4-dr.. $1,640°; (88) 


| ‘8 we 4-dr., $655° (ps): Super 4-dr., Holiday sedan, $1,450° (ps). 
| $635°; Riviera sedan, $450° (ps). | '55 (98) Holiday sedan, $1,275* (ps), | FORD AND 


noe 


"53 Special conv., §$470°. $1.225° (ps). i 
"52 Super Riviera sodan, $175°. '54 (88) 4-dr., $850°: (98) 4-dr., $800° 


se, Sirs Sa ee ice) Sat Be: Mae “ae! CHEVROLET 
= Holiday sedan, $260° (ps). 


. 





2 


| ‘Si (98) 4-dr., $130°. CADI 
PACKARD—'55 Panama coupe, $790°*. "5 

oo. a ae DEALERS: , 
PLYMOUTH—'57 Savoy (8) 2-dr., $1,410°. ” "53 
'S6 Belvedere (8) 4-dr., $1,060; Plaza "52 

4-dr., $675°. . 

"55 Savoy 4-dr., $600°. | WE NEED as 
"52 2-dr., $180 ‘ST 

1 
( 


"51 2-dr., $135. 
PONTIAC—'57 Chieftain sedan, 2 at $1,-| 
725° (ps). 


"56 Chieftain 4-dr., $1,165°. 
‘SS Star Chief sedan, ’ 
Chieftain sedan, $850*; y sTi0", 
'S4 Star Chief 4-dr., $485°; Chieftain : 
sedan, $390° (ps). @ Relieve Your Inventory! 
5S? 4-dr., $320°. 
"52 sedan, $135°. @ Step Up Sales Volume! 
RAMBLER—'57 4-dr., $1,565*. 
SS 4-dr. $850°, @ Plan on Steady Business! 
STUDEBAKER — ‘55 Commander 4-dr., 


$905°, $600; Champion 2-dr., $450. 
"54 Chameleon 34r OOD OUR TRADES ARE GOOD 


53 Commander 4-dr., $190. AND CLEAN—QUALITY 


WILLYS— 52 2-dr., $235. 
1S GUARANTEED! 
FARGO, N. D. 
Tri-State Auction Co., Inc. Sale every Cers Are Located 


Thursday. Prices are for sale of May 8. 
Sold 132 cars out of 210 consignments. In Your Area 


anan- Unset an 


~ 





etalea at 


= 


BUICK—'56 Estate Wagon station wagon, 


$1,200. CALL US NOW— 


* ‘55 Super Riviera coupe, $980° (ps). 
‘S54 Special Hardtop, $830°; Riviera 
Yoru is Sease tater MUseum 4-6969 
"SS RM 4-dr.. 2 at $280°; 2-dr., $240° 


tt 








‘51 
(ps). FoR! 
'S2 RM 4-dr., $185°. 5 
oe 'S1 4-dr., $100°, "ST 
CADILLAC—'55 (62) 4-dr., $1,675* (ps); v7 of 
( -dr. e e e 
o a 6850 Cottage Grove Ave. 
& CHEVROLET—'58 Bel Air (8) Sport se- Chicago 37, Iilinois ‘s 
dan, $2,400°. c 
"57 Two-ten (8) station wagon, $1,760°; Nationwide Automoti ecsi t 
4-dr., $1,560, $1,550°, $1,475*, $1,470, mative leasing ; 
$1,400, $1,380; (6), $1,495°, $1,455, Service ' 
$1.275; Bel Air (8) 4-dr.,’ $1,685°: 54 
Delray (8) 2-dr., $1,440*; One-fifty c 
(8) 4-dr., $1,330°. "53 
"56 Delray (8) sedan, $1,185°; Two-ten ¢ 


(the best year in our history) "89, Bel ‘Air “) “ar., g8s0r cow, ssa5;| What is That Foreign fu 
54 Two-ten 4-di., $585°. Car Worth? ‘s 


"53 4-dr., $500. 55 


. ¥ RYSLER. 53 NY 4-dr., $425*; Custom; ©" )HE RIGHT PRICE 
THE REASON - 28 hustling sales technicians sage al IS IN ICE" s 


. m nei sedan, $270° (ps). "s 
° ° - DGE —'53 Coronet (8) 4-dr., $315*. 

selling and servicing a top quality line of a310, 32 Actively | 

FORD—'57 Custom (8) 4-dr., $1,460*, $1,- 

400, $1,332; (6), $1,175. Traded Makes "55 
56 Fairlane (8) Victoria sedan, $1,210*, 

BRAKE SERVICE & ENGINE REPAIR pentre ae ia Bal tite | 

(ps), $1,190, $1,150° (ps); Custom 

(8) 4-dr., $1,130, $1,095*. 
"55 club sedan, $930;.2-dr., $845, $755; 


Tools and Equipment - with the same constructive 16a Se eater. 


policies which have made us successful for bic, a28o, adr, $20; andan, $200 


'26 Model T sedan, $145. 
VE bk LINCOLN —'57 Premiere conv., $3,200* 
(ps); coupe, $2,975* (ps). 


"34 4-dr., $525. 
MERCURY—'56 Monterey Hardtop, $1,- 


aes Stee SAO SUBSCRIBE NOW ‘ 
onterey 4-ar., ° Pps); ont- 
sale elu 910°. SUBSCRIPTION RATES PER YEAR , 
(AMMCO users are Profitable Operators) 153 Custom Sd $975. 1 Copy —— 51208 
"51 conv., $260. 2-5 $10. 00 ea. 
waco $200 aose. iibeniiteisipdatnealll 
OLDSMOBILE — °56 (98) 4-dr., $1,490°| © OF More ......cccccccocecoceeeeeee$ 8,50 G+ STU 


AMMCO TOOLS ° omtDS). PUBLISHED BI-MONTHLY 
, INC., North Chicago, Ill. "58 (98) 4-dr., $365 (pe) ‘ 
g°, waite kitt, $00: Ande 250 IMPORTED CAR ut 
PLYMoUTH— 57 Savoy (8) 4-dr., $1,490*, EVALUATIONS 5 
*56 Plaza (8) 4-dr., $915. P.O. Box 724 Sen Francisco I, Calif. 


(Continued on Page 61, Col, 1) ® 
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(Continued from Page 60) (6) station wagon, $1,250; 2-dr., $910*, toria, $496; conv. $490", $190"; Cus- — Auctions in Brief — 
Se cavoy ede, 9000. | °S3 English Ford 4-dr., $375; Chevroiet| $900"; Two-ten. (8), 2-dr., $886; One-| fort, (8) fdr, #870; Main (6) er. NEW YORK CITY 
’ anb - . $185. -t ; . wo : " 
——-- | Teena Tree ce fire truck, $420,| "°5,Bel Air (8) station wagon, $1,075*,| MERCURY—'55 Monterey Hardtop 2-dr.,| , Skyline Auto Auction. Bale every Tues, 
= = pry ’ . $950*; Hardtop club coupe, $875*; 2- $945*; 4-dr., $740*; Montclair 4-dr., Sake gum hens ib 6 a = 
7 -ar.. § ° dr., $755*; Two-ten (8) station wagon, $915*; Custom Hardtop club coupe, 
es aan we FLINT Sis, genie (pede dear. S06, Sse! | goto ard of 06 porous ot Sho cars, Stl, 3 
-dr., . | 4-dr., $730%; Two-ten (6) 4-dr., $790, , area Gealers are ; 
"94 Chieftain ee aan eens an — $775°, raise: 2-dr, sess; Cae atte NASH—’54 Ambassador 4-dr., $575, $380.) Govyig have sold 100 additional cars, 
"§3 Chieftain 4-dr., . "shane s are > te eo ay i. (6) 2-dr., $590. OLDSMOBILE—’56 (88) Super conv., $1,- * * * 
we eave, $130.” sharp used cars, The demand for this | .24 One-fifty 2-dr., $256. “ca dene Lo ne i DETROIT 
Bar $108" type of merchandise is increasing dail ‘53 Bel Air 4-dr., $435°; Hardtop club} "56 (98) eee $L1Se*” (ps), SL. 
ee: KER—'56 President 4-dr., $1.-| Prices have also jumped considerably. coupe, $420, $415; Two-ten 4-dr., (88) Super 4-dr., $1,155* (ps), $1,-/ Motor City Auto Auction, Inc. Sale every 
A (E res ; ly. $375*, $280°, $175. 135*; Deluxe Holiday 4-dr., $1,135*. Monday (May 5). Market steady. Sold 133 
*. Commander 4-dr., $1,025". Seld 172 units from 250 consignments. 52 SL Special 2-dr.. $195. "54 (88) 4-dr., $515°*. units from 216 offerings. 
155 President 4-dr., ag . ; BUICK—’58 Special Riviera 2-dr., $2,450*.| °50 SL Deluxe 2-dr.. $160°*. "53 (98) 4-dr., $330°. * * * 
a $185, $105; station wagon, ‘57 station wagon, $2,330° (ps): Super '30 2-dr., $210. "52 giver.” $220°; Holiday club MANHEIM, PA. 
. . . » e e ot ° coupe a. ’ 
SEOELLANEOUS—'58 Ford %-ton, $1.-|  RIVICTS oar’ gi 750° (Dann ode et | CHRYSLER—'55 NY 4-dr., $1,020° (Ps). PACKARD—'54 ‘Super Clipper, $400°. Manheim Auto Auction, Sale every Fri- 
615. 2 570° "9 . ° ** *- | DeSOTO—'57 Fireflite Sportsman, $1,765*; *52 Clipper 4-dr., $170. day (May 9). There is a demand for older 
§6 Chevrolet 2-ton, $1,400; Dodge 2-ton, : . | | 4-dr., $1,720°. PLYMOUTH—’57 (8) station wagon, $1,-| clean cars. They bring the top dollar here. 
$970 56 Special Riviera 4-dr., $1,465° (ps), '55 Firedome Hardtop coupe, $910. 700*; Savoy (8) Hardtop Sport coupe,| Sold 78 percent of 626 cars registered. 
oe Ford —_ a. $950. } Scese’ — ios cat —— ‘gi'seee 53 Custom club coupe, $230°*. $1,550*; Belvedere (8) 2-dr., $1,265*; * * * 
evrole a ’ . & -* . . ’ y o 
(BS Dodge 1%4-t0n, $550; Chevrolet 2-/ (Ps), $1,200°; Century 4-dr., $1,370" |" "O45*; Coronet (8) Hardtop 2-dr., $1.- ‘56 Savoy. (8) ‘station ‘wagon, $1,080°; BORDENTOWN, N. J. 
ton, $515; For livery sedan, 5. ps); viera 2-dr., $1,345* (ps); 4- 025°. iy 7 2-dr., $890*; Plaza (6) 2-dr., $655. National Auto Dealers Exchange. Sale 
52 Chevrolet 2-ton, $710; Ford 1%-ton, dr., $1,170*. 54 Coronet 4-dr., $330. ’55 Plaza (8) station wagon; $970*;| every Wednesday (May 7). With rain for 
$555. ’55 RM Riviera 4-dr., $1,010* (ps); Spe- pa : Plaza (6) station wagon, $670; 4-dr.,|a week, the sun still shown at NADE. 
51 Ford 2-ton, $455. | cial Riviera 2-dr., $1,000°, $048°:  4- oa A Fg an $1,780° $525; Belvedere (8) 2-dr., $625. Prices were strong, and the selection of 
"50 GMC carryall, $180. dr., $845°; 2-dr., $690; Super 2-dr., 635°: 4-dr $1 590° 3 on at $1,- ’53 Cranbrook 2-dr., $165; Cambridge|cars good. Unusually strong demand for 
49 Chevrolet 2-ton, $420. $970* (ps), $680*: Century Riviera Custom (5) 300 wae at ben", 'e <a: station wagon, $245. earlier model cars continues. 82 percent of 
2-dr., $950* (ps), $760* (ps). 2-dr., $1,465° * Ts a *| PONTIAC—’56 Star Chief 4-dr., $955*; | 391 cars were sold. 
ALBANY ae Caper BeveEs 26s. GUT’. ‘56 Country sedan, $1,525° (ps); Fat 55. Chieftain. static _— Ae 
: ‘54 Special 2-dr., ° ° - an, . Ps); r- « jeftain station wagon, $1,210*; 
Tim Anspach Dealer's Auto Auction. Super Riviera ce nee , $185; | lane (8) conv., $1,280* (ps); Victoria, Hardtop club coupe, $895*; 2-dr., CHICAGO 
fale every Monday. Prices are for sale of CADILLA . “J $1,220*; 4-dr., $1,175* (ps); 2-dr., $1,- $690. Arena Auto Auction. Sale every Tues- 
May 5. 7 C—57 sedan de Ville, $3,550 055°; Ranch Wagon, $1,190, $1,100° ; | "54 Star Chief 2-dr., $500*, $380°. day (May 6). Market strong. Percentage 
The upward surge of the used-car mar- ps). Custom (8) 2-dr., $1,160*, $930, $915; ’53 Chieftain Catalina, $380*; conv.,' excellent. Sold 397 cars from 561 offerings. 


bet pointed to retailers’ reports of the 
e@r-buying public getting a bold of & 
Mile more spending monecy—thus in- 
sales, with a high percentage 
qld at my suction here today. Sold 157 
quits from 187 consignments. 
—'58 Special 4-dr., $2,665°. 
‘ST Special Riviera coupe, $1,765° (ps); 





‘$5 Super Riviera coupe, $1,025° (ps). 
$1,010° (ps); Special Riviera coupe, 
2 at $1,000°, $835; 4-dr., $970° (ps), 
$10" 

‘SM Super Riviera coupe. $720*°, $690*°; 
Century 2-dr., $735°; RM 4-dr., $485° 


(ps). 
‘S38 Special Riviera coupe, $330; 2-dr., 


$280. 
‘Si RM Riviera 4-dr.. $170°. 
CADILLAC—'S6 (62) coupe, $2,450° (ps). 

"SS (62) coupe de Ville, $2.210° (ps); 
4-dr., $1,760° (ps). 

"53 (60) Special 4-dr., $730°. 

"32 (62) 4-dr., $400°. 

CAEVROLET—'5S Bel Air (8) Sport coupe, 
$2.210°; 4-dr., $2,385°. 

‘ST Bel Air (8) 4-dr.. $1,550°; Two-ten 
(8) 4-dr., $1,375°; Two-ten (6) 4-dr., 
$1,275; 2-dr., $1,220; One-fifty (6) 4- 
dr. $1,200. 

‘SM Bel Air (6) conv., $1,450°: (8) sta- 
tion wagon, $1,450; 4-dr. $1,385*; 
Two-ten (6) 2-dr.. $1,000, $900; One- 
fifty (6) 2-dr., $825. 

‘S Bel Air (8) station wagon, $1,270° 
(ps): Sport coupe, $1,160°, $1,125°, 
$900° (ps); (6) Sport coupe, $1,250°, 


(6) 2-dr.. $680, $660, $650 
‘HM Bel Air Sport coupe. $775*; 2-dr., 


ray coupe, $630, $530°. 
‘S Two-ten 4-dr.. $550, $490, $460, 


‘32 SL Deluxe Bel Air, $320°, $310; 
4-dr.. $200°; 2-dr.. $290, $250. 

CHRYSLER — ‘53 NY Newport coupe, 
$465°; Imperial 4-dr., $125° (ps). 


‘SS Firedome 4-dr.. $240° (ps) 
DODGE—'55 Royal 4-dr., $1,000°. 
"SS Coronet 2-dr., $290. 

"52 Coronet 4-dr., $210°*. 

‘Sl Coronet station wagon, $260° 


$2.300°; 4-dr.. $2,.330°. 
"ST Fairlane (8) 500 4-dr., $1,.790° (ps), 
$1,590° 


lane (8) conv., $1,150°; Custom (8) 
4-dr., $1,040, $970°, $950°. 

‘SS Country sedan, $1,.320°: Fairlane (8) 
conv., $800; 4-dr., $1,025°, $810; Vic- 
torila coupe, $985°; Custom (8) Vic- 
toria coupe, $940°; 4-dr.. $770*; 2-dr., 
$760. 

‘H Country Squire, $825°; Crest (8) 
conv., $470; Custom (6) 2-dr.. $430. 


"33 Custom (8) 2-dr., $490*; Victoria| 


coupe, $440; Custom (6) 2-dr., $350. 
"52 Custom (8) 4-dr.. $270. 
MERCURY—'57 Monterey coupe, $1,630; 
2-dr., $1,510°. 
‘56 Medalist 4-dr., $1,175°. 
‘55 Monterey Sport coupe, $960*° (ps). 
54 Custom Sport coupe, $660*; Monterey 
4-dr., $530°. 
‘53 Custom 2-dr., $400. 
NASH—'58 Metropolitan 2-dr., $1,250. 
54 Statesman 4-dr., $350. 
—- — "57 (88) 2-dr., $1,750° 
J] 
"36 (98) Holiday 4-dr., $1,420* (ps). 


"SS (98) 4-dr.. $1,400° (ps); (88) Holi-| 


vn l@¥ coupe, $1,225* (ps), $1,100°. 
53 (98) 4-dr.. $500* (ps); (88) 4-dr., 
$385; Super 2-dr., $360°. 
PACKARD—'55 Clipper 4-dr., $800* (ps). 
51 Clipper 4-dr., $110°. 
FLIMOUTH—'57 Belvedere (8) 2-dr., $1,- 


"35 Belvedere (8) 4-dr., $800*: coupe, 
$800*; Savoy (8) 2-dr., $750, $590; 
2 Plaza (8) station wagon, $740. 
54 Belvedere conv., $740*; 4-dr., $610*; 
4, 5Port coupe, $490*; Plaza 2-dr., $500. 
53 Cranbrook 4-dr.. $395°; 2-dr., $360. 
PONTIAC—'56 Star Chief (8) 2-dr., $1,- 
420°; 4-dr., $1,225* (ps); Chieftain 
nf) Station wagon, $1,300* (ps). 
55 Chieftain (8) station wagon, $1,250°; 
coupe, $890*; Star Chief (8) conv., 
,. 31,010°. 
(54 Chieftain (8) Catalina, $510°. 
53 Chieftain (8) station wagon, $425; 
ee $310, $185°. 

LER—’56 4-dr., $655*. 
STUDEBAKER—’'53 Champion coupe, $210; 
Commander coupe, $200. 

2 Champion 4-dr., $120. 
LLANEOUS —’58 Tempo Matador 
.-%-ton panel, $1,400. 
7 MG roadster, $1,620; Renault 4-dr., 
$850; Chevrolet %-ton pickup, $1,091; 
Ord %-ton pickup, $1,100. 
56 Ford %-ton pickup, $800. 


DeSOTO—'55 Firedome 4-dr., $860° (ps). 


| 











| 
| 


$1,090°; Two-ten (8) station wagon, | 
$850; (6) 2-dr.. $825, $700; One-fifty| 


$720, $690; Two-ten 4-dr., $675°; Del- | 


FORD—'58 Fairlane (8) Victoria coupe, | 


'S6 Country sedan, $1,270°, $1,170; Fair-| 


' 
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"53 (62) 4-dr., $635°, 4-dr., oo $935, $820; Main (6) $360*; club coupe; $330*; 4-dr., $220, 
OHEVROLET—’58 Brookwood station wag-| ,_2-4r., $730. $200; 2-dr., $165. 
on, $2,385°. 55 Fairlane (8) 4-dr., $865°, $810°; | STUDEBAKER — '55 Commander 4-dr., 
’5T Two-ten (6) station wagon, $1,605, oer0°” es rag e203’ Sai, $765* (ps). 
$1,535°; Two-ten (8) 2-dr., $1,420, 4 ; Lia a . ’ | WILLYS—’47 Jeep power winch and snow 





$1,210°; Bel Air (6) 4-dr., $1,575°. $595°; Main (8) 2-dr., $550. 
06 ton Au (8) coor, +1535" $1,400°,| "54 Custom (8) 2-dr., $425; Crest (8) plow, $600. 


$1,325; Sport sedan, $1,370* 3 4 4-dr., $390*. wee A 
or §1,2n0es Sear” $1100"; ‘Pwo-ten| °53 Country sedan, $585; Crest (8) Vic- 
























































































‘WE'VE MORE THAN DOUBLED 
OUR PARTS SALES SINCE 


WE GOT THESE GLOBE 
“FRAME -KONTACTS” 


THAT FIGURES, 
OUR JOBS HAVE 


ps AA has | ow 
“a KT | y a 


WM... cc 
MULE 


PTTL RAA AL LDL 


SS 


HEY, YOU FELLOWS 
ABOUT FINISHED ? 


PART RR 
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EQUIP YOUR SHOP WITH ‘: ” 
GLOBE fica: fontu/, HOISTS 


Keep your customers rolling in for good, fast service 
and the profits will roll in good and fast, too! Equip your 
mechanics with versatile, efficient “Frame-Kontact” Hoists 
that will handle 75% of all shop jobs faster and better. Re- 
laxed suspension and complete access to all undercar parts 
raises efficiency, increases repair orders, parts sales and lube 
jobs. 

The money you make with Globe “Frame-Kontact” 
Hoists far exceeds the few pennies a day you need to meet 
Globe’s TIME PAYMENT PLAN. 

Detailed specifications for Globe “Frame-Kontact” 
Hoists and all the other Hoists in the famous Globe line are 
given in a new 28-page Catalog. Get your free copy now. 
Globe 2-post “Frame-Kontact” Hoists with Write to Globe Hoist Company, East Mermaid Lane at Queen 


“Continental-18” Adapters lift all cars at factory Strect, Philadelphia 18, Penna. 
recommended pick-up points. : : 












ime ee me leh pare) chai mea  eee ee : 
MOTIVE AND HEAVY-DUTY TRUCK HOISTS / - ji = 


ROLL-ON TYPE, AUTO . y ns 
By re pest urr\s 












FREE-WHEEL TYPE, AUTO 





“FRAME-KONTACT” 
TWO-POST 
















TWO-POST, AUTO 
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AUTOS, TRUCKS, FARM EQUIPMENT NEED... 


FILTOREG 


U. &. PAT. NO. 2,707,051 OTHER PATS, PEND. 


FUEL PRESSURE REGULATOR 
AND FILTER 


FILT-O-REG fits in the fuel line near the carburetor. 
Precision engineered. Factory set. No adjustment 
ever necessary. Complete satisfaction guaranteed. 


e INCREASES GAS ECONOMY 

© STOPS FLOODING, STALLING 
© QUICKER ENGINE STARTS 

¢ IMPROVES POWER AND 

© ACCELERATION 






Makes Gasoline Engines Run Better! 






Write today for complete information or 
ORDER FROM YOUR JOBBER 


Alondra Sales, Inc., Los Angeles 19, Calif. 
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(Continued from Page 10) 


and assured business and still be} 


called stupid to his face. 

Constructively, a good dealer 
with a healthy sales approach to 
his sales, service and parts could 
create additional sales and better 
import-car goodwill. The largest 
portion of import-car owners are 
owners not because of, but in spite 
of, the dealers. 


These owners are not “down 


on” the American car products, 


but find practical, pleasurable 
purpose for both types, As many 
people in many businesses are 
finding out, now is the time to 





Extra Copies Available .. . 


1958 





Automotiue News 
ALMANAC 


Order One For Your... 





e@ Sales Department 


@ Service and Parts Department 


e@ Engineering Staff 


e Library 





Supply Limited—Order Today! 
$2.50 PER COPY 





Automotive News 
2666 Penobscot Bldg., Detroit 26, Michigan 


start selling and stop working 
as order-takers. 


It may come as quite a surprise 
to both the import dealers and the 
bloody English that both prospects 
|}and customers are quite gullible 
to a smile, courtesy, interest and 
service. — Burton K. ARBUCKLE, 
| Dearborn. 

* aa = 
|Praise Almanac 


As usual, you have done an out- 
standing job of compiling interest- 
ing and pertinent facts pertaining 
to the automotive industry.—W. E. 
| BLancnarp, truck advertising dept., 
| Ford Division. 

* * = 
It will surely prove useful to us. 
| Henry M. Jackson, vice-president, 
J. Walter Thompson Co., Detroit. 
* > = 





| Your 1958 Almanac is certainly 
| complete.—J. J. Verscnoor, Chev- 
rolet dealer, Mitchell, S. D. 


= = * 

I have tried to ask a question 
about the automotive business 
which is not answered in the 1958 
Automotive News Almanac, and 


I'll be doggoned if I can think of | 


one! It is the most complete and 
interesting book I have ever seen 
—and the color in the advertise- 


ments is superb.—Frank H. Yar- | 


nall, Yarnall Chevrolet, Inc., 
Chicago. 

> > > 

This is the outstanding automo- 

tive publication of the year, and I 
think all dealers agree with me 
because it is fully packed with 
pertinent information regarding our 
business to which we have occasion 
to often refer. The family album is 
also very interesting as it reminds 
us of many of the outstanding 
leaders in our industry over the 
years.— Dean Cnarrin, president, 
NADA. 

> « > 


The 1958 Almanac ... is the best 
of them all.—L. W. Pierson, man- 
ager of sales, International Har- 
vester. 

* > > 

As usual, it’s tops—L. F. Des- 
MOND, vice-president, charge of 
sales, Dodge. 

> > > 


It is a beauty. I shall read it with 
much interest.—Freperick J. Bett, 
executive vice-president, NADA . 

+ * > 

It provides our industry with 
information which they can secure 
from no other source.—C. H. 
LeFevre, sales manager, Sealed 
Power Corp. 

> 


> > 
I keep it in my desk through- 
out the year and refer to it at 
fairly frequent intervals.—R. L. 
Goopowin, advertising manager, 
DeSoto. 
> . > 
It contains a lot of valuable in- 


- - ann 
formation—R. W. EMERIc::, dirgs, 
tor public relations, Ponti.ic, 

* * + 


Congratulations on your usu] 
good job being ‘improved upon 
R. E. Murray jr, Murra Mote 
Co. (Chevrolet), Butte, Ment. 


* x * 


As usual, find this issuc a y 
excellent source of refercuce mg 
terial.—H. D. Smiru, director, may. 
ufacturers sales, U. S. Rubber 

* * * 

I always look forward to this 
issue for a great deal of valuabk 
information.—G. H. Ossorn«, Ken. 
dall Refining Co. 

= + * 

It certainly is a beautifu! 
and will be very useful to us 
during the course of the year. 
D. A. Preston, manager, general 
advertising, Chicago Sun-Times, 

= * * 
| I certainly agree that it is a first. 
class issue.—James L. Myers, chair. 
man, Clevite Corp. 
* * * 

Your “Who’s Who in Industry” js 
especially helpful—C. A. Rag 
MUSSEN, assistant chief engineer, 
Cadillac. 

* * . 
| I think the “Who’s Who” section 
|is most interesting, and I have 
already used the reference tables 
several times.—F.. R. L. Datey, staff 
|engineer, Buick. 
= ? > 

This is a very helpful document 
around my office.—J. E. Martin, 
Dana Corp., Toledo. 

> 2 > 

The Almanac is the most com- 
|plete digest of automotive data of 
its type which I have had the 
pleasure to see. Automotive News 
is to be congratulated. — F. EB 
Sanpperc, executive engineer, truck 
product engineering, Ford Division, 


* = > 


Real Useful 


We are always glad to see the 
new Automotive News Almanac. 
Many times each year, in the pro 
cess of selling cars, we find real 
|}useful information in this book, 
|which makes us appear better in- 
formed in the eyes of the buyer. 
My copy is always at arms length 
from my desk.—Fioyp RaANnpo.pn, 
Oldsmobile dealer, Lincoln, Neb. 

> 7 an 

Thanks very much for the Au- 
tomotive News Almanac. It is 
| an excellent piece of work and 
| you are to be congratulated. As 

a reference directory, it is the 
| best in our industry—David E. 
| Castles, Buick dealer, St. Louis, 


| I can assure you that it will be 
|}extremely useful not only to me, 
| but to other members of our staff 
as well—Davw J. Guespie, vice 
president, Kenyon & Eckhardt, 
Inc., Detroit. 


> * > 
This year’s edition of the Almanac 
|touches a new high. It certainly 
reflects great credit on you and 
|your associates.—Rosert F. Biack, 
|chairman, White Motor Co. 





U. S. Dealers, Distributors .. . 


Goliath Lists 192 Outlets 


(Continued from Page 59) 





Hempstead, N. Y.; Hempstead 
|Lincoln-Mercury Motors Corp., 
| Hempstead, N. Y.; Twinn Sales 
|Corp., Brockton, Mass.; Kaplan & 
Crawford, Washington, D. C. 

| Albuquerque Auto Sales, Albu- 
| querque, N. M. Deitz Motor Co., 
Borger, Tex.; Foreign Car Dis- 


Motors, El Paso, Tex.; Great 
Lakes Motors, Amarillo, Tex.; 
Stell Automotive Center, Fort 
Worth; Smith Motors Sales, 
Muncie, Ind.; Van Horn Motors, 
Van Horn, Tex., and Jim Baird 
Motor Sales, Warren, O. 

C & T Auto Sales, Lansing, 
Mich.; O’Keefe Motors, Kalamazoo, 
Mich.; Rohn’s Sales & Service, 
Frankfurt, Mich.; Gene Gould, Inc., 
Westerville, O.; Universal Motor 
Car Co., Pana, Ill.; Trader Motor 
Sales, Dixon, Ill, and Sportsmen 
Import Cars, Monticello, Calif. 

Smith Motor Sales, Muncie, Ind.; 
Rupp & Wagner Motors, Watseka, 
Ill.; Wolfinton DeSoto Plymouth, 
Inc., Philadelphia; Belinger Olds- 
Cadillac, Inc., Plymouth, Mich.; 
Avon Motor Sales, Avon, IIL; 
Kleeburg Buick, Inc., Highland 





tributors, Amarillo, Tex.; Modern | 


Park, Ill.; Hughes Super Service, 
|Inc., Yorkville, Ill.; Penny Motors, 
|Inc., Dayton, O., and Dorsey Buick 
|Co., Inc., Dalton, Ga. 





‘Plymouth Appoints Beers 


Sales Promotion Manager 


DETROIT. — John L. Beers has 
| been named Plymouth sales promo- 
tion manager with responsibility 
for the development of sales pro- 
motion programs, 
point-of-sale ma- 
terials for dealer- 
ships and for the 
preparation and 
distribution of all 
sales literature. 

Before his 
transfer to 
Plymouth, Beers 
was sales promo- 
tion manager of 
the Chrysier 

J. L, Beers Corp. advertising 
staff. He joined Chrysler in 1954 a8 
merchandising supervisor, assigned 
to the merchandising of corporate 
products and advertising, and to 
the development of the Forward 
Look programs. 
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MR. FRANK H. YARNALL... past President of National Automobile Dealers Association ...is President of Yarnall Chevrolet, Inc., Chicago, Illinois 


“SURE, I CAN USE MORE SALESMEN! That's why I like to 
See our cars in The Saturday Evening Post. It’s the one magazine I know 
.that reaches the right people around here-the influential ones that not 
only buy cars, but talk about and recommend them to others. That’s the 


kind of sales force every dealer needs...particularly in a year like this 


when it looks like new cars will be a lot harder to sell!” 


Gand 


POST Sells the POST ff INFLUENTIALS-—they tell the others! 


A CURTIS MAGAZINE 


The Saturday Evening 





. . 1954; 


Compact Part— 


Interior view of Mack's new shorter 
length B model cab shows fiberglass 
engine cover attached. Measuring only 
89 inches from front of bumper to back 
of cab, the shorter dimension was 
achieved by moving the B model con- 
tour cab forward and allowing the engine 
to project slightly into the cab. 
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Affecting Factories and Dealers . . . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 
An estimated $730,700 boost in 
car and truck advertising contrib- 


uted heavily to a record in business | 
paper advertising in 1957, accord-| 
ing to data released recently by | 


Associated Business Publications. 


Continuing a trend which has | 
seen business paper advertising | 


increase yearly since 1952, Ameri- 
can industry in 1957 spent an 
estimated .$489 million in _ busi- 
ness publications—up $49 million 


from 1956. It compares with $390 | 


million in 1955; $372 million in 
$350 million in 1953, and 

$300 million in 1952. 

Of the total invested, car manu- 
|facturers spent $4,454,400 in 1957, 
|compared with $4,050,100 in 1956, 
and truck makers poured $1,698,100 
into business publications in 1957, 
as against $1,471,900 in 1956. 

General Motors finished third 
among all advertisers with an ex- 
penditure of $2,919,700 in 1957, as 
against $2,510,500 the previous 
year, while Chrysler Corp., Ameri- 


CAR DEALERS — AUTOMOTIVE 
PARTS JOBBERS — DISTRIBUTORS 


PROTECT YOUR PROFITS — 
STOP MYSTERIOUS LOSSES 


Over $2, 
DISHONEST and careless employees. 


000,000 per day is lost by businessmen in the United States because of 
EMBEZZLEMENT alone accounts for $2,000,000 


per. day. What steps do you take to prevent this happening in your business? 
Service by Dukes Corporation can help you immeasurably in preventing and DETECT- 


ING employee-embezziement. 


We also check the efficiency, 


sales knowledge and 


courtesy of employees, which also results in lost business to you. 
One of our Field Representatives is in your area and can acquaint you with this 


service at no cost to you—talk to him. 


Send your business letterhead to our Executive Office, we will have a Field Man 
contact you immediately. Our forty years of experience equips us with knowledge 
of where to explore for all sources of defaication. We are nationwide. 


DUKES SERVICE 1S CURRENTLY USED BY THOUSANDS OF 
CAR DEALERS. 


SEND US YOUR LETTERHEAD OR CALL US COLLECT, 
ILLINOIS 7-1616. 
DUKES CORPORATION 


78-17 37th Ave., Jackson Hts. 72, New York 
BRANCH OFFICES IN PRINCIPAL CITIES 


A REPLACEMENT PANEL of stainless- 


steel that can positively be installed in 


one hour. Just the thing 


Car Dealers, Used Car Dealers and Body 
Shops. Saves costly time and labor. 


PLEASE YOUR CUSTOMERS with a 
beautiful rigid fluted (ribbed) panel of 
dazzling stainless-steel on rocker panel 
sills. SAVES YOU BIG MONEY. The great- 
est aid to a body shop or car dealer ever 
invented. Large rust-proof ‘ 
underneath will cover long rusted out 


|}year Tire & Rubber Co., 


|ean Motors and Studebaker- 
| Packard Corp. all showed increased 
| business paper 


investments over 
1956. 

Chrysler Corp., which finished 
in 29th place, spent an estimated 
$392,100 on business publication | 
advertising in 1957, compared 
with $799,400 in 1956; AMC placed 
132nd with an expenditure of 
$330,600 in 1957, as against $318,- 
500 the previous year, and S-P, 
although not listed among the 
top 348 advertisers in the nation, 
upped its expenditures from $50,- 
000 in 1956 to $62,000 last year. 

Ford Motor Co. was the only car 
manufacturer to show a decrease 
in business paper advertising as 


300; Sinclair Refining Co., $596,- 
100; Aluminum Co. of America, 
$589,700; Jones & Laughlin Steel 
Co., $586,400. 
Clark Equipment Co., 
Standard Pressed Steel Co., 


& Towne Mfg. Co., $500,000; 
Service Co., $489,600; Rockwell Mfg. 
Co., $482,400; American Brake Shoe 
Co., $468,000; Texas Co., $457,000; 
Federal-Mogul-Bower Bearings, 
$450,000; Rohm & Haas Co., $450,-| 
00c0. 

Carborundum Co., $448,600; Armco 
Steel Corp., $428,000; Electric Auto- 
Lite Co., $423,700; Standard Oil of 
Calif., $400,000; Socony Mobil Oil 
Co., $391,100; Thompson Products 
Co.’s Ramsey Corp. division, $390,- 
800; A. O. Smith Corp., $365,400; 


$579,300; | Esquire, Town & Country, 
$514,-| and Time, beginning this month 
000; H. K, Porter Co., $500,000; Yale| continuing in some 
Cities | December. 





Standard Oil Co. of Ind., $355,900; 


Dayton Rubber Co, 
Raybestos-Manhattan, $325,000. 
Eaton Mfg. Co., $311,400; Gulf Oil} 
Co., $310,200; Burroughs Corp., 
$306,200; Shell Oil Co., $300,000; 





its expenditures dipped from $371,- 
700 in 1956 to an estimated $250,000 
|last year. 

International Harvester Co. spent 
an estimated 
paper advertising in 1957, as 
against $775,000 in 1956, while Reo 
Motors was up from $290,000 to 
| $301,000; White climbed from $208,- 
600 to $232,800, and Mack Mfg. Co. 
| rose from $198,300 to $221,300. 
Automotive suppliers and allied 
| industries and the amount they 
| expended for business publica- 
| tion advertising in 1957 were: 

General Electric Co., 
American Cyanamid Co., $2,955,000; 


E. L duPont de Nemours & Co.,| 


$4,090,000; | 


| Rockwell Spring & Axle Co., $298, - | 
| 400; American Steel 


Foundries, 
$290,000; American Viscose Corp., 


| $263,600; Fruehauf Trailer Co., 


$943,000 on business) ¢956900; American Ludlum Steel 


Corp., $250,000; Continental Oil Co., 
$250,000. 

Crucible Steel Co. of America, 
$250,000; Sun Oil Co., $230,000; 
Tide Water Assn. Oil Co., $229,- 
100; Air Reduction Co., $225,000; 
Sharon Steel Corp., $225,000; 
Rheem Mfg. Co., $215,800; Tex- 
tileather Corp., $201,400; Firestone 
Tire & Rubber Co., $201,000; Per- 
fect Circle Co., $195.000. 

General Tire & Rubber Co., $193,- 


|General Dynamics Corp., $331,500; | 
$325,000; | 


| 
| 


magazine, New Yorker, Spo 
Illustrated and Sunset. Nome 
part-page insertions will appear 
the above-mentioned as well y 
Tol 


throw 








with your o 


Write your own sales message. We spell it 
with big 13”x 19” all-weather cloth lett 
and sew on 60-ft. ropes ready to hang. Ti 
regular colors (red and blue): 40c per 
Four Day-Glo colors: 70c per letter. 


FREE CAR LOT DISPLAY CATALC 
Shows wide variety of outdoor display 


| manufactured and sold direct by Pr 


pennants, banners, posters, vertical and 
displays, and letter-banners. Write for 


| copy. 


000; Esso Standard Oil Co., $192,-| 


800; Youngstown Sheet & Tube Co., 





$2,800,000; U. S. Steel Corp., $2,- 
021,800; Westinghouse Electric 
|Corp., $1,640,000; Union Carbide) 
|Corp., $1,599,100; Republic Steel 
| Corp., $1,387,700; Westinghouse Air 
| Brake Co., $1,287,000; B. F. Good- 
— Co., $1,231,500; Dow Chenmtont 
, $937,700. 
“Taee -Owens-Ford Glass Co., 


| $830,100; Inland Steel Co., $809,000; 


| Borg-Warner Corp., $796,200; Good- 
$786,600; 
Anaconda Co., $775,000; U. S. Rub-| 
ber Co., $770.000; American Chain | 
& Cable Co., $762,900; Electric) 
Storage Battery Co., $750,000; Mon-| 
santo Chemical Co., $735,000; Min-| 
nesota Mining & Mfg. Co., $729,100. 
Kaiser Aluminum & Chemical 
Corp., $710,500; Bethlehem Steel | 
Co., $698,200; Timken Roller 
Bearing Co., $661,000; National 
Steel Corp., $660,000; Pittsburgh | 
Plate Glass Co., $650,000; | 
Reynolds Metals Co., $640,000 | 


| Owens-Illinois Glass" Co., $629,- 








holes. The top 


for busy New 
GIVES NEW 


stainless-steel, 


screws visible. 


‘attach strips” 


DELUXE LOOK! 


the bottom of the 


$190,000; S.K.F. Industries, $189,- 
700; Globe-Union, $186,400; Wheel- 
ing Steel Corp., $181,200; Phillips 
Petroleum Co., $178,000; Sealed 
| Power Corp., $177,000, and Ameri- 
can Bosch Arma orp. $175,000. 


| Branham Peamee Charney 


Branham Co., newspaper, radio 
and television station representa- 
tives, 
pointed Edwin 
Charney, of its 
Detroit sales 
force, a vice- 
president. 
Charney started 
with Branham in 
1929 and has been 
a member of the 
Detroit sales 
force since 1938, 
—_ with the excep- 
» Chaney tion of three 


years in the armed forces. 
= * > 


| Olds Sponsors Patti Page 


ROCKER 
2 
URL TE 


molding telescopes for the 


longest or shortest cars. 


CARS THAT SUPER- 
Made of dazzling 
with screws fastening on 
No 
Only tools required are 


rocker panel. 


drill and screwdriver. Anyone can install 
one in an hour. 
inches wide and 3% inches wide to fit 
90% of all 1951 thru 1958 cars. Tele- 
scopes to fit longest or shortest cars. 


Comes in two widths, 2 2 


BE PREPARED FOR THOSE ROCKER PANEL JOBS! ... WITH TWO SIZES ONLY! 


HAVE THESE IN YOUR SHOP ALWAYS! 


Order from your local jobber. If he cannot supply, write direct to: 


GROBOSKI INDUSTRIES INC. / 4344 S. Western Ave., Chicago 9, Illinois 


Patti Page will star in seven 
weekly five-minute programs on 
the CBS radio network under the 
sponsorship of Oldsmobile. 

The programs, beginning in June, 
will be scheduled from 8:25 to 8:30 
p.m. (EDT) Tuesday through Fri- 
day; 7:30 to 7:35 p.m. (EDT) Sat- 
urday and Sunday, and 8:55 to 9 
p.m. (EDT) Sunday. 

7 * 7 


Pontiac to Air Irish Games 
Pontiac will sponsor broadcasts 
of Notre Dame football games in 
1958 over the ABC radio network. 
Harry Wismer and Joe Boland 


will handle the broadcasts of the | 


games, five of which are at South 
Bend and five away from home. 


Printers’ Ink a Office 

Printers’ Ink magazine has 
moved its offices from 205 E. 
42nd St. to 635 Madison Ave., 
New York. 


ABC Names Degray 


American Broadcasting- 
Paramount Theatres, Inc., has ap- 


has ap-| 


_AUTO-TURNTABLE 





pointed Edward J. Degray to head 
its ABC radio network, replacing 
Robert E. Eastman, who resigned. 


Hertz in Ad Rien 


Hertz Rent A Car of Canada, a 
group of 68 Canadian businessmen, 
has announced a $250,000 national 
advertising campaign for the re- 
mainder of the year. 

* cd 


Fiat Ad Campaign 


Fiat Motor Co., Inc., has ar- 
ranged for an extensive national 
magazine advertising campaign, in- 
volving black-and-white part-page 
insertions, and one-page four-color 
bleed insertions in eight magazines. 

The one-page, four-color bleed 
ads, which begin this month and 
will continue through July, will 
appear in the New York Times 





For lower prices, faster delivery and 
gvoranteed quality, buy direct from . . . 


The Pratt Poster Ce 


PRINTCRAFT BUILDING INDIANAPOLIS 4, 








Here’s ALL YOU NEED to 
REPAIR your HYDRAULIC JACK 


a5 


VPACK 


HYDRAULIC 
JACK REPAIR KITS & JACK OL 
Save Money—try a Jack-Pack! 
No more big jack repair bills. 
No more high freight charges. 
No more long tie-ups 
of equipment. 


jack A were fot - 


ORDER FROM MFG. pack | 


2115 N. MARIANNA Al 
YOUR JOBBER / LOS ANGELES 32, 








"57-56 FORD TAXIS 
Same as Pleasure Car 
@ Custom 4Door @ Ford-O-Matic 
@ & Cylinder @ Excel. Cond. 
‘57 FORDS — $575.00 ‘56 FORDS — $325.00 
Transportation Arranged 
Parts Avail.— All Makes of Cabs 
GENERAL SALVAGE 
Peninsula Bivd.. Hempstead, L. I., 
IV 1-6688 


N.Y. 
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HAND CONTROLS 
for HANDICAPPED DRIVERS | 


Dealers make big profits selling hand controls for 
every make or model car, including sports 
foreign models. Easy to install. 

Send for FREE BOOKLET 
ARNOLD Cqnnenanere OF AMERICA 
383 Ist Ave., N. LE 2-1353 


Assembled in 30 Minutes 
For indoor — outdoor oe 


Send for 
free folder. 


AMER- STAGE 


805 East 134 St. 
Bronx 54, N. ¥. 








MOTOR oy 
MASTE R 


MOTOR MASTER PRODUCTS leon 
BOX 96., DEFFANCE, QHIO 
| UNDERSTAND | CAN MAKE MORE 
MONEY BY HANDLING THE FOLLOW 


ING AUTOMOTIVE LTEMS. PLEASE 
SEND DETAILS. 
O GENUINE BLUE CROWN SPARK 
PLUGS. 
OMOTOR MASTER’ UNIVERSAL 
JOINT KITS. 
NAME 
STREET 
CITY & STATE 
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Leaders Offer Solutions .. . 


it Parley Sifts Dealer Problems 


inued from Page 6) 
t is, accepting a deal 


costs to other categories and thus 
give the dealers a wrong impres- 


oss profit provided it sion of their selling costs. 


tched with one for $400 
cited figures showing 
or “averaging” 500 $200 
500 $400 deals makes 
if the profit that he 
had on simply 500 $400 


also questioned the 
providing demonstra- 
men. Actual cost in his 
ship of providing a 


r, he said, is $80 a 
-luding repairs, oil 
ensing, insurance, re- 


and selling the year- 
. advised that demon- 
be reduced as a ma- 
of cutting overhead, 
that salesmen are not 
night as much as in 


he said, “if one of 
en should call on a 
1 the block in the eve- 
ld probably break into 
favorite TV program, 
ently would make them 
iy.” 
art on the panel dis- 
pdier—a longtime suc- 
aler—spoke from ex- 
gained from the cur- 
ke of auto salesmen 
re than 60 dealerships 
attle area, Fiedler’s 
ed. 


ttle area dealers ter- 
Apr. 1 a 12-year con- 
which salesmen were 
recent of the list price 
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ised on 25 percent of 
rofit on each new-car 
‘ruck dealerships have 
d since Apr. 1 by man- 
rsonnel — union em- 
rvice and parts depart- 
having walked out.) 

clared that going into 
vas “like stepping into 
er.” But, he added, that 
' cold shower has been 
g experience. It has 
a new viewpoint and 
nm on dealership opera- 


new ability to dis-| 


tween necessary and 
expenses, he said. 

le strike, he said, has 
2 new attitude toward 
ersonnel and his own 
ies. 


ation,” said Fiedler, 


me an excuse to do} 





I ought to have done) 


to cast aside emotional 
he conduct of my busi- 


the Ford dealer from 
udjacent to Spokane), 
he streamlined opera- 
dealership, laying em- 
90d managerial person- 
fact that each depart- 
is the boss in his own 


s our big job,” he said, | 


assed the fact that his | 


en have no authority 

udein figures—that be- 
the sales manager, 
approval from the 

nager or himself. 


ie added, his policy is) 


| figures on a prospec- 
re quoted unless both 
irs. Customer are on 
er, Another factor in 
ling discussed by Mc- 
that regarding a cus- 
stence on a model not 
noted that it costs the 
| money to obtain an 
ear, so his firm gives 
salesmen who sell out 
cocks. 

1ancial statements as 
the factories came in 
rutiny and criticism by 
derson, who had re- 
jleted a cost-of-doing- 
vey for auto dealers of 
B. C. 

y criticized the various 
ncial statement forms 
as being inconsistent, 
. lacking opportunity 
ison, and “slanted to 
xrable position from a 
idising standpoint.” 
atement forms, he 
» “specifically designed 
ories for the specific 
selling automobiles,” in 
illocate actual selling 





Financial statements, said An- 
derson, should be regarded as 
“the Bible” for dealership opera- 
tion. Their primary purpose, he 
emphasized, is to record results 
of operation of the business; 
but beyond that they should en- 
able management to detect weak- 
nesses in organization and meth- 
ods, to determine the costs of 
doing business on a departmental 


basis, and to enable intelligent 
planning of future operations. 
And, he said, they should be 
“Factually correct and morally 
honest.” 

Anderson cited variations in the 
General Motors, Ford and Chrysler 
dealer financial statement forms, 
and pointed out many discrepan- 
cies. “Important costs stray all 


over the financial statements,” he 
declared. Some examples given 
were: Finance cost belongs right 
|}up with direct selling cost—also 





At lowa Convention .. . 


Sims Flails 


Price Tags 


(Continued from Page 3) 


discounts, and you can’t do that 
overnight. 

“If your gross profit is cut to 18 
percent and you still have discounts 
and overallowances averaging 5 to 
10 percent of the wholesale price 
of the tradein, and if it costs you 
14 percent to do business, please, 
then, tell me where the profit is 
coming from.” 

He continued, “It was suggested 
to me that the posted price was 
not necessarily the price the dealer 
had to charge for the car, but if I 
could get more than the price 


posted on the windshield by the} 


manufacturer and enforced by 
Federal law, I want to tell you I 
have misjudged my customers for 
the past 30 years.” 


Later, Chaffin told Avrtomortive| 


News he did not think passage of 


the bill would put the dealer at | 
the mercy of the manufacturer as) 
to gross profit. He added that the) 


bill would hurt only the dealer who 
has been padding his prices. 


“There has got to be some 


confidence between the manufac- | 


turer and the dealer,” Chaffin 


said. “If that is lost, everything | 


is lost,” 


Chaffin also disagreed with a 
proposal for a State tax on horse- 
power which has been made by 


A. R. Lauer, director of the driving | 
research laboratory at Iowa State) 


College. 


The NADA chief said that a) 


goodly portion of the increased 
horsepower of recent years is used 
to run the power assists on the 


|modern car rather than to boost 


speed. 

Thomas J. O'Neil, of Ford Motor 
Co.'s Dealer Policy Board, told the 
convention, “You can drive out of 
the recession in a new car.” 

He urged dealers not to be 
discouraged or held back by re- 
cession “propaganda,” and added: 
“People have money to spend and 
we need only stimulate their desire 
to spend. 

“This is a golden opportunity 
to swing the economic pendulum 
toward a boom. Hard work and 
hard selling can lead the nation 
out of its present downturn.” 


M. R. Darlington jr., managing 


|director of the Inter-Industry 


Highway Safety Committee, told 


| the dealers that safety has a posi- 


tive effect on their business. Sales 
will be hurt if people feel there 
is too much traffic congestion or 
too many accidents, he said. 

Darlington mentioned estimates 
that the new Federal highway sys- 
tem will save about 4,000 lives a 
year. 

The dealers also heard from 
Richard Wilson, Washington bureau 
chief for the Des Moines Register 
é@ Tribune, and Gov. Herschel C. 
Loveless. The governor presented 
an award to Dealer R. E. Mace, 
Washington, Ia., in appreciation of 
the driver-training cars loaned to 
public schools by 277 Iowa dealers. 

Among the resolutions passed by 
the delegates was one asking the 
Legislature to enact a Sunday- 
closing law for dealers. 

Another called for the repeal 
of the Federal excise tax on autos 
retroactive to March 1, while a 
third resolution “generally fa- 
vored” the Monroney-Thurmond 
bill. 

Cc. J. Murray (Cadillac), Sioux 
City, was elected president of the 
Iowa association. Other officers are 
R. E. Bickelhaupt (Studebaker- 
Packard), Clinton, first vice- 


|president; Don J. Cornelison 

(Ford), Atlantic, second vice- 
president, and Max Holmes (Olds- 
mobile), Des Moines, treasurer. 


Named to head the Iowa Auto- 
mobile Old Timers were Howard 
F. Sole, Des Moines, president; 
Byron Hawn, Waterloo, first vice- 
president; Chester Carmer, Center- 
| ville, second vice-president; Clar- 
ence Schukie, Waterloo, third 
| vice-president, and Elmer Dunn, 
Des Moines, secretary-treasurer. 





demonstration expense, also adver- 
tising expense; and, in the balance 
sheet, reserves for income taxes 
belong in current assets. 

In concluding, Anderson urged a 
uniformity of dealer financial 
statements and declared: “Let’s 
call a selling cost a selling cost, 
and let’s call a fixed expense a 
fixed expense!” 

Howard Moore, as executive 
vice-president of FADAC, added 
to the plea for uniform reporting 
of financial statistics by dealers, 
particularly to their response to 
his association’s activities in main- 
taining cost-of-doing-business sur- 
veys. 

Simpkins dealt with general 
problems facing dealers, point- 
ing out their similarity on both 
sides of the border. He declared 
that there is a premium on good 
management — management 
which understands its costs of 
doing business and acts accord- 
ingly. 

Simpkins charged that 70 per- 
cent of dealers don’t know what it 
costs them to do business—particu- 
larly what it costs them to sell a 
new car or truck—with the result 
that they are giving away their 
profits in a “competition of des- 
peration.” 

He also attacked the theory of 
service absorption, declaring that 
ear and truck selling should stand 
on their own. 

NADA President Dean Chaffin 
asked why it is that automobiles 
seemingly must be distributed with- 
out a profit to dealers. He pointed 
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to the drop in average U. S. dealer 
net profits from 6.3 percent in 1950 
to .7 percent in 1957, and declared 
that the whole dealer body has 
been contaminated by “a few rot- 
ten apples in the barrel.” 

To remedy this situation Chaffin 
urged dealers to sell their prod- 
ucts, save on expense, remove non- 
productive personnel, cease uneth- 
ical advertising and stop cross- 
selling. 

Chaffin praised the current 
“You Auto Buy” campaigns, but 
apologized for the fact that 
NADA did not originate and fur- 
nish leadership in the promotion. 

On the subject of factory-dealer 
relations Chaffin said: “I some- 
times wonder about the so-called 
partnership between dealers and 
their factories. It seems to be a 
bit one-sided.” 

He added that the factories have 
a right to demand good representa- 
tion for their products, but com- 
plained that they have not done 
this in many instances through 
their appointment of unethical 
dealers. He also scored the factory 
practice of giving below-cost dis- 
counts to government agencies. 

The dealers’ role in promoting 
traffic safety was discussed by 
M. R. Darlington jr. managing 
director of the Inter-Industry 
Highway Safety Committee. He re- 
minded dealers that they are not 
simply selling automobiles—they 
are selling mileage; and accidents 
are driving people away from 
automobile use, and hence reduc- 
ing mileage. 
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Should Pep Up Sluggis h Sessions... 


Reuther Returning to Auto Talks 


By Frank Gawronski 
Staff Writer 

MAJOR break in the contract 

negotiations between the Big 
Three and the United Auto Work- 
ers was predicted following dis- 
closure that Walter Reuther UAW 
president, may return to the meet- 
ings sometime this week. 

Reuther has been absent from 
the talks ever since he led the bar- 
gaining teams in presenting the 
union demands to General Motors 

Corp., Ford Motor 
Co. and Chrysler 
Corp. over six weeks 
ago. 
Union strategists 
were expected to de- 
cide over the weekend whether 
Reuther’s appearance will be more 
effective at Ford or General Mo- 
tors, where negotiations to date 
have been sluggish. 

As negotiations continue on a 
full-day basis, both the auto com- 
panies and the union are begin- 
ning to feel the strain with the 
contract termination date only 10 
days away. 

Union negotiators have been an- 
ticipating some type of new offer 
from the auto makers. They re- 
jected the manufacturers’ offer of 
a two-year extension of present 
contracts as being no offer at all. 

On the other hand, the companies 
appear to be holding firm in their 
position that any wage increase 
would mean an automatic increase 
in car prices at a time when the 
market is severely depressed. 

The contract between GM and 
the UAW expires May 29, and those 
at Ford and Chrysler June 1. 

With time running out and not 
much progress by the union in 
selling its demands, the UAW 


N. Y. Ford Dealer 
Fights State Deal 
For Plymouths 


ALBANY.—Court action to block 
State purchase of 264 Plymouths 
for the State Police has been 
started by Latham Motors, Inc. 
(Ford). 

The Supreme Court granted a 
stay of purchase until Friday (May 
23), when arguments will be heard 
on Latham’s application for an in- 
junction forbidding the sale. 

A State spokesman said the con- 
tract was awarded to Airport 
Motors (Plymouth), Jackson 
Heighs, L. L., for $445,858, an aver- 
age of $1,689 each. This was $7,500 
less than the lowest bid by a Ford 
dealer, he said. 

Latham Motors contended that 
its bid met specification exactly, 
while the Plymouth bid did not. 

Commenting on the State’s ac- 
ceptance of bids for 360 Plymouths, 
a spokesman for the New York 
State Automobile Dealers Assn., 
told Automotive News two weeks 
ago that “the latest factory give- 
away involves about $198,000.” 

He said the figures indicated a 
Plymouth subsidy of about $550 
for each car. 

The New York dealer group was 
one of the first in the nation to 
protest against “factory price 
discrimination.” Since then dealer 
’ associations across the U. S. have 
joined the crusade. 





must decide by May 29 what steps 
can be taken in the event a new 
agreement has not been reached. 

Reuther already has stated pub- 
licly the union would not be forced 
into a strike as long as the com- 
panies had their present huge in- 
ventories of unsold cars. 

The UAW was forced into its 
present uncomfortable position 
when GM took the initiative and 
announced its desire to terminate 
the current contract. 

Should there be no agreement by 
May 29, the union will either have 
to propose an extension of the 
present contract on a day-to-day 
basis or instruct its members to 


keep working without a contract. 
+ > + 


UAW Proposal Rejected 


nwa, Ford, Chrysler 
and General Motors have re- 
jected the UAW’s latest proposal— 
to submit economic issues in the 
current negotiations to arbitration. 

Reuther had asked in a letter 
to Senator Estes Kefauver, Ten- 
nessee Democrat, that panels of 
nationally known experts arbi- 
trate the issues, but that the 
union first would accept continu- 
ation of the present annual im- 
provement factor which has been 
offered by the auto makes. The 
improvement factor would 
amount to a pay increase of six 
cents an hour. 

GM officials rejected the pro- 
posal as “another of Reuther’s 
publicity maneuvers.” 

John S. Bugas, Ford industrial 
relations vice-president, said the 
company is “unwilling further to 
consider this proposal.” 

Instead, he urged Reuther to get 
back to negotiating through the 
“normal operation of the collective 
bargaining process, unhampered by 
propaganda, and unhindered by 
politics.” 

In addition to rejecting Reuth- 
ers proposal, John D. Leary, 
Chrysler personnel vice-president, 
suggested the union make conces- 
sions to help “improve Chrysler's 
competitive position.” 

> > > 


- OTHER contract negotiations, 
the Big Four in the rubber in- 
dustry addressed letters to the 
United Rubber Workers and more 
than 80,000 employes asking for a 
one-year freeze on wages and fringe 
benefits. 

Letters were sent by B. F. 
Goodrich Co., Firestone Tire & 
Rubber Co., Goodyear Tire & 
Rubber Co. and U. S. Rubber Co. 
The letter said a further drop in 





Goodrich to Service Tires 
Made by European Firms 

AKRON. — American owners of 
foreign cars equipped with tires 
and tubes made by B. F. Good- 
rich associate companies in Europe 
may now have them serviced by 
Goodrich dealers in the U. S. under 
the domestic Lifetime tire guaran- 
tee. 

Guy Gundaker jr., vice-president- 
sales, said that the new guarantee 
policy applies to Goodrich associate 
company tires which are 1. origi- 
nal equipment on foreign cars im- 
ported for sale in the U. S., 2. im- 
ported for sale as replacements in 
the U. S., and 3. brought into the 
U. S. by tourists from any foreign 
country. 








Washington Dealers Elect Leaders— 


Elected at a joint convention with the Motor Dealers Assn. of British Columbia 
were these new officers of the Washington State Auto Dealers Assn. From left, are 
Warren Simmons, Olympia, secretary-treasurer; James Elam, Yakima, third vice- 
president; Jalmer Halls, Kirkland, second vice-president; Robert Dunn, Seattle, presi- 
dent, and Don Miller, Wenatchee, first vice-president. 


sales, lower production and fewer 
jobs will be the result of an in- 


crease in wages. It called union}? 


proposals exhorbitant, and said 
they would hurt the companies’ 
competitive situation with nontire 
plants, such as in the plastics in- 
dustry. 

The companies said an increase 
in wages could not be accomplished 
without increasing costs—that is, 
prices. 

The request was rejected by the 
unon’s international policy com- 
mittee. The committee went on 
record demanding a “substantial 
and adequate wage increase” as 
the union’s top goal. 

Among other goals set by the 
union was a hike in supplemental 
unemployment benefits from the 
present 65 percent of weekly pay 
to 100 percent or, in effect, a guar- 
anteed annual wage. 

* > > 

THE dealer front, service de- 
partment employes of two deal- 
erships in Memphis have rejected 
union affiliation. The elections at 
Oakley Motor Co. (Ford) and Rus- 
sell Reaves Co. (Oldsmobile) were 
called by the National Labor Rela- 
tions Board on joint petition by 
Teamsters Local 984 and Machin- 

ists Lodge 135. 

The vote at Oakley was 17-9 
against the unions with five con- 
tested ballots. At Reaves, the 
unions were rejected 28-1. 

The unions also have petitioned 
for elections among service depart- 
ment employes of seven other deal- 
erships in Memphis. They are: 

Corbitt Motor Co., Inc. (Lincoln- 
Mercury); Gilmore Motors, Inc. 
(Lincoln-Mercury); Southern Mo- 
tors, Inc. (Cadillac); Hoehan Chev- 
rolet Co.; Pryor Oldsmobile Co.; 
Charles Reed Buick Co., and Union 
Chevrolet Co. 

In Belleville, IL, the NLRB has 
ordered a decertification election 
at Auffenberg Ford, Inc. All new 
and used car and truck salesmen 
will vote for or against the reten- 
tion of Teamsters Local 604. 

> 


> +. 
Union Seeks Recognition 

N DECATUR, ILL, the Machin- 

ists union distributed handbills 
to customers of Kilborn Dodge- 
Plymouth in an effort to gain rec- 
ognition. 

James A. Jones jr., special Ma- 
chinists representative, said the 

would continue until 
the union was recognized as bar- 
gaining agent for about 10 Kil- 
born auto re 

Jones and Loren Scott, both from 
Machinists’ headquarters in Wash- 
ington, have been in Decatur since 
early February to organize the auto 
repairmen in the city’s dealerships 
and shops. Only one dealership, 
Weidenbacher Oldsmobile Co., has 
signed a recognition agreement. 

In Seattle, Mayor Gordon S. Clin- 
ton has offered to name a fact- 
finding committee to weigh the is- 
sues in the seven-week-old strike 
by some 900 automobile salesmen 
in Seattle and surrounding King 
County. 

In his latest move to end the 
strike, Clinton asked both sides 
to get together on “some coopera- 
tive basis.” 

The salesmen, members of Local 
882, Automobile Salesmen Union 
(Teamsters), walked out when their 
12-year-old contract with the Met- 
ropolitan Dealers Assn. expired 
Apr. 1. The strike has idled an 
additional 1,500 dealership em- 
ployes. 

Chief issue in the dispute is the 
dealers’ request for a change in 
commissions on new cars. 


Ford Starts Truck Output 
At Lorain (O.) Plant 


LORAIN, O. Ford division 
today (May 19) rolled the first 
truck off assembly lines in its new 
multimillion-dollar plant here. 

All except heavy-duty models are 
being constructed at the present 
time on the lines which, according 
to Ford officials, can turn out 15 
trucks an hour. 

The car assembly system, now 
nearly finished, will turn out ap- 
proximately 150 “sample autos” 
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An ‘Auto Buy’ Gimmick— 


This gimmick wos part of the “You Auto Buy Now” parade in Honea Path, S. ¢ 
In addition to delivering a sales message, it milked a few laughs from viewers. 








Plymouth Dealers, Factory 
Sponsor Mechanic Contests 


DETROIT.—Plymouth dealers 
and factory representatives are 


and originator of the contest 
idea, commented: 
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joining forces in a series of| “We see in this program an op at 
“trouble-shooting contests,” de-| portunity to not only assist young a) 
signed to stimulate interest in|men in their careers, but also to = . 
mechanic-training programs. be of value to the vocational § p.tsm 
The contests give boys now | schools, dealers and, when you in 
taking mechanic training a | come right down to it—to everyone - 
who drives or rides in automobiles.” § @95 © 
chance to compete against one tect! new-ca 
another in correcting car difficul- | *€#™ is assigned a defective car ; 
ties. and is supervised by a judge. pared 
The first team to diagnose the§ Pree® 
The events have been scheduled | trouble, correct it and drive the Tomp 
in Boston, New York, Philadelphia, Fi the driv 
Buffalo, San Diego, Los Angeles, “ G 
San Francisco and ‘Detroit. Other|Canaday’s Firm — fix ari 
contests are being considered. heen (Warrer 
Plymouth officials see a number Seeks $12 Million cars we! 
of benefits in the program, includ- I T J car ante 
ing: ax over thi 
The students have a chance to nm es on eep of Apri 
win recognition as well as prizes) TOLEDO.—Overland Corp., in a § ™¢ 2! 
in the competition. Schools, which|suit being heard by a U. S. Tax 
cooperate in the program, have/Court here, is seeking to recover DA 
attention focused on their voca-|some $12 million in excess-profits and | 
tional programs. tax paid during World War II on § ing a 
The motoring public, as well the manufacture of Jeeps. with a 


as factories and dealers, stand to 
gain from increased interest in 
the training of mechanics, a field 
which has a shortage of trained 
personnel. 

The contest is set up this way: 

One to three teams of two boys 
each represent each school. Each 
car around the contest area is 
declared the winner. 

The contests were begun last 
year in California. George Jd. 
Cutler, Plymouth service director 





Idlewild Bars Salesmen 


To Halt Bird-Dogging 


NEW YORK.— Auto salesmen 
have been barred from New York 
International Airport in a move 


ing to Frank D. O’Connor, Queens 
district attorney. 

He said the action was sug- 
gested by dealers after 12 sales- 
men and a cab driver were ac- 
cused of soliciting business at 
Idlewild without a license. 





Willys Motors, Inc., which now 
manufactures Jeeps, has no con- 
nection with the case. 

Wartime Jeeps were made by the 
old Willys-Overland, Inc., headed 
by Ward M. Canaday. When the 
firm merged with Kaiser-Frazer in 
1954, K-F bought only the factory, 
land, raw materials and the names 
Willys and Jeep. Canaday formed 
Overland Corp. as a holding com- 
pany, and it is this firm which is 
pressing the tax suit. 

The $12 million at stake in the 
suit was assessed in the years 
1941-44. Attorneys for Overland 
contended that research and devel- 
opment of the Jeep started in 1938, 
and that under the Internal Reve- 
nue Code, income from Jeep manu- 
facure sho uld be credited back 
through the years 1938-42, when 
lower tax rates were in effect. 


S-P Specials Sold to City 


NAUGATUCK, Conn.—This city 
has purchased two new Studebaker 
Police Marshals, a heavy-duty ve- 
hicle designed especially for police 
work, The cars were sold by Erick- 
son-Lenners. 








South Dakota Dealers Elect— 
Newly elected officers of the South Dakota Automobile Dealers Assn. get togei!er 


beginning June 1, officials said, to| with Frederick J. Bell, second from right, NADA executive vice-president, during the 
check its functioning. Full produc-| association's convention in Aberdeen, S. D. From left, are, Paul McKean, Sioux Fails, 
tion will wait until 1959 models are| treasurer; H. A. Billion, Sioux Falls, retiring president and new national director; 


started this fall:, 


Irwin Dybdahl, Brookings, president; Bell, and Don Bowles, Webster, vice-president. 











— 


ty John E. Walsh 
Staff Writer 
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than 800 Philadelphia - area 
dealers indicate the two-week Auto 
Buy promotion boosted sales 30 
to 50 percent over any comparable 
in the last two months, said 
Charles A. Bott, president of the 
Philadelphia Automobile Trade 


In Memphis, Downing Pryor, 
ent of the 23-member Mem- 
Automobile Dealers Assn., 

reported business soared 200 per- 
cent in the first week of the Sale- 
0-Rama and 50 percent the sec- 
ond week in spite of poor weather 
almost every day. 

Delaware Auto Week saw an in- 
crease of 55.6 percent in new-car 
sales and 26.2 percent in used-car 
pusiness over the preceding seven 
days, according to a spokesman for 
the New Car Dealers of Delaware. 
The promotion was staged in Wil- 
nington, Newark and New Castle. 

= > * 

AMPAIGNS were held over in 

Stark County, O. (Massillon- 
Canton), Greensboro and Green- 
ville, N. C., and Scioto County, O. 
(Portsmouth). 

In spite of rain the first three 
days of the Pittsburgh campaign, 
new-car sales totalled 427, com- 
pared with 774 during the entire 
preceding week, said C. J. 
Thompson, general manager of 
the drive. 

Guy Harris jr., co-chairman of 
the drive in Trumbull County, O. 
(Warren), said 1,009 new and used 
cars were sold in two weeks. New- 
car sales (244) were up 59 percent 
over those in the first two weeks 
of April, and used-car sales (765) 
rose 21 percent, he added. 

> > > 
DAYTON, O., 411 new autos 
and 620 used cars were sold dur- 
ing a two-week drive, compared 
with a total of 780 in the two pre- 


Engine Rebuilders 
Elect Connett 
As President 


WASHINGTON. — Leonard Con- 
nett, New Orleans, was elected 
president of the Automotive Engine 
Rebuilders Assn. at the group's 





_—. coming in from more} 


| 





Philade! phia, Memphis Aglow .. . 
——— 


Buy Promotions Reap 
More Dealer Harvests 


vious weeks, said a spokesman for 


|the Dayton Automobile Dealers 


Assn. 

Members of the Jacksonville 
(Iil.) Automobile Dealers Assn. re- 
ported new and used-car sales 
totalling $414,000 during their 10- 
day promotion. 

The New Orleans Auto Buy com- 


mittee staged a three-day auto! 





Open Monday Nights 

SEATTLE.—Seven auto dealers, 
representing 11 U. S. and imported 
makes, have decided to remain 
open Monday nights to coincide 
with evening shopping hours of 
most other downtown stores. At 
the start, only the owners will be 
on hand to greet buyers. Makes 
represented are Ford, Chevrolet, 


Plymouth, Buick, Pontiac, Olds-|the Tupelo 
Re-| Dealers Assn. will open a nine-day 


mobile, Rambler, Vauxhall, 
nault, Opel and English Ford, 


New Method to Cut Gas Consumption 


PHILADELPHIA.—A method of 
cutting down gas 


Mechanical Engineers. 

L. S. Conta and P. Durbetaki 
said new equipment would enable 
an auto engine to operate eco- 
nomally at almost any speed. 
They said the major disadvant- 
age of the present spark-ignition 
engine is that it runs efficiently 
only at rarely used top speeds. 
Under the system, called “charge 
stratification,” a combustible mix- 
ture shoots into the combustion 
chamber only near the spark plug. 


The rest of the space is filled 
with a “lean” mixture of gaso- 
line and lots of air, the pair con- 
tinued. The specially designed 
chamber insures quick mixing 
of the burning charge with the 
“lean” gas, they explained. 

Preliminary tests show the equip- 
ment delivers high gas economy 
and also cuts pumping losses be- 
cause it eliminates some tubing, 
they said. 

Fuel ratios as high as 42 parts of 
air to one part of fuel have been 
achieved without engine knock, 
they added, compared with today’s 


%th annual convention here last/15 parts of air to one part of fuel. 


week. 


Service Co., succeeds Fred A. Lam- 
bert, Los Angeles. 

More than 1,200 rebuilders, man- 
ufacturers, jobbers, and guests 
registered for the three-day con- 
clave, which was largely devoted 
to technical discussions. Over 100 
auto parts and tool manufacturers 
set up conference booths to help 
rebuilders solve individual shop 
problems. 


Delegates heard Rep. James 
Roosevelt, California Democrat, 
outline major legislation now be- 
fore Congress which affects small 

nessmen. W. F. Patterson, 
Special assistant to the secretary 
of labor, described formalized ap- 
Prentice training. 
Technical papers covered engine 
ng, valve and camshaft prob- 
lems, lubrication and magnetic in- 
Spection. 
Franklin C. Bradley jr. New 


ven, Conn., was elected first 
Vice-president; Richard S. Love, 
Lake City, second vice- 


President, and George W. Yount, 
napolis, treasurer. 


Smith Marks 25 Years 
As a DeSoto Dealer 


LOUISVILLE.—C. F. Smith, pres- 
ident of C. F. Smith Motor Co., Inc., 
has celebrated his 25th anniversary 
88 a DeSoto dealer. 

J. B. Wagstaff, DeSoto general 
manager, congratulated Smith for, 
& quarter of a century of fine 
Service to DeSoto owners in Louis- 
ville and Jefferson County,” and 

G. Bath, Cincinnati regional 
Manager, presented an engraved 
t platter to the dealer. 





Connett, who heads Piston nine! 


Major obstacle to the use of 
the system on American cars has 
been lack of suitable fuel- 
injection equipment to spray the 
fuel into the combustion chamber, 
the professors said. 

But they added that this type of 
equipment is being developed and 
will make commercial adoption of 
such an engine relatively simple 


consumption | 
was described by two University) 
|of Rochester professors at a meet-| 
ling of the American Society of 





| engineer, 











and inexpensive. : 
Earl J. Beck jr., a Navy project 
engineer, said a “hard-working” 
engine run in Arctic weather may 
have to be junked unless someone 


Wheel and Deal 


Las Vegas Whoopee Set 
By Mercedes 


SOUTH BEND, Ind—A rootin’ 
and tootin’ western style Mercedes- 
Benz “Roadster Road-E-O” will be 
held in Las Vegas, Nev., June 6-8 
when owners of more than 100 new 
roadsters will take delivery of their 
cars. 

Group air transportation to Las 
Vegas, hotel accommodations, and 
entertainment will be arranged for 
Road-E-O participants by 
Studebaker-Packard, which distrib- 
utes Mercedes-Benz in the U.S. 

Success of a similar driveaway in 
New Orleans last month led to the 
decision to hold the event, an S-P 
spokesman said, 


Drake Honors Bowie 


DES MOINES.—Drake Univer- 
sity awarded an Alumni Distin- 
guished Service Award to Chester 
E. Bowie, assistant general sales 
manager, Lincoln and Mercury, 
M-E-L division. 
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show at nearby Pontchartrain 
Beach. Similar shows were held in 
New Castle, Pa., and Tucson, Ariz., 
where downtown areas were closed 
to traffic and converted into out- 
door showrooms. 

Shopping centers in Berea and 
Bedford, O., also were the scenes 
of auto shows staged by dealers as 
part of Auto Buy promotions. 

George Llewellyn sr., chairman, 
said the Lorain County (O.) auto 
show was one of the most success- 
ful ever held, with sales amounting 
to more than $200,000 the first two 
days of the four-day affair. 

* > = 


ORE than 125 new and used 

cars were sold during the four- 
day promotion in York, Pa., accord- 
ing to a spokesman for the city’s 
11 authorized dealers. 


During Auto Buy week in 


Olympia, Wash., dealers used sil- | 


ver dollars to meet their weekly 
payroll of $22,500 “to show how 
much good dollars can do as they 
trade hands and are spent over 
and over,” said a dealer spokes- 
man, 

Campaigns were under way last 
week in Jacksonville, Fla. and 
Springfield, Ill., while members of 
(Miss.) Automobile 


Sale-O-Rama on Friday (May 23). 


comes up with an ideal lubricant. 


He said heavy and medium 
weight oils congeal in subfreez- 
ing temperatures so that the 
engines they lubricate will not 
turn over enough to start. Light- 
weight oils don’t offer much pro- 
tection, he added. 


Auguste F. Moiroux, a French 
described developments 
of the “free-piston gasifier,” a de- 
vice which he said combines some 





Guest Speaker— 


At a meeting of the National Assn. of 
Wholesalers in Washington, J. L. Wiggins, 
| right, executive vice-president, National 
Standard Parts Assn., urged the associa- 
tion to press for greater recognition by 
| various Federal departments and agen- 
| cies in the form of more statistical and 
| survey services such as are received by 
| other groups. Wiggins, who is chairman 
of the NAW task force advisory com- 
mittee, is shown congratulating the new 
wholesaler's group president, James E. 
Allen. 


j advantages of the diesel and gas- 
|turbine engines. 


| He said fuel is burned in a cylin- 
| der and the resulting energy drives 
opposed reciprocating pistons. The 
pistons compress air which is used 
to drive a gas turbine, Moiroux 
added. 


He said advantages of the device 
include the ability to use low-grade 
fuels more efficiently due to high 
compression rate of the diesel. 





Power Salutes 
‘Auto Buy’ Spirit 
As Lasting Boon 


BAY CITY, Mich.—The coopera- 
tive spirit displayed by dealers dur- 
ing “Auto Buy” weeks should prove 
of lasting benefit to the automobile 
industry, said W. G. Power, Chev- 
rolet advertising manager. 


One of the chief “circuit riders” 
in the national crusade against 
lagging auto sales, Power made 
the observation as he wound up 
a 10,000-mile itinerary. 

“So far as the industry is con- 
cerned, these special dealer pro- 
motions had at least three note- 
worthy accomplishments,” he de- 
clared. “They stimulated retail 
trade. They establish the auto dealer 
as a business leader in his com- 
munity. And they proved the prac- 
ticality of a group of merchants 
banding together to lick a common 
problem.” 

Power said two points in his 
talks before 18,000 dealers and their 
salesmen seemed to make the 
strongest impression. 

“One was that if we can sell the 
63 million men and women still em- 
ployed, we can put back on payrolls 
the 5,500,000 who are out of work. 

“The other was a simple sug- 
gestion that has proved its value 
in repeated tests. I told salesmen 
to ask everyone they met, ‘Do 
you know anyone who wants to 
buy an automobile?’ 

“Results were amazing. Instances 
were reported of sales to wait- 
resses, policemen, taxi-drivers and 
even the stagehands who worked 
the meetings.” 

Power was the GM representa- 
tive on the speakers’ crew made 
available to cities by the auto in- 
dustry. He sparked the original 
“Auto Buy” week in Cleveland. His 
schedule included 14 meetings 
touching both coasts. 
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Senate OK’s Price Tags .. . 


NEW SHELL-MOULDING PROCESS 
CYLINDERS | 
makes them better! 








® | legislation “is directed toward the 


| restoration of the confidence of the 
|American automobile buyer who 
|has become completely bewildered 
|}and unable to find his way through 
| the marketing jungle in which the 
|industry has become involved.” 

| Probably the most important 
|feature of the bill, the report 
| stated, “is that it would in no way 
|infringe upon the freedom of the 
| manufacturer to price his product; 
that it in no way would infringe 
upon the car purchaser’s freedom 
to bargain over the price of the 
|car, while at the same time the 
| dealer would be free to sell the new 
|car for any price he desired or pay 
janything he wanted to for the 
| trade-in allowance. 

| “The label would simply assure 
| that the purchaser would start 
| the negotiations with the mini- 
mum necessary information.” 


The document said the bill will 
relieve the dealer from the type of 
competition requiring him “either 
to become more and more mislead- 
ing or else lose out to the unscrup- 
ulous operator whom present mar- 
| keting practices reward. No dealer, 
as some advertisements indicate, 
|}can actually give away fur coats, 
trips to Bermuda or ‘$1,000 for any- 
thing you can drive in’ without 
packing prices.” 


The committee said the bill won't 
cure all marketing abuses but 
added that attaching the factory 
| Suggested retail price to the car 
|“will represent one solid number in 
an otherwise overwhelming jumble 


| of figures.” 


was the name and location 
| of the dealer to whom a car 
is delivered required to be included 
on the label? The report said the 
reason “is that the prospective 
| purchaser will be put on notice if 
the car has originally been assigned 
to a dealer in a far distant loca- 
tion, and he will be led to inquire 
as to the means of transportation 
|used in delivery. It is the intent of 
| the committee that, although no 
/restriction be placed on the ‘boot- 
legging’ of new automobiles, the 
purchaser will be put on notice of 
such practices.” 

Prospects for ultimate enact- 
ment of the disclosure bill were 
strengthened when the Commerce 
Department revealed that it was 
withdrawing its previous objection 
to the legislation and now favored 
it. 

Secretary of Commerce Sinclair 


MANUAL WHICH COVERS ... | Weeks said, “We are aware that 
The Controlled Coupling "Tine Galles Bill 


Nytra-Matic _ |Passed in Kansas 
MME) Coes ot Sevvctes covntog | A te or CCC Case 


— Mp eas —_ TOPEKA, Kans.—An installment 

pages, , purchase act to regulate sales of 
automobiles, appliances and other 
items has been passed by the Legis- 


close grai 
less 


Now, EIS brings you better master and wheel cylinders with its 
new, Shell-Moulding process! They're precision-made to 

the extreme and accurately machined with a mirror-like internal 
finish. Some EIS Master and Wheel Cylinders are available 

in this new process — many others will follow soon. 

You'll find that they're made better — look better — and, 

they cost no more! 

EIS “E” Series HRC* CUPS WITH EXPANDERS are incorporated 
in all EIS Wheel Cylinders. Cups are moulded of a specially 
formulated heat-resisting compound to withstand higher brake 
drum temperatures caused by higher speeds and faster stops. 
They are also included in all EIS Wheel Cylinder Repair Kits. 


And, for a better sealing job, EIS RIBBED SECONDARY CUPS 
are incorporated in all EIS Master Cylinders. You'll also 
find them in all EIS Master Cylinder Repair Kits. 


*Heat Resisting Compound 


EIS AUTOMOTIVE CORP., Middletown, Conn. 
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Publications advertised in this section are not 
produced by Automotive News but carry our recom- 
mendation and we guarantee your satisfaction. 


COMPANY PRESENTS A 


NEW PICTURE-STORY 
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Each manual covers .. . 


e Fundamentals |lature and sent to the governor. 
@ Diagnosis The bill was drafted during the 
@ On-The-Car Service controversial Commercial Credit 
e Total Overhaul case at Olathe. 

© Complete Fiat Rate Data Under the act, new-car purchase 
@ Tool and Equipment Data rates are set at $7 per $100 per 


year, and used-car rates for the 
first year are set at $10 per $100. 
Other used-car installment rates 
are $13 per $100. 

An amendment decreased the 
rates for carrying charges on mer- 
chandise other than motor vehicles. 
The annual charges per $100 are 
$12 on amounts up to $300, $9 on 
amounts from $300 to $1,000 and 
$8 on amounts over $1,000. 

The act provides that installment 
contracts must include the cash 
sale price, the downpayment and 
the difference to be paid in install- 
ments. 

It also must include the amount 
of separate charges for insurance 
and the extent of its coverage, the 
amount of official fees, the princi- 
pal balance, the finance charge and 
the total amount of the time bal- 
ance and each installment. 


MEN covers ati 
Dual-Range Hydra-Matic 
Transmissions thru 1957. Over 


Lt 250 pages, 500 pictures. 


Transmission 


ne ye ree 
‘> Transmission 
ao 


FM-1002 Covers all 
—— Fordomatic, Merc-O-Matic 
2% and Turbo-Drive Transmis- 
sions thru 1957. Over 200 


pages, 450 pictures. 


ro bi? > | 





Please order by manual number $450 each 


|The committee’s report said the! 





House Studies Sticker, 
Area-Security Bills 


(Continued from Page 1) 


the Department of Justice is cur- 
rently engaged in a roughly 
parallel program under the anti- 
trust laws to eliminate objec- | 
tionable (auto marketing) prac- | 
tices. 

“Nevertheless we now feel that} 
(the bill) appears to offer possi-| 
bilities of more immediate restora- 
tion of the necessary confidence on 
the part of buyers in the integrity 
of the prices at which cars are 
offered. 

“In particular the bill should 
operate not only to expose and| 
thereby to eliminate the much dis-| 
cussed practices of ‘price packing’ 
but should also afford to buyers a 
better basis on which to judge the 
values offered them.” 

The State Department said it 
had no objection to the bill inas- 
much as “it would not discriminate 
against imported automobiles or 





Big 3 Prods on ‘Tax 


| against the little dealer 


a 


otherwise materially interfere with 
international trade.” 


The Federal Trade Commi 
expressed support of the bill pr. 
viously. 

* * * 
N?2 OBJECTIONS to the Mop. 
roney bill were lodged on th, 
Senate floor and no amendment 
offered. Discussion was confine; 
mainly to an explanation of th. 
bill by its proponents. 

Senator Karl Mundt, South Da. 
kota Republican, expressed con. 
cern the bill may discriminate 
in a 
small town. Senator Frederick 
G. Payne, Maine Republican, re. 
plied that the measure will give 
the small dealer added protec. 
tion. 


“The ones who have been abk 
to do the packing job, which ha; 
made it very difficult for the smaj 
dealer to be in a really competitive 
position,” he said, “have been the 
large dealers and operators — the 
so-called wheel-and-deal boys, with 
whom the little fellows could no 
compete. The bill would put them 
on an even plane.” 

Mundt said it went against his 
“ingrained concept of Govern. 
ment” to have a Federal price dis. 
closure law, but added that he wa; 
supporting the bill nevertheless. 


Cut; 





Decision Due by June 30 


(Continued from Page 1) 


procedure unique to the automobile | 
industry.” 
“This procedure, Colbert con- 
tinued, “would be unnecessarily 
complex and expensive and would 
cemplicate relations between man- 
ufacturer and dealer, and between 
dealer and ultimate purchaser. —~ 
| 


addition, it would complicate deal- 
ers’ financing problems.” 
- > 7 


a= FORD II, president of 
Ford Motor Co., renewed his 
company’s pledge to pass along to 
dealers any tax reduction. He im- 
plied that Ford Motor Co. dealers 
would be strongly urged to give 
car buyers the full benefit of any 
reduction. 

“We believe that such an ap- 
proach,” Ford told Kefauver, 
“might be administratively sim- 
pler and less costly than that 
embodied in your proposed 
amendment. 

“In any case, we hope that: the 
decision on excise tax reduction 
will be made promptly to avoid 
needless loss of sales, production 
and employment while consumers 
wait to see what is going to 
happen.” 

> 

OLBERT reflected a_ similar} 

conviction that urgency in de- 
ciding the future excise rate would | 
stimulate auto buying. 

“The most important thing is to 
remove the uncertainty over the 
excise tax issue,” he said. 

Colbert advocated repeal of the 
excise no later than July 1, with 
floor-stock refunds to dealers as 
of that date and refunds to buy- 
ers from May 1. 

Ford also urged total abolition 
of the excise, calling it “discrim- 
inatory” to all parties dependent 
on auto transportation. 

” * * 


ENERAL MOTORS President 
H. H. Curtice expressed his 
opinion of the new tax-cut bill in 
a letter to Kefauver Thursday. 
Curtice agreed that the excise 
should be cancelled but expressed 
opposition to the Kefauver bill in 
its present form, describing the 
refund procedure required by the 
bill as “undesirable and impracti- 
eal.” The refund procedure “would 
create problems involving the man- 





Tax Holiday 


SOUTH BEND. — “Tax day!” 
was observed by L. O. Gates 
Chevrolet here May 3. The 
amount of the excise tax was re- 
duced from the price of every 
58 Chevrolet in stock. Shoppers 
were told, “The sale of one new 
ear keeps one auto worker em- 
ployed for six weeks, and there 
are 23 companies who are Gen- 
eral Motors suppliers in the 
South Bend-Mishawaka area.” 








ufacturer, the dealer and the cus 
tomer,” he said. 

“In operation it would be dis- 
criminatory against the automo- 
bile industry,” he said. “As 
drafted, the bill cannot be com- 
pared to other excise tax legisla- 
tion providing for refunds on the 
basis of exempt sales.” 

“We believe that the objective 
of your proposed legislation can 
be accomplished without any un- 
necessary or unreasonable compli- 
cations by providing for tax reduc- 
tions rather than tax refunds, On 
the basis of pricing practices in 
the industry, it should be evident 

that the tax savings will be passed 
on to our distributors and dealers, 
and they in turn will pass such 
savings on to their retail cus 
tomers.” 
. > > 

URTICE stated that many pros- 

pects were postponing their 

new-car purchases as a result of 
excise-tax-cut publicity. 

The Kefauver bill provides that 
in order to obtain tax-reduction 
credits, factories must pay car 
buyers the 5 percent excise rebates 
within 90 days of the retail pur- 
chase. Import cars are covered by 
the bill, numbered S. 3766. 


What's Wrongers 
Offer New Cure: 
Cancel 59 Cars 


(Continued from Page 2) 


said that in the light of his com- 
pany’s first-quarter loss, “it is not 
realistic to expect that lower prices 
would produce additional volume to 
offset the loss of revenue.” 


“No plan such as that sug- 
gested by Senator Douglas could 
be made workable except through 
across-the-board control of wages 
and prices in the auto industry,” 
Colbert declared. 


“Such controls would be against 
the public interest in peacetime, 
and we do not believe that the 
American people or their repre 
sentatives in Congress want them. 

“It is inconceivable to us that 
the Congress would embark on such 
a dangerous adventure under the 
shallow guise of giving tax relief 
to the purchasers of automobiles.” 

* * x 

[cLSewuERs in auto pricing, 

Cleveland dealers have begut 
posting in their showrooms the 
factory suggested retail prices of 
new cars and equipment. Dealers 
are pledged under a $5,000 bond to 
sell at or below those prices. 

In most cases the dealershiP 
posters have aroused favorable 
comment, but at least one dealef 
said there was little public reaction 
to his price signs during the first 
four days they were on display. 
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zz Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U, S. PRODUCTION ONLY) 



































Week Week Jan. 1 dan, 1 
Ended Same Ended Output, To To 
May 17, Week, May 10, May, May 18, May 17 
1958 1957* 1958* To Date 1957* 1958 
AMER. MOTORS** ... 4,510 2,410 4,504 «11,133 41,048 66,665 
SS 4,510 2,202 4,504 11,133 37,306 66,665 
CHRYSLER CORP....... 14,250 30,687 10,003 29,875 557,562 239,402 
OUT Y Ser eee eeeeeeeeecseee 100 © 3,126~=—S «1,724 «= 2,490 = «457,250 = 22,490 
EE 1,143 334 457 19,066 6,369 
Ea 1,500 2,086 59 1,595 62,313 15,054 
CC EEE 3,350 1,758 593 4,846 130,633 40,224 
Plymoutlr 2.2.0.0... 9,300 16,574 7,293 20,487 288,300 155,265 
FORD MOTOR*** ...... 21,853 36,642 17,426 47,515 802,611 465,427 
aaa S -‘sieek 467 ee 5,968 
SEs cnisisinipniciohonoe 17,900 29,694 12,556 38,280 638,620 396,562 
we 465 816 478 1,133 19,653 12,732 
ON ee 3,485 6,128 3,925 7,410 143,894 50,165 
GENERAL MOTORS .. 46,013 56,157 45,451 105,575 1,231,938 965,020 
SE ‘sieiaiitiedetbpneorenienn 4,974 8,087 4,181 9,920 200,339 109,270 
= 2,560 3,374 3,226 7,039 66,253 59,609 
Chevrolet oo... 26,900 31,165 27,678 65,494 616,754 552,978 
Oldsmobile 7,229 7,557 6562 14,751 186,177 144,234 
SID. chic ensusstnasveds 4,350 5,974 3,804 8371 162,415 98,929 
II, scincduinionntenes <timpsin 1,494 = 1,122 1,182 30,530 13,979 
SNR \siciiniscionnacities pansies 51 52 52 6,038 1,349 
® Studebaker ................ 1443 1,070 1,130 24,492 12,630 
Total Cars, U. S......... 86,626 127,390 78,506 195,280 2,663,689 1,750,493 
*Reviaed 
«*american Motors’ totals for 1957 include Nash and Hudson production. 
***Ford Motor Co. totals for 1957 include Continental production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan. 1 Jan. 1 
Ended Same Ended Outpat, To To 
May 17, Week, May 10, May, May 18, May 17, 
19538 1967* 1958* Te Date 1967* 1958 
CHEVROLET ................ 5,600 7,124 «= GG, 138 )9=—:14,083 144,685 114,814 
DIAMOND T ................ 105 135 110 259 1,796 2,122 
A 60 80 59 138 1,486 1,145 
I ecdicieateintiet 1400 1685 1448 3,256 33,850 21,912 
FORD 5,015 7,573 3,878 10,736 143,053 88,738 
GMC cst 2190 1,129 1149 2,784 28215 24,775 
INTERNATIONAL .... 1,625 2,997 1812 4,158 41,556 40,048 
RR 290 349 265 665 7,202 5,849 
STUDEBAKER ‘ ae 297 152 198 4,832 2,493 
WHITE*** 360 455 319 592 7,903 6,330 
WILYS .. . 1050 «1175 «1922 3,800 §=6—224,589 383=— 30,774 
MISCELLANEOUS** ki 90 62 90 214 1,115 1,384 
Total Trucks, U. S.... 16,775 23,061 17,342 40,843 440,282 340,934 
Total Cars, Trucks, 
vU. Ss. ; 103,401 150,451 95,848 236,123 3,103,971 2,091,427 
———- we _ 9,440 11,969 9,244 20,995 202,486 158,690 
Grand Total, 
Cars and Trucks, 


U. S. and Canada........ 112,841 162,420 105,092 257,118 3,306,457 2,250,117 





*Revised. 


**Miscellancous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, etc. 
***Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 


Mack totals. 


NB. Al U. 8. sh selena ssehsceeacniaroamcesidassasan 





Car Output Tops 85, 000 
First Time Since March 


(Continued from Page 1) 


45451 to 46,013 cars, and AMC 
rose to an estimated 4,510. 
Studebaker-Packard was down 
again last week for adjustment of 
inventories after having built 1,122 
cars a week earlier. Of the total 
for the previous week, Studebaker 


turned out 1,070 cars and Packard | 


A Chrysler Corp. breakdown 
ihowed Plymouth, with its Evans- 
ville (Ind.) plant back in opera- 
tion, building an estimated 9,300 
cars last week, as against 7,293 a 
week earlier; DeSoto, with its De- 
troit plant in full operation again, 
with 1,500 cars last week, compared 
with only 59 a week earlier; Dodge, 
also with its Detroit plant ‘back in 
operation, up from 593 to an esti- 
Mated 3,350 units last week, and 
Chrysler division (excluding Impe- 
Tial) with 100 units last week, as 
against 1,724 units a week earlier. 
Both Chrysler and Imperial were 
idle in Detroit last week. 

a ” ” 
Fir division jumped its output 
from 12,556 units a week earlier 
to an estimated 17,900 last week as 





its heavy-producing Dearborn as- 





sembly plant returned to five-day 
operations. 


Mercury, with its Los Angeles 
plant down all week, saw its out- 
put drop from 3,925 units the 
previous week to an estimated 
3,485 last week, while Lincoln 
assemblies dipped from 478 a 
week earlier to an estimated 465 
last week. 


A breakdown of GM operations 
showed Chevrolet off from 27,678 
units a week earlier to an esti- 
mated 26,900 last week; Cadillac, 
down from 3,226 to 2,560; Oldsmo- 
bile, up from 6,562 to 7,229; Pon- 
tiac, up from 3,804 to 4,350, and 
Buick up from 4,181 to 4,974. All 
Chevrolet plants worked five days 
except Atlanta, which was on a 
four-day schedule, and Oakland, 
Calif.. which worked three days. 
Cadillac also was on a four-day 
work schedule last week. 

* * * 

WO-DAY shutdowns at Chevro- 

let plants in Oakland, Calif., 
St. Louis and Atlanta and a week- 
long cessation of activities at 
Studebaker were big factors in 
dropping truck output from’ 17,342 
units a week earlier to an esti- 
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Defend U. S. Styling, Car Size... 


Cole, Wright Lash Critics 


(Continued from Page 2) 


pre-World-War-II styling—do not 
retail for less than $1,000 each.” 

Also, he said, the average 
American customer “would not 
buy last year’s Easter bonnet— 
even at last year’s price.” 

Wright, speaking at the other 
end of Lake Erie, echoed Cole’s re- 
marks. He said power brakes and 
power steering installations have 
increased, percentagewise, this year 
and that 61 percent of Ford buyers 
order Fairlane or station wagon 
models, 


He also pointed to the 1958 suc- 
cess of Thunderbird and the 
chrome-laden Oldsmobile and Chev- 
rolet Impala, all of which are far 
from the “economy” price range. 


Turning to “force-feeding” of cus- 
tomers in regard to styling, etc., 
Wright said he couldn’t understand 
how anyone could accuse the auto 
industry of this. 

“Our normal position,” he said, 
“is one of abject prostration at 
the feet of our customers. Far 
from leading the customer by the 
nose, we are forever trying to 
fathom his wants and keep up 
with him.” 


Defending the annual change- 
over, Wright referred to the Ford- 
Chevrolet-Plymouth situation in re- 
cent years. 

In 1954, he said, a new V-8 
engine, and further styling im- 
provements growing out of Ford's 
styling revolution which began in 
1949, enabled the division to match 
Chevrolet’s 25 percent market 
share. Plymouth, with a shorter car 
than its 1953 model, slumped badly 
in sales; 

(Auto men remember 1954 as the 
year of the big registration squab- 
ble, which ended with both Ford 
and Chevrolet claiming first place. 
Official totals gave Chevrolet the 
top spot, but Ford still hasn’t ad- 
mitted defeat.) 

In 1955, Wright continued, Chev- 
rolet’s new styling and its first V-8 
engine helped the GM entry sell 
more cars than any make ever had 
sold in postwar history. Plymouth 
brought out the longest car of the 
low-priced three (204 inches) and 
added 266,000 units to its sales. 

The following year, Chevrolet's 
facelift was more pronounced 
than Ford’s or Plymouth’s, and 
Chevrolet clobbered its rivals. 

Then came 1957. Chevrolet face- 
lifted again; Ford had an all-new 
car and beat Chevrolet in registra- 
tions. Plymouth’s popular model 
recaptured third place for that 
make. 

Wright didn’t mention 1958, but 
Cole pointed to Chevrolet’s 27.4 
percent market penetration for the 
first quarter, “largely because of 


9 Chrysler Dealers 
Detail Operations 
At Profit Forums 


DETROIT.—Nine Chrysler and 
Imperial dealers will describe their 
dealership operations at a series of 
Dealer Profit Forums being con- 
ducted by Chrysler division 
throughout the country. 

The first forum is being held 
today and tomorrow (May 19-20) 
in Atlanta. 

Each panel member will present 
his own case history in detail, illus- 
trated with film slides. Dealers 
attending will be encouraged to 
ask questions and may consult 
privately. with panelists after the 
forum, C. E. Briggs, division gen- 
eral manager, and B. R. Durkee, 
director of advertising and sales 
promotion, also will speak at the 
forums. 

Other forums dates are: May 22- 
23, New York City; May 26-27, 
Chicago; June 2-3, Detroit; June 
5-6, Kansas City, Kansas. Meetings 
also will be held in Los Angeles 
and San Francisco. 

Dealer members of the panel 
are: C. H. Jeffries, Camden, N. J.; 
C. G. McKimmie, Richmond, Va.; 
Joseph Levy sr., Chicago; S. J. 
Rieger, San Antonio, Tex.; Jerome 
H. Schmitt, Bowmansville, N. Y.; 
Jim Murphy, Elizabeth, N. J.; 
George H. Harger, Los Angeles; 
C. L. DuQuaine, Madison, Wis., and 





mated 16,775 assemblies last week.|C. J. Wittey, Bismarck, N. D. 











sales of the Impala, Corvette and 
station-wagon lines, our most ex- 
pensive models.” 

,Obviously, 1958 is following the 
1954-57 pattern, with an all-new 
model drubbing its less-changed 
rivals. 

Wright again pointed to Ameri- 
can Motors in winding up his case 
for big cars. 

“From 1950 to 1955,” he said, 
“American Motors had a small- 
sized Rambler which it dropped 
in 1955 because of a poor sales 
showing. In 1956, American Mo- 
tors introduced a Rambler which 
was longer and heavier and had 
the same interior size as the low- 
priced three. 

“They subsequently increased 
their penetration from one percent 
in 1955 to 1.5 percent in 1957. 

“In other words, the American 
manufacturer who is the leading 
exponent of the small car altered 
its course to parallel more closely 
the course of the low-priced three.” 

* + - 


Public Buys What It Wants, 


Chrysler Ad Chief Says 


CLEVELAND.—Burton R. Dur- 
kee, Chrysler division advertising 





Obituaries ... 





and sales promotion director, took 
issue with those who claim the 
auto industry forces the public to 
buy products it doesn’t want. 


“We don’t force the public to buy 
anything,” he told the Art Direc- 
tor’s Club of Cleveland. “They have 
a reasonably free choice. They can 
buy any one of 18 or 19 domestic 
makes, ranging in prices from a 
little over $1,700 to a little over 
$16,000.” 

Americans also have a choice of 
long and short cars, almost any 
color and numerous different body 
styles, he continued. 

“And if they don’t like any of 
these offerings, they can and will 
buy used cars or any one of 30 or 
40 foreign makes,” Durkee said. 

Commenting on the growing pop- 
ularity of small cars, he said he 
could not go along with those who 
believe “honesty in design” is the 
secret of the small car’s success. 

“It is my belief that the relative 
success of these small cars has 
practically nothing to do with de- 


| sign, but has quite a bit to do with 
|the American public’s fundamental 


appreciation of how far you can 
stretch a buck,” Durkee said. 


H. C. Doss Dies 


(Continued from Page 2) 


When he was in business, his office 
had standing instructions never to 
turn away a young man seeking an 
audience. His interest in young 
men went far beyond the normal 
kindness of business and most of 
the things he did to help them out, 
spiritually and temporally, never 
will be known. 

Mr. Doss always kept his bottom 
desk drawer loaded with toys, and 
no child ever left his office without 
a personal gift. Mr. Doss and his 
wife, Melanie, spent many hours 
personally selecting these toys. 

Mr. Doss once summed up weal 
philosophy in this fashion: “You} 
never know when something you) 
say or do can change a whole way | 
of life. For that reason, a man) 
who is a leader has a terrible | 
responsibility.” | 

Mrs. Doss survives. Their only 
child, a son, died after being hit! 
by a car in 1950. 

> 


Richard Milton Gray 

NACOGDOCHES, Tex. — Richard Milton 
Gray, owner of Gray Motor Co. (Ford), 
died of a heart attack. He formerly was 
area chairman for Nacogdoches County for 
NADA and the Texas Automotive Dealers 
Assn. 

. * * 


Howard D. Atwood 
ST. PETERSBURG, Fla.—Howard D. At-/ 
wood, 78, treasurer of the first Ford dealer- 
ship in St. Petersburg, died here May 2. 
* * * 
Robert G. McLain 
ANDERSON, Ind.—Robert G. McLain, | 
42, former president of the Indiana Auto- 
mobile Dealers Assn., died May 6 in his 
home in suburban Edgewood after suffer- 
ing from a heart ailment. He had recently | 
been sales engineer for Guide Lamp divi- 


son of General Motors. 
* * * 


Charles Allison 
CORONA DEL MAR, Calif.—Charles 
Allison, 64, zone manager for Oldsmobile in 


Dodge Promotes 
Tompkins, Gibson 


DETROIT. Appointment of} 
Stephen J. Tompkins to the newly 
created position of chief engineer 
and director of truck product, was 


| owner of Harms-Rofinot Chevrolet 
died May 13 after a heart attack. 








G. W. Gibson 


8S. J. Tompkins 


announced by M. C. Patterson, 
general manager of Dodge. 

Patterson also announced that 
George W. Gibson has been named 
chief engineer and director of car 
product. 





Los Angeles from 1941 to 1948, died at his 
home here. 
> * > 


Charles F. Carskadden 
SEATTLE.—Charies F. Carskadden, 72, 
retired automobile dealer, died in a hospital 
here. 
* * * 


J. H. Blakeney 
DALLAS.—J. H. Biakeney, 70, retired 
district manager for Goodyear Tire & 
Rubber Co., died in a hospital here May 3 
after suffering a heart attack. He was 
with Goodyear for 40 years before retiring 


in. 1957. 
e 2 * 


Chauncey K. Wishon 
RALEIGH, N. C.—Chauncey K. Wishon, 
64, co-owner of K&L Motor Co. for many 
years and at the time of his death associ- 
| ated with B&S Motor Co., died May 11. 
* * * 


Lucien Harbison 
SHELBYVILLE, Ky.—Lucien Harbison, 
a former auto dealer and more re- 
cently operator of Tri-County Distributing 
Co. here, is dead. 
* * * 


N. Roy Rofinot 
SPOKANE. —N. Roy Rofinot, 61, 


67, 


co- 
nere, 
He was 
area director of NADA and a former 
director of the Washington State unit. 
From 1930 until he became a dealer in 
1936, he was a Chevrolet field manager in 
California. 


DeSoto Launches 


Mass Driveaways 


From Detroit 


DETROIT.—DeSoto’s first spring 
mass driveaway was held Friday. 
The first of more than 250 cars 
were delivered personally to deal- 
|ers for delivery to homesites. 

Nineteen dealers and salesmen 
from the Minneapolis region took 
20 cars from the DeSoto plant on 
Friday. Their visit was to be fol- 
lowed on successive days by groups 
from the Philadelphia, Syracuse, 
Cincinnati and Pittsburgh sales 


| regions, taking 37, 56, 76 and 55 new 


cars. 

During their visits the dealers 
were feted by J. B. Wagstaff, newly 
named general manager of DeSoto, 
with a special dinner and a Detroit 
Tiger baseball game. 


Ford Reaffirms 


a . 
Memphis Decision 

MEMPHIS.—Ford division has 
reaffirmed its decision to close its 
assembly plant here after local 
citizens asked President Henry 
Ford II to reconsider the plan. 

Horace H. Hull, Ford dealer here, 
headed a committee which sought 
cancellation of the closing. 

Ford told Hull that the company 
was closing the plant with “great 
reluctance” and that market con- 
ditions plus the age and size of 
the plant made the closing neces- 
sary. 
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. Against Charge of Unionism ... 


NADA Leaders Rally 
To Group’s Defense 


(Continued from Page 1) 


convention at which these remarks 
were made. 

Mr. Romney followed my appear- 
ance on the platform. However, I 
do not believe his criticism should 
go unchallenged, since the facts 
would appear to indicate that he 
is consistently inconsistent and his 
evaluation of NADA, its policies 
and programs in the public 
interest. 


In his intensity and zeal to 
compare NADA with a trade 
union and to point up the fact 
that the unhappy manufactur- 
ers are caught in a squeeze play 
by the UAW on one hand and 
NADA on the other, Mr. Romney, 
in my view, has made an excel- 
lent case for a strong NADA. 


The very arguments which he| 


advances to prove his point would 
indicate how essential it is that 
every franchised new car dealer 
in America belong to and back up 
his local, state, and national dealer 
association. 


Mr. Romney, for whom I have a 
very high personal regard, pleads 
that matters having to do with the 
franchise relationship between fac- 
tory and dealer be handled between 
the factories and their own dealers 
and “we don’t want NADA or any- 
body else to step into that area.” 


Mr. Romney refers to the elected 


dealer councils. 


* * > 


OW did elected dealers councils | 


come into being? Only through 
the long and determined efforts of 
a unified NADA. If memory serves 
Mme correctly, Mr. Romney’s own 
company was the last to create an 
elected dealer council. 

NADA has long been on record 
as endorsing the idea of close and 
constant communication between 
the factory and its elected dealer 
councils. We are glad that Mr. 
Romney now gives his endorsement 
to this view. 

Then, Mr. Romney seems to have 


overlooked the fact that a differ-| 


ence between the UAW and NADA 
is the difference between compul- 
sion and voluntarism; the differ- 


ence between a group of men who) 


have little freedom of choice and 
a segment of small business which 
has fought hard to preserve Amer- 
ica’s opportunity for free competi- 
tive enterprise. 


Mr. Romney has referred to 
Adm. Bell as a “cat’s-paw.” He 


cannot, I am thankful to say, | 
refer to him as a “pussyfoot” | 


when it comes to carrying out 
the policies of our members as 
best he can. 

Furthermore, he indicates that 
the dealers need a non-dealer 
spokesman because dealers “don’t 
want to go directly to their own 


factories and confront them with} 
the changes they want.” Mr. Rom-| 
ney doesn’t need to be told the) 


reason for this. The Senate hear- 
ings of 1955 and 1956 indicated to 
the satisfaction of the Congress and 
the President of the U. S. that fear 
and force and coercion had become 
the pattern of the factory’s dealer 
relations in our industry. 

Here, again, NADA moved into 
action. The result was the 
O’Mahoney-Celler “good faith bill” 
which, for the first time, removed 
the dealer from the status of 
second-class citizenship by permit- 
ting him, like any other American, 
the right to take his case to a 
court of law—a right which had 
previously been denied him by the 
very wording of the franchise. 

> + * 


pe any automobile dealer, or 
manufacturer, think for one 
moment that the healthy and 
sweeping changes to the franchises 
themselves would have come into 
being unless NADA had been the 
voice and action agent of its 
members? 

Many dealers will remember the 
Federal Trade Commission’s report 
of 1940 and will recall that little or 
nothing was done to rectify the 
conditions condemned by the FTC 
until NADA, backed by strong and 
unified members, took up the 
cudgel in the public interest. 

Much remains to be done in 


the broad area of factory-dealer 
relationships. Certain specific 
recommendations came out of 
the NADA board meeting at 
Miami in January. All of these 
were submitted to each factory 
president with a request that he 
give his company’s backing to the 
dealer views, or such equally 
reasonable alternatives. Answers, 
to date, have been inconclusive. 


A year earlier at our convention 
in San Francisco, when it was a 
|great pleasure to have four fac- 
| tory presidents on our program, 
|we pledged to Mr. Curtice that we 
would join with him—or anyone 
jelse—in a crusade designed to 
|restore ethics and dignity to our 
industry with a quality dealer pro- 
gram. We still adhere to that view. 


association by its very nature 
can be impartial and unselfish 
in trying to help all of its mem- 
bers. It is my firm belief the one- 
world concept of Wendell Wilkie 
applies equally to a nationwide 
industry such as ours. All seg- 
ments must be profitable to as- 
sure the future — we cannot 
long be divided into ‘have and 
have nots.’ 

Mr. Romney’s remarks about 


dealer councils may apply to 
American Motors. But having 


served on two national dealer coun- | 


cils for a GM division during the 
past two years, I can assure him 
there are certain overall corpora- 
tion policies which apply to all 
divisions and these cannot be dis- 
cussed and resolved at the division 
level. I am told similar conditions 
exist in the Ford and Chrysler 
dealer councils. 


* * * 


S AN NADA past president, I 

resent the charge that we have 
used Fred Bell as a ‘cat’s-paw.’ 
Along with many other past presi- 
dents and directors, we have re- 
peatedly discussed NADA programs 


with the manufacturers. No group 
of dealers has tried to make NADA 


If the manufacturers want NADA |a ‘cat’s-paw’ and that statement is 


to remove itself from all matters|from my personal knowledge as|NADA is a union, and remarked: | 
dealing with the franchises, let}; New York state director during | 


them earn that right (and we will| the past ten years. 


applaud their efforts) by showing, 


| 
| 


Mr. Romney’s conclusion in 





“Let’s not overdo this ‘one-big- 
family’ stuff.” 





| by the poet Lowell and that brings 
|to my mind the last two lines of 
|that old favorite “Invictus” by 
Henley— 
“I am the master of my fate. 
| I am the captain of my soul.” 
jand it seems to me that this is 
what we are trying to do in NADA. 
> . * 


AT THE Pennsylvania Automo- 
tive Assn. convention last week, 
| Frederick J. Bell, executive vice- 
president of NADA, denied that 





| 


“But there’s a difference between 
| being a union and being united.” 
| “NADA is not a union,” he said, 


through positive action, their belief| North Carolina quoted from lines| “but that does not mean that 


|in the need for a healthy retail 
industry whose members can 
operate at a profit. 


At that time, we will gladly con- 


businessmen and better dealers. 
However, until that time arrives, 
we shall, with the approval of our 
| members, in a free and democratic 
| process continue to use every 
means at our disposal in every 
area, place or arena, in order to 
serve the best interests of Ameri- 
ca’s new-car and truck dealers and 
the public which they serve. 
. * > 


Sutter 


WAS amazed at George Rom- 
ney’s speech in North Carolina. 


It now appears that his expressed | 


views of the past two years were 


| 


| 
| 
| 


|the result of red ink and not his) 


|sincere convictions, How else can 
you explain his criticism of NADA? 

Certainly NADA has a duty to 
its members to assist them in every 


tions. How can any manufacturer 
object to saving his dealers from 
bankruptcy? 

Mr. Romney’s other comments 
are too wide of the mark to need 
| comment. No one can seriously 


tory legislation. For years we 
| have urged manufacturers to join 
with us in solving industry prob- 
lems within the industry. 

And as for dealer councils, has 
Mr. Romney forgotten that they 
came into being universally only 


adopt the dealer council method. 


automobile industry today, isn’t it 
time we stopped sniping and begin 
working together? 

7 > 


| Freed 

THINK Mr. Romney 

pletely incorrect in his state- 
ment that we are becoming a 
|union. It has never been the policy 
\of NADA to demand anything. We 
have always attempted to reach 
agreement through negotiation. We 
don’t secure our results by union 
methods. NADA represents 23-odd 
thousand small businessmen who 
believe fylly in our free enterprise 
system with give and take on both 
sides. 


Fribley 
r TRYING to help members 
make a profit is not a true 
function of a retail trade associa- 
tion, then I don’t understand the 
word “trade association.” Because 
unless a trade association’s mem- 
bers operate profitably and are in 
the black, that association won't 
be around very long. ; 

In a norma! relationship of seller 
and customer, it is almost impos- 
sible to be truly impartial and un- 
selfish. ‘Factory cooperation’ in 
helping dealers make money has 
been suspected of self interest for 
the 33 years that I have been in 
this business. 





On the other hand, a trade AM 2-1435. 


way in all phases of their opera-| 


claim that NADA wants regula- | 


With all the problems facing the | 


is com-| 





|after prolonger effort by NADA?) 
If my memory is correct, Mr.) 
Romney's company was the last to} 
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readers engaged in all branches of 
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a 
NADA will not do eve 
possible to fight for the interes 
of our members.” 


Bell said “it is ridiculous to thro, 
rocks at Detroit just for the fun 
throwing rocks,” adding: “NAD, 
has always had a reason whe, 
fighting Detroit.” 

ca * - 
oo E. CASTLES, St. Loui, 
former president of NADA 
commented: 

“Hats off, and a deep bow 4 
George Romney for his courageoy 
outspoken manner in all things, | 
am sorry, however, I cannot 8a) 
as much for his consistency. 


“Legislative help which might & 
beneficial to retail automobik 
dealers in sinful and to be avoided 
but it would be quite all right fq 
the Government to break up Gy 
into pieces the size of AMC.” 

+ * a 

es leaders pointed out tha 

at the 1957 NADA conventig 
in San Francisco Romney predicte 
that the good-faith legislatio 
would plague dealers but said tha 
Bell did the industry a service by 
encouraging congressional hear. 
ings. 

“It is highly unlikely,” Romney 
said at that time, “that modifica. 
tion of direct factory-dealer relg. 
tions, including dealer franchise; 
|that has ensued would have occur. 
red by this time except for v 
impact of those hearings.” 


i 
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WANT AD DEPT 


HELP WANTED 





SALES MANAGER 


Large Buick dealership in metropolitan 
Chicago offers exceptional opportunity 
for mature, hard-hitting sales manager 
having high level, proven background 
in volume operation. Must be gen- 
vinely ambitious to work hard insur- 
ing proper supervision of sales per- 
sonnel, resulting in vuitimate success 
for self and dealership. Monetary and 
additional compensation commensurate 
with qualifications. Submit photo and 
history in detail to be held in strict 
confidence. 


Box 8213, </o Automotive News, 
Detroit 26. 





NEEDED—DYNAMIC SALES MANAGER. 
Excellent opportunity for sales manager 
who is a terrific closer. Our salesmen 
not allowed to close deals. Qualifications: 
35 to 45 years of age, good personal 
habits, sober, must be a powerful closer. 
Our firm has been in same location for 
27 years, very prosperous, and finances 
95% of our own deals. Cars handled are 
Rambler line and all five English Ford 
lines, Starting salary $10,400 per year 
plus terrific bonus. Write resume of ex- 
perience to Southern Motors, Inc., 301 
East Broughton St.. Savannah, Georgia. 
Attention: Mr. Julius Kaminsky, Presi- 
dent. Telephone: No. ADams 4-3478. 


SERVICE MANAGER, age 38-45. Lifetime 
opportunity for a man with proven abil- 
ity to organize, promote and manage a 
45 stall Chevrolet Service Department— 
the most modern, fully equipped in New 
England. Lifetime opportunity because 
of: the best profit sharing plan known, 
long term contract, buy-in opportunity. 
Only ambitious, high caliber gentlemen, 
with the will to progress, need apply. 
Detailed background, photograph and 
reference in first letter. Box 8223, c/o 
Automotive News, Detroit 26. 


WANTED: One parts department manager 
(Buick); one parts department clerk 
(Lincoln Mercury) —in large southern 
cities. Mail qualifications to Box 8224, 
c/o Automotive News, Detroit 26. 


WE HAVE OPENINGS in the southeastern 
states for office, service and parts de- 
partment personnel, Write us complete 
details of your qualifications. Fees rea- 
sonable. Geo. E. Kinney Inventory Co., 
Employment Service Dept., Box 5245, 
Atlanta 7, Georgia. 


SALES OPPORTUNITY—Automobile sales- 
man to move to Wichita, Kansas at our 
expense. Liberal pay plan with demon- 
strator furnished. Wichita is located in 
the heart of the nation; has a popula- 
tion of 300,000 with a diversified econ- 
omy—oil, agriculture and manufacturing. 
For full particulars, write, phone or wire 
‘Lee LeFever, Byron Stout Pontiac, Inc., 
1214 East Douglas, Wichita, Kansas. 
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Cash 


JUST SOLD MY PROFITABLE Lincoin- 
Mercury dealership in midwest — am 
thinking seriously of moving to the Mi- 
ami, Florida area, and am interested in 
buy-in deal or managers position with 
new car dealer. Am 42 years old, mar- 
ried, three children, college graduate. 
Have 10 years’ experience in my own 
used car business and four years as a 


new car dealer. Am well versed in all 
phases of new car operation—new-——used 
—service. Factory will verify. Will be 
in Miami Beach from about May 20th 
thru June ist, and will be available for 
interview. Write Box 8225, c/o Automo- 
tive News, Detroit 26. 


BUSINESS MANAGER - CONTROLLER - 
DISTRICT SALES MANAGER. Twelve 
years’ experience new car dealers and 
factory level. Financial statements, 
budgets, expense control, daily operating 
control, sales promotion my specialities. 
Experienced in Motors Holding and Dealer 
Development operations. Ably qualified 
in all phases of business management 
and new car sales promotion. Wholesale 
and retail experience. Box 8229, c/o 
Automotive News, Detroit 26. 








SERVICE MANAGER: Over 20 years’ ex- 
perience Lincoln-Mercury and Ford vol- 
ume dealers. Proven ability in all phases 
dealer, customer and factory relations. 
Excellent references from former em- 
ployers and top factory personnel, Pres- 
ently employed—wish to relocate. Box 
8211, c/o Automotive News, Detroit 26. 


MANUFACTURERS’ REPRESENTATIVE 
Cut cost, retain representation—Experi- 
enced and respected factory representa- 
tive in body and equipment field, six 
years organizing own territory, head- 
quarters Dallas, Texas. Widely ac- 
quainted among automobile dealers and 
truck managers Texas, Louisiana, Ar- 
kansas, Oklahoma and Mississippi. Can 
and will sell your product or work with 
your distributors. Limited and non- 
conflicting lines will be handled by my- 
self in regular and full time travel. 
Weekly itinerary submitted. Can offer 
complete references by former customers 
and motor officials as to character, will- 
ingness and ability. D. H. Jackson, 5114 
Stoneleigh, Dallas 35, Texas. 


SERVICE SALESMAN—Top flight ability 
—Leaving for Florida this summer, 
would like to correspond with potential 
employer. Box 8233, c/o Automotive 
News, Detroit 26. 


ACCOUNTANT-BUSINESS MANAGER — 
Offers you knowledge applied dexter- 
ously, resulting in greater profits. Thor- 
oughly experienced in all departments of 
operation, Seeking challenge which af- 
fords growth opportunity for 
given. 38 


dealer. GM and Ford background. Cali- 


fornia, Arizona or Nevada preferred. 
— ane, c/o Automotive News, De- 
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POSITION WANTED 


AGER, am interested in GM dealership 
Former factory representative; retail ex 
perience: salesman, sales manager, gem 
eral manager, and until recently wa 
Pontiac dealer. 38 years old, married 
excellent character and business refer 
ences. Box 8235, c/o Automotive News 
Detroit 26. 

FORD PARTS MANAGER—wishes to re 
locate Tulsa, Oklahoma area. Would com 
sider parts clerk in larger dealership 
Ten years’ experience. References giady 
furnished. Box 8226, c/o Automoti 
News, Detroit 26. 


DEALERSHIPS AVAILABLE 


| DEALERSHIP HANDLING LINCOLS 
| AND MERCURY in southeastern city 
with trading area of 250,000. Larget 
dealership of make in state. Must sd 
due to health. No used cars nor accounts 
to buy; assume lease on building. Ful 
price $45,000. State net worth and qual 
fications in first letter. Box 8228, c/t 
Automotive News, Detroit 26. 


CENTRAL NEW YORK—Suburban dealer 
ship handling Studebaker-Packard plu 
popular import. Established 10 years 
$20,000 takes all, including seven room 
home. Clear it first year. Box 8227, c/e 
Automotive News, Detroit 26. 














NEW YORK STATE 
| DISTRIBUTOR WANTED 


established 
dealer, who wants to change markets, hes 


Experienced, passenger-co 
excellent, profitable opportunity with well 
known custom body maker. Quality pro¢é 
uct, stable market and sound future fo 
the right organization. Please supply de 
tails in reply to Box 8231, c/o Automotive 
News, Detroit 26. 





— 


DEALERSHIP HANDLING FORD Eaf 
Texas. 100 new units per year, Moders 
building for rent. Parts, fixtures, shop 
equipment, $17,500. Box 8230, c/o Aute 
motive News, Detroit 26. 


ee a oe or = 8S $s Ce 

DEALERSHIP FOR SALE handling Buick 
and Opel most progressive town in Vit 
ginia. 150 car potential; no used cars & 
buy; excellent location. Inspection a 
your convenience—Must have factory a> 
proval. Box 8215, c/o Automotive News 
Detroit 26. 


DEALERSHIP HANDLING BUICK ané 
Opel—Fiorida. 1957 area population ee 
timated at 25,000. Citrus, vegetable, 
cattle; railroad center with shops; Naval 
Air Base. I am 63 years old and want 
to retire. Factory approval and cash re 
quired, In reply give business experienc? 
and banking references. Box 8206, ¢/? 
Automotive News, Detroit 26. a 

FOR SALE—Dealership handling Chevre 
lets and Oldsmobiles in heart of Missif 
sippi Delta. Buy only parts, equipment 
signs, etc. Excellent lease agreement. 
Dealership potential is 300 cars per year. 
Write Box 8212, c/o Automotive News 
Detroit 26. 
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ERSHIPS AVAILABLE 


HANDLING several im- 
Fastest growing north Cali- 
munity. New building, ample 
aighway. 39.6% net profit 1957 
ling to buy bigger agency 30 









awa . Box 8167, c/o Automotive 
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Mercury only. Growing com- 
Buy parts, equipment, lease- 
vements only. Full price $30,- 


uig 8189, c/o Automotive News, 


ADA 


LINCOLN - MERCURY; buy 










parts and equipment only, Dealer estab- 
W tHE ished 22 years. Retiring. Don D. Davis, 
cowl Redding, Calif. 
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WANT “BIG 3’ DEAL ON WEST COAST 
o@ in Arizona, 300 to 600 cars. Under 
@ years of age with 17 years in busi- 
ness. Up to $150,000 to invest. Can fur- 
first class bank and personal refer- 
@ees. Can qualify. All replies absolutely 
enfidential. Write Box 8218. c/o Auto- 
motive News, Detroit 26. 


CHEVROLET, FORD, BUICK OR OLDS- 
. 900 car and up—in Florida, 
Texas, California, or anywhere in south- 
west or mid-continent. Plenty of finances. 
Factory approval assured. Must be 
@rictest confidence, or will not expose. 
= 8217, c/o Automotive News, Detroit 





LET, FORD, PLYMOUTH, CAD- 
Cc DUAL — Southwest preferred. 
controlling interest or buy-out. 
approval assured. Replies con- 
_ 8208, c/o Automotive News, 


DEALER SERVICES 


Are You Having 
Management 
Personnel Problems? 








aa I We are a national service company 
| & in personal contact with some of 
= the top new, used, and general 
Tied, 


managers throughout the country. 


efer 

jews, We can help you with your man- 
a egement personnel problems. These 
com ore “crack” people who have 
ship : . 

ladly proved their metal in the avtomo- 
oti 


bile business. 
your requirements. 


Write us outlining 





Po Creative 

“ Salesmanship, Inc. 
— 18450 Livernois Ave. 

ual Detroit 21, Michigan 

c/et 

alee 

pla 

=== MILITARY BUSINESS 


— Got Your Share? — 
Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rates. 
Take immediate delivery. 
We specialize in such transactions on a sim- 


. NO trouble, without recourse basis for 
officers and first three 


Military 
st Troge id 
ioga 
2020 Milvia ~ 


grades enlisted per- 
Military 
ceptance Corp. 
P. O. Box 2166 
San Antonio, Texas 
4, Calif, 


CApitol 6-268! 
THornwall '3-7423 ” 


~werténtée Snandng, for Military 
‘er 


i 


Ac 


fe 


ay 


IF YOU NEED office, service or parts 

department personnel, list your require- 
ments with us, We will make every 
effort to supply your needs. Fees reason- 
able. Geo. E. Kinney Inventory Co., 
Employment Service Dept., Box 5245, 
A@ante 7, Georgia. 





-_. 





“THE LEADING 


Dealerships available in the states of 


1901 MILAM 





BREBES| Sezbessel sSsechal FEsk | 





DEALER FRANCHISES AVAILABLE FOR 


Sell the fabulous Citroen and Panhard quality and economy automobiles. 
A car in every price range from $1,395 P.O.E. 


Kansas and Missouri. For further information wire, write or call: 


LONE STAR MOTOR IMPORT, Inc. 


CA 4-9456 


DEALER SERVICES 


H. K. Williams, Manager 


HOME DETECTIVE CO., INC. 


37 Y perati ete 
“LOCATOR AND 


REPOSSESSION SERVICE 


and America's Premier Skip Bulletins fo 
dealers, banks, 


finance firms, law enforce- 
ment sources, offers customer references 
in 35 states. Write for loss forms and 
rates on financed, leased, rented autos, 
mobile homes, tractors, trucks. Specialists 
in locating and recovering chattels. Write 
P. O. Box 862 or phone BR 2-2034, BR 
5-3757, Greensboro, North Carolina. 





INVENTORY SERVICE 


Parts and Accessories 
* CERTIFIED REPORTS 
@ Obsolescence Disclosed 
@ Shortage or Overage Established 
@ Inventory Investment Evaivated 
@ Analysis of Methods and Procedures 
Full time experts. No pick-up part time help. 
Cali or write for service details 
Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 





CARS FOR SALE 


DO YOU WANT 
PROFITS NOW?? 


Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


1958s, 1957s, 1956s, 1955s, 1954s 
a Oo — eg 


Shipped by the 
World's Largest Independent 
Volkswagen Operation 
All Cars Selected, Serviced, Cleaned 
Expertly Shipped 





Details. 


Expinc 
Lyadherst, New Jersey 
Phone: GEneva 8-7070 
or Call N.Y.C. Lines: Wisconsin 7-8221 
(Bank References Furnished 
Know Your Supplier) 


Also Suppl an Wagons, 
Panels, Buses, Etc. 
Export Industrial iat Corp. S. A., 


burg |, ny 


1958's 
Dealers Only 


Chevrolets, Fords, 
Plymouths, Buicks, 
Oldsmobiles, 
Pontiacs, Edsels, 
Cadillacs 


All with automatic transmissions, power 
steering, radio, heater. Buicks, Olds- 
mobiles, Edsels and Cadillacs have 
power brakes. Mileage 600 to 5,000— 
Like new. Also Ramblers and sports 
cars. 


George York c/o 


OLIN'S 


Florida's Largest U Drive it 


2830 NE 2nd Ave. Miami, Florida 


Phone: FRanklin 1-659! 





VOLKSWAGENS 


Sedans, Convertibles, Ghias, 
Ghia Convertibles—'S7, 
Buses—Deluxe Buses 


Karmann 
"58 


Wholesale—To Dealers 
Write or call 


DOUGLAS MOTORS CORP. 
2317 So. Main, Houston, Texas 
CApital 3-420! 


(Will ship to all ports) 





DEALERSHIPS AVAILABLE 






FRENCH LINE” 





Texas, Oklahoma, Louisiana, Arkansas, 







HOUSTON, TEXAS 





CARS WANTED 


CARS WANTED | 


Any Kind 
We foe tee the largest wholesale outiet in a 
high market, Air conditioned cars a specialty. 
Write or Phone 
Clark Smith 
PHOENIX AUTO AUCTION 
2201 Westward Bivd. Phoenix, Arizona 
Phone: Alpine 8-5768 














Finance Co.s—Dealers—Banks 
WILL BUY 


Entire stocks new or used cars, fleets or 
repossessions anywhere in Midwest—East 
—South. 


GATEWAY MOTORS, INC. 


E. State St. Phone Elgin 3-6121 
Jacksonville 2, Fila. 





PARTS WANTED 


WANTED: Chevrolet and Ford obsolete 
parts for export, 1928 and up, Passenger 
cars and trucks, Send lists for immedi- 
ate orders to: Jack’s Auto Parts, 492 
Main 8t., Fort Lee New Jersey. 


ACCESSORIES FOR SALE 





NEW AUTO RADIOS 


1953-4 Chev., & tube manual, 

model CTM4M ..............000. $29.95 
1955-6 Chev., 6 tube manual, 

"7 nee 29.95 
1957 Chev., transistor powered, 

EE SE invvnisudsdisecssee 32.95 
1958 Chev., transistor powered, 

model oe on cGnegenes seccece 4.95 
1957 Chev., model CTA7X ....... 41.95 
1954 Ford, ‘ tee manual, 

GD FS. 6-6606 cc cosococesccve 29.95 
1957-8 Ford, 6 tube manual, 

| aaa 29.95 
1955 Plymouth, 6 tube manual, 

model PHSM 29.95 
1956 a 6 tube manual, 

model PH isxecs, Se 
1957-8 PI 6 tube ‘manual, 

wae Pit PHSM ... ee 
1956 Mercury, PB, & tube, 

I os cancaahiing 4.95 
1957-8 Mercury, PB, 8 tube, 

I ec ed ei dni 4.95 
1958 Pontiac, PB, Model CTA7XP.. 47.95 
1957 Volkswagen, PB, Model YWA7.. 41.95 

Fast COD shipment F.0.8. N. Y. 

Cotalog upon request 

LIBERTY AUTO RADIO, INC. 

191 E. 161 Se. New York 51, N. Y. 


lWdiow 8-7111 


LUGGAGE CARRIERS — 
For Station Wagons 


Only full length (72" platform), all aluminum 
permanent carrier, selling for 


$62.30 Net 
CANELL CO. 


grain decals 
ACCESSORIES WANTED 
CONVERTIBLE TOP—complete—for 1956 
Ford Thunderbird. P.K. Motors, 115 Cen- 
ter St., Shamokin, Pennsylvania. 
DECAL TRANSFERS 
TRUCK DECALS; no charge for sketch; 














durable, brilliant colors. wen _ = 
ples. Allied Decals, 
Corks. a =8=8E(§ i‘ ‘séséa$’T 3, Ohio. 


Inc., 





$100 REWARD leading to actual recovery 
of 1956 Cadillac sedan, Model No. 62, 
serial No, 5662-045549, pale green color, 
with air conditioning and possible Florida 


plates. Driver, man known as M. A. 
(Chick) Gardner, age 44, white, auto 
salesman (resembles ‘‘Spike Jones’’). 


Call collect MAin 3-3454, General Auto 
Sales, 290 S. Stone, Tucson, Arizona. 


TRUCKS FOR SALE 


TRUCK 
AUCTION 


Every Friday—11:00 A. M. 
DYER AUTO AUCTION 


641 Joliet St. Dyer, Indiana 
UNion 5-2361 


DISCOURAGED? 


Don't give up yet. A small ad in the 
Want Ad columns of Automotive News 
can help you locate that hard-to-get 
part—or that experienced service 
manager — or those used cars. 
Send your message across the nation 
through an 
AUTOMOTIVE NEWS WANT AD 
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MISCELLANEOUS 


the NEW and 
SUPERIOR 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
LEADS IN SALES... 
VALUE AND... 
PERFORMANCE 


Dealers’ List Price 
Dealers’ Special Discount 25%. 


SCHOOL BUSES WANTED 


SCHOOL BUSES WANTED—one or twenty, 
1951s up—36 to 66 passenger. Quick ac- 
tion. Write Box 8232, c/o Automotive 
News, Detroit 26. 


OFFICE EQUIPMENT FOR SALE 


FOR SALE: One National Cash Register 
bookkeeping and posting machine. Prac- 
tically new. Will sell for $675. Don Stein 
Buick, Inc., 5801 Johnson Dr., Mission, 
Kansas, Telephone: HEdrick 2-4000. 


WRECKERS & EQUIPMENT FOR SALE 


TEN 1952 FORD %-TON TRUCKS with 
new Holmes 400 cranes-—-Two 1952 Dodge 
1-ton power wagons with pickup beds and 
new Holmes 400 cranes—Three hundred 
1958 Chevrolet hoods; these are brand 
new, genuine Chevrolet hoods. One Sun 
tuneup machine—Eight new Holmes 400 
cranes—Two new Holmes 470 cranes— 
One new Holmes 525 crane. Contact Ter- 
minal Garage, 217 W. Depot St., Knox- 
ville, Tennessee. 


SHOP EQUIPMENT FOR SALE 


ONE BEAR FRAME RACK, floor type, 
with practically new heads for aligning. 
Complete with major attachments for 
frame straightening. Brewer Chevrolet, 
Inc., Elizabethtown, Kentucky. 


FOR SALE — Complete Inland radiator 
shop, nearly new, automatic gas fired, 
electric elevator tanks. Complete de- 
tails on request. Less than half price. 
H, R. Sivers, Fulton, New York. 


MISCELLANEOUS 


EDSEL SERVICE ARROW, number E-200, 
made by Mulholland Sign Company. Cost 
$295, never uncrated—asking $250. Also, 
1922 Model T one-ton Ford dump truck 
in excellent condition—ready for the 
highway. Brady Motor Sales, Reynolds- | 
ville, Penna. 
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Dealers’ Net with 4 Standard 


plus 2 Large Adapter Clamps. $52.35 
Federal Excise Tax Included 


* 
THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 
Four Clamp Hook-Up 


Dealers’ List Price 
Dealers’ Special Discount 25%. 














The “ORIGINAL YELLOW" 


Automatic BrakinG 


Is the ONLY—TOW BAR—TODAY 


waist acrows $5 945 | 
$61 45 









14.95 









Dealers’ Net with 4 Standard 


plus 2 Large Adapter Clamps . $44.85 
___ Federal Excise Tax Included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 


BATTLE CREEK 9, MICH. 


Phone WO. 2-5257 All Depts 
“Leoders in the Industry 
Since 1939" 


Canodian Distributors 
FIVE WHEELS, LTD. 


se? Y¥ Se. 
Terento, 







Incidg. BRAKE HOOK-UP 
COMPLETE with 
GUIDE CABLES AND 
BRAKE HOOK-UP 












TowKinG Hookup °45°% 
wiiu TRAIL-KING 
seats tars $37.50 






For fast Pickup & 
ALL Fereign & American 


Liberal “Trade in" or REBUILD 
Your OLD Tow Bars With Our 
SPECIAL CHANGEOVER KIT 


STEEL (Tow Bar) CARRYING YOUR 
CASE with Wheels A Handles CHOICE 
BROWNIE CARRY-ALL ~ Oniy 
BAG Mounted ON 
Rubber-Tired WHEELS $11.11 


Tow Bar Sales Co. 


DE 2.0700 AN 3-6888 Nites: BA 1-87!7 
We pay 

Call Collect “37.0 =3.. 

40 So. Clinton St., Chicago 6, lil. 


















AUTOMOTIVE NEWS 
WANT ADS 
BRING RESULTS 








TRUCK WANTED 


WANTED TO BUY 


1957 OR 1958 DODGE OR GM TOW TRUCK 
Complete with Holmes Winch and all equipment. Prefer 2 to 24 


ton with heavy duty frame and axles (front and rear). Price must 
be right. Contact Mr. Leonard Belisle at 


UPTOWN PAINT & BODY SERVICE 


342 North Schuyler Ave. 
Phone: KAnkakee 3-3373 


Kankakee, Illinois 





New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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TRADE CONNECTION: 


Car Dealer [) Truck Dealer [] Manufacturer [] 
Jobber [] Insurante (] Financial [J Supplier [1] 
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BORGWARD SALES 
CONTINUE TO RISE! 


Who says automobile business is stagnant? Not for Borgward dealers, it isn’t! And little wonder... for here is the 
car that zoomed to nationwide preference, that sells on sight, because it has everything the American motoring 
public wants. It costs your customer up to $1000 less — yet leaves you plenty of room for king-sized profit! It costs 
less to run —34 MPG! It has every feature that makes for safety, comfort, dependability and good looks! If there 


ete Re Me oe mL eo ol) 1 OO 













Here Are Some Typical Borgward Dealer Comments: 
GOOD MARKUP EASY SELLING 





‘Consistently good washouts — sold the first Borgward within 
one deal recently washed out at 3. hours. Please prepare duplli 


$1050” cates. We're selling the car 


“Our Borgward customers are SERVICE AND PARTS 


instead ot the deal.” 


our best boosters...and we “T hanks for your prompt servic« 
haven't been bothered with those on my telegram order tor part: 
irritating comebacks tor repairs received delivery in less thar 
and adjustments.” 24 hours 


‘ 


TOURING SPORT — most distinguished 
Sedan of all imports. Reclining seats at- 
tract buyers. 


STATION WAGON — popular, fast-moving, 
ruggedly practical yet luxurious. 


ISABELLA SEDAN 

— most economical, 
detail-perfect, —_— 
trouble- a __ 
free. 7 Z 
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FAG 


SPORT COUPE—the newest thrill on wheels 
for the sports car enthusiast 


1957 






512 Authorized Borgward Dealers 
DEALERS: You can still get in on the and Service Stations 


year. Send the Coupon TODAY! jaune po 
orm the orgwar et- \ 

BORGWARD INVITES YOUR THE NATION fore tt provides yor’ Wr 
APPLICATION FOR THIS rohved mechanics ‘ond | 

VALUABLE FRANCHISE 














Factory equipment on all cars include: unique heater-defroster, undercoat- 
ing, cigarette lighter, trunk light, side mirror and leatherette upholstery. 
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Gentlemen: | would like to get in on some of the profit- 
able Borgward selling. Please send me full details. | 


East of the Mississippi West of the Mississippi 


FERGUS | tan CGahiny, de 


1717 BROADWAY 1000 SOUTH HOPE STREET 
(at 54th St.) 


NEW YORK 19, N. Y. LOS ANGELES 15, CALIF. 
COlumbus 5-6494 Richmond 9-4044 


understand that | am under no obligation and my in- 
quiry will be held in the strictest confidence. 


NAME 


ADDRESS 


Soe Wiestetee / : ; ZONE. DIATE. 
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